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LIGHTING 
FIXTURES 


JUNCTION Pxplosion-proof electrical equipment is more important 
today than ever before. Manufacturers of material han 
dling equipment are adding explosion-proof switches and 
connectors to machines to be used in hazardous areas 
And, an ever increasing number of industrial plants are 
almost entirely equipped with explosion-proof electrical 
equipment, APPLETON’s full line of exploston-proof 
equipment offers you the opportunity to capture your 
share of this new and lucrative market, You need never 
miss a sale, because APPLETON is 


TODAY, MORE THAN EVER... 


Ihe Standard tor Bettor Wining 


EXPANSION UNIQNS 


Outlet Also Manufactures 


ST" Series 


Industrial Lighting Connectors Automatic Reelites 


= FOR MORE SALES, MORE PROFITS...SELL 
eee 
a EXPLOSION-PROOF EQUIPMENT 
a 
Unilets & Covers 
APPLETON ELECTRIC COMPANY 734 Wellington ‘Avenue + Chicago 13, Minois 
; 
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PIONEERING 


Since 


Means ‘Time-Tested Fuses 


Your best guarantee of Economy Fuse Leadership is 


Economy's record of nearly a half-century of pioneering. 


Economy Renewable Fuses were the First to be approved 


by Underwriters’ Laboratories, Inc. Economy introduced the 


first major improvement in the Clearsite* Plug Fuse 


that “shows when and why it blows Ec« nomy 


ioneered, developed and continually improved 
P y ime 


such popular fuses as Arkless* 


Mechanical Indicating One-Time Cartridge, 


Eco” One-Time Cartridge 
and Renewable Plug. 


“ECONOMY DELAY” RENEWABLE FUSES @ 


Economy was the First to use inexpensive, 


bare, renewal links for restoration of blown 


fuses to thew original efficienc y, and to 


offer “Economy Delay” Renewable Fuses 


and Renewal Links, a favorite with industry 


since 1911. 


ECON® DUAL-ELEMENT FUSES @ 


Recently Economy announced the new Econ 


Dual-Element Cartridge Fuses for controlled 


protection against unnecessary blowouts 


and against short circuits, thus rounding 


. out a complete line of “fuses for every 


purpose” 


WRITE FOR BULLETINS on the type fuses 


in which you are interested. 


* Trademark Reg 


fuses for every Purpose) 


ECONOMY FUSE & MANUFACTURING CO. 


2717 GREENVIEW AVE. * CHICAGO 14, ILLINOIS 
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ELECTRICAL WHOLESALERS ee 

It poys to carry a complete stock of the” Piéneering eh 


ztrobe 
Klectrical 
Products 


Last word in 
neat appear 


design, 
num 
ber of parts, and least amount 
of labor to install 


unique 


nee, fewest 


Bor 


Adjustable boxes are now 
bonded which makes them fire 
proof, Designed for telephone 
outlets or permanent 
tons 


connec 


Come in Single Gang, Two 


Gang, Three Gang and Four 
Giang types 


Pullman 
Manufacturing Co. 


1209-12158 JEFFERSON 
LATROBE. PA. 


LETTERS TO THE 


EDITOR 


Letters On Letters 
Dear Sit 


We noticed in a 
“Letter to the 
your November 


footnote in the 

department of 
that you have 
material available on warehouse lay 
outs and ideas 


We, too, are 


warehouse im the 


going to put up a new 
pring of 1956 and 


would appres jate receiving any infor 


vend us 


G. KR. KEBHN 


mation that you can 


GENERAL MANAGLE 
MINNESOTA ELECTRIC SUPPLY CO 


WILLMAR, MINN 


distributors wrote im 


footnot he 


© Nine other 


response lo the same 
material is on the way to them and 
Ur. Keehn. If you have need for the 
write the Theres no 


info 


asic, 
charge for the 


“An Excellent Guide” 


Dear Su 
Your recent 
And Your 


p. 67) certainly 


report Flood, Mud 
(kW Oct 
extremely well 
pleased that the 
Supply 


4 part in this impor 


Business 
Was 
and we were 


Electrical 


done 
Oakes 
vas able to have 


Company 


fant story 

It was interesting to note how dif 
ferently distributor went about 
his job of helping his customers. Ihe 
importance then appears to be, not so 
much how a thing is done, but that it 
is done and done rapidly 

This section certainly was of great 
interest and I am sure will provide an 


each 


guide to all of us should 
strike It appears to 
like these an 


vin 


excellent 
another 
me that during times 
distributor 


disaster 
clectrical gets a 
chance to analyze how well he ts car 
rying out his most important function 
service 

JAMES B, Newton 
OAKES ELECTRICAL SUPPLY CO 
HOLYOKE, MASS 


Error of Omission 
Dear Su 

| have just finished 
“Flood, Mud 
ness” in the October 
rRICAL WHOLPSALING 
astonished to note that in filteen pages 
on the subject of the August flood, our 
Naugatuck Valley 


reading the 
Your Busi 
issue of Eve 
Pp 67 and was 


article and 


contribution to the 
was unmentioned 

I his 
me, masmuch as we 
distributor on the spot with large in 
material, in 


unusual to 
first 


scems extremely 


were the 


ventornes Of necessary 


EW welcomes expressions of opin- 
ion from readers. Address all cor- 
respondence to: The Editor, ELEC- 
PRICAL WHOLESALING, 330 
W. 42nd St., New York 36, N. Y. 


creased equipment (certain 


having been delivered 


sizeable orde 
thirty 


advise 


and technical 


ot what they 


within minutes) 


men to customers 
actually did need while they were stil! 
digging out of the mud 


he irticlh 
tiributors kee 


speaks of electrical dis 
open al night and 
holidays, and |] 
Waterbury 


partial 


ping 
and 


that our 


over week-cnds 
can assul yuu 


and 


branch wa open day 


nights tor over a month for customer 
accommodation 

Qu! branches in the 
remained for transter ol 
New York 


week-ends to 
Like our 


other vicinity 


also open 


material and even oul 
house stayed open ovel 
make material available 
competitors, we announced this public 
but we did it by 

The article mentions in one 
ular place the need for hotplates in 
Waterbury because of the loss of gas 


Realizing 


service local radio 


partic 


ervice for about two weeks 
this 
tional Organization, we 

in having the ability to 
plates overnight from our other houses 
in large quantities from as fats 
is our Virginia-North ¢ 


from the outset, and being a na 
were fortunate 
transter hot 


away 
irolina sec 
tion 

I can't help but remember the Sa 
turday following the Friday of the 
flood where so many of us did nothing 
but make arrangements 
mate 


the whole day 
loads of 
in our Waterbury 


Was already in good shape as 


for trailer emergency 


rial to be warehouse 
(which 
concerns stock for normal business) 
by Monday 


We found other things necessary in 


morning 


iddition to maintaining stocks and giv 
ing technical advice. We laid the plans 
und made the arrangements for certain 
large equipment (transformers, etc.) 
damaged in the flood to be shipped to 
production lines 
this 


and 


where 
were stopped so that 
rehabilitated 


our ftactories 
equipment 
back in 
short time 


could be 
service in an extremely 
Our 


offer free replacement parts for dam 


organization was the first to 
aged appliances in customers’ homes 
and was first with a plan in the Valley 
to help dealers whose merchandise 
was damaged by flood waters 

The that I am 


convey to you is that all of us 


trving to 
feel 
that we provided an outstanding serv 

- Continued on page 96 


message 
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MEMO 
This and thy VE 


RE! +TNlational Electric Products 


PITTSBURGH 


NE SPECIAL CABLES WILL MEET YOUR REQUIREMENTS FOR POWER, CONTROL AND ELECTRICAL EQUIPMENT 
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NEPCO-LOK interiocked armor cable 
National Elect yepco- Lok Interlocked Armore: 
er C abl i provid ) th the answer to low 
Ihe outstanding flexibility of Nepeoo-Lok cuts installa 
4 
ble to economically relocate Nepco-Lok t wel ‘ 
F the power needs of expanding production facilities and 2 
there reduce the cost of future plant modernizat ey 
Nepco-Lok ivailabl O00) lt and $.000 volt Whether vou're working the od fold = 
trons with three and four conductor assemble facility plant truct it 
and also in mult fuctor trol cables. Nat il ible to get the detail Nat il Fleet Ni Loh i 
| tri Nepce Lok oft | trial hea if i Interlocked Ar able 
pacity at low t th Tare i wa ( all j Nat il | 7 entat 
prod toppave offered | i tern lua Nat il blect (ate 
protected cabies Center, Pitts! ! Pau 
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a good many years, 
Knowing 


d by assembling stan 
loped such item 


centers, plug-in 


that many special 
s off 


For 
dard components 


ible merch 
could be satisf1e 
helf, we deve 


your 8 
lpoards, 
modificatio 


imit switches, as 
1 devices: 


flexible pushbut 
fusible 


kits for 8 


we took the biggest ste 
ars by announcing 
yment with plug- 
is 4 further steP to help you capture 4 pigger * 
the special market by servicing it locally: 
However, there are some special products whic 
themselves to merchandising warenouses - 
as special pbusways, gwitehboards, control centers, * 
and special control devices require factory © 
yduction and test facilities: 
a competitive position on these 
D has launched a proad and continuing ry 


ion program. In 1955 new facilities were P 
at Cedar Rapids, Iowa, to serve the Midwest, at 
to serve the Northeast and East. 

a new plant will beg” operation 


pane 
wella 
Just last month, 
in many ye 


equipment 
service equilt 


(fusible 


a 
> 
c 
® 
+4 + 
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gineer- 


gear 
ing, 
To place you 1n 

products, Square 
expans 
operation 


the next few weeks, 


Within 
Oak, Michiga® - 


in Royal 
tt all adds up 
and assembly facilities ar 
shortly ~~ covering every strategi© 


American continent. Quite 4 network. 


to better gerve your needs. 


yours very truly, 
SQUARE D COMPANY a 


ate manufacturing 
or will be 


us 


+ 
+ 
+ 
> 


+4 
| 
“Be 
1-4 
++4++ 
TORS 
DISTRIBU 

in 
avec 
s plug-+" fusible 
ver ahve 
b 

| 
— 
epar 
— 
on the Noren 
market nelp 1 
which will 
+ 
t 
— = 
i 
+ 
Mana 
W H nger , Adve r 418 1 ng 
WHY : mbw 
— 


GEORGE GANZENMULLER, Faito 


GEORGE D. FARLEY, 
DURWARD HUMES 
ROBERT S. BUSH 
THOMAS M. CASSIDY 
R. COLLURA 
HOWARD J. EMERSON 
L. E. DEVENDORF 

G. B. BRYANT, Jr 

D. M. KEEZER 

J. F. McPARTLAND 


SHAW, Advertisir 


District Manege 
A. B. CONKLIN 

S.A. JONES, 
CHARLES F. MINOR, Jr 
RR REAM, 

R. A. HUBLEY, 
EDWARD P. GARDNER 
JOHN W. OTTERSON 
KNOX BOURNE A 
W._D. LANIER 

JAMES CASH 


Wholesaler’s Solesmon 


JANUARY. 1956 VOL. 37 Wo |} 


Publication Office, 1309 Noble Street, Phila 
dJelphia 23, Po 


January, 1956—ELECTRICAL WHOLESALING 


THE NATIONAL MAGATINE OF ELECTRICAL WHOLESALE DISTRIBUTION 


JANUARY, 1956 


Print Order This Issue: 12,266 


He’s the Engineering ‘Answer Man’ 


Durword Humes 


Sales-engineer Russ Backes broadens sales horizons r North Centra 


Spotlighting Your Markets 


Brings you up to date on what you can s* 


Two Sides to Self-Service: 
WE'RE SOLD ON IT 
WE'RE SOUR ON IT 


Two firms tried self-service and came up with diametric al y oOppoted views 


The Salesman’‘s Technica! Notes mcPartiond, W. J. Novak 


Subject this month: Protective Devices it 


Annual Outlock and Review 


| OUTLOOK FOR SALES 


How electrical wholesalers see product sales and operating cos n 1956 


2 OUTLOOK FOR MARKETS 


An analysis of the ‘54 prospects for sit basic markets—dealer 
commercial. institutional residential and far: 


3. REVIEW FOR REGIONS 


A retrospective loot at electrical distributor 
first ten months of 1955 
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Business index 


Next Month: 
@ “Who's got time for coffee?” The story of an outside sales- 
man who makes use of every selling minute. 
@ Fan Selling: How to move them the year-round. 


@ “What Price Policy?” A. H. (Bill) Gudie analyzes what's hap- 
pening to wholesaler management's functions. 


@ What's the payoff when a firm treats employees—and cus- 
tomers—more than fair? A case study of a working creed. 
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COUPLING 


APPLICATION: 


For coupling thin wall to rigid conduit and or 


any fitting threaded for a locknut That 


means thin wall to rigid conduit, flexible 


steel conduit, armored cable 


PRODUCT DETAIL: 


Fitting body is seamless steel, drawn 


with precision dies for controlled uni 


formity. Hexagon center area for hold 


ing when fitting is installed. € admium 


plated for protection against corrosion 


Size range: '2 Ma 1” thin wall to 


ly Vo! Mg and 


various conduit 


cables 


® Another Midwest quality fitting 


Quality” is just a condensed way 


of saying ‘Getting the total job 


done right with the most mex 


pensive combination of mate rial 


and man hours Engineering and 


producing quality fittings to meet 


the highest standards 


of electrical wiring in 


stallations, is our ob 


jective at Midwest 


Chvcage 


P 
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NEW PRODUCTS 


Box Extension 
Brookliva 


Litecor, Inc., 14, N. Y. 


One-inch deep extension ring ts de 


Signed tor use wherever 4a deepel! 
switch box is required It can be 
mounted firmly and securely on any 


standard switch box in a few seconds 
tightening a set screw on 
In the event that the 


installed, or 1s 


by simply 


either side switch 


box has already been 


not easily accessible, the extension ring 


can be slipped over the box and the 
set screws can be reversed and tight 
ened from the inside. Furnished with 
or without, “ears Photo shows ring 


with ears 


Window Fans 


International Fan div., 
Burner Co., St. Louis, Mo. 


Intl Oil 


window fans come in 
several Ihere | a 20-in 
straight exhaust fan designed to fit all 
inches and wider. It has 
grill, 1/10-hp., 2 
speed universal motor and 3,500 cfm 


Additional 
able in other models 


Wires, Cables 
Anaconda Wire & Cable Co., New 
York, N.Y. 


Iwenty-inch 
models 


windows 


a protective mesh 


rating itures are avail 


Telephone wire and cable line in 
cludes aerial and duct cables, direct 
burial cables, self-supporting cabk 


and rural and urban distribution wire 
All but one of the ibles are insulated 
polyethyl ne said to 
have exceptional electrical character 
that contribute to 
transmission loss. The urb 
tion wire is insulated with polyvinyl 
The entire 
according to industry 


Cord Set 
Slater Electric & Mig. Co., Inc., 
Woodside 77, Long Island, N. Y. 


Dryer NEMA I 
shaped blade is for continuous heavy 
loads It is rated at 30 
volts Ihe Ul ipproved 

comes in lengths up to 48-in. Features 
}-coded 
blades 


finger 


with which is 


istics minimum 
in distribu 
Nor coded 


chloride line | 


standards 


cord set with 
impere {) 


cord set 


extra-strong brass 


ibber cap with 


conductor 
molded on 
grip for easy removal from 
power outlet 


Janvary, 
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Controls 

Line Material Co., Milwaukee 1, 
Wis. 
Socket-mounted current controls are 
designed t wtuate oil switches for 


switching. A 120-volt 


both con 


h ink 


wurce is used for 


capacitor 
b60-cvek 
device is said 


trol and wad. The new 


to have demonstrated tts high « 
current cay ty by being able to with 
stand | ImMpere for two second 


without damage 


Soldering Tips 
Flectric Soldering tron Co., 
Deep River, Conn. 


Gun-type soldering tip line includes 
called the soldering 
only 1 thick for 


soldering in tight spots and in deep 


what ts sma!lest 


tip ever 16-1n 


chassis connections Also in. the is 
con 


thin 


sortment are tips for soldering 


nections to small prongs ind for 


onnechons 


Incandescent Lamp 


General Electric Co., Nela Park, 


Cleveland 12, Ohio 


Manutacturer calls this development 


the greatest single improvement in 
incandescent bulb performance 
in 42 year Ihe developments now 


will 


outpul ranging 


being placed in effect use in 


reases in light from 


© per cent for houschold bulbs to 1‘ 
per cent for higher wattage bulbs used 
n industrial and commercial lighting 
No more electricity is required. Th 
increased light output omplished 


by: improving the tungsten filament by 


making basi design alte ny 
the mount structure © that the fil 
ment is positioned lengthwise (or axi 


ally) in the bulb; and substituting for 
the first time coiled-coil filaments for 
ingly coiled one in of 400 
watts and larger. I 


ased light 


output over thers hitetim | 
pet ent Im the of houschold 
zes, Which already | the enefit 
of coiled-coil filament the light out 


put increase will amount to at least 
pel ni 
future 


proved filament is pointed out Lett 


100-watt household bulb. In 


is conventional construction | ! 
Cabinets 

The Huenefeld Co., 2701 Spring 
Grove Ave., Cincinnati 25, Ohio 
A new “Bo line of electrical cutou 
boxes, pull box transformer cabs 
net telephone binet mc custom 
more than &O ‘ of \ urtiac 
unit I he ibinet available in six 
different depth veen 3 and 12 
inches. Ihe ives range trom 4 mn 
high bv S-in. wide to high by 
60-in. wide. Lhe bor re clectricall 
welded and furnished with taht door 
ganged on tour side ind have a Ter 
hoce of knockout Ihe \ 


ibinet use 


Fans 

Markel Electric Products, In 
Buttalo, “.Y 
Iw if net 1) t-A fan f 
f tip-adjust 
lou peed lor 

ontrol { ‘ nat 


Kitchen Fan 


Berns Manufacturing Corp., Chica- 
go 18, 
4 twin blower kitchen ventilating f 

r kit et in 
tallation ! th th Push-A 
Mat ntilat I fan 
de] tn It 

tilabl with a filler and com in 
inodized aluminum or « py finished 
rill. Both grill and filt p out fi 


a 
© D 
4 
fs 
oft 
| A 
“(2 
X i 
: 
Inc., 
; 
service switch panel ral utout 
Ci 
Fit 
fan | lepend Is. | 
of the tas ‘ lependentl ‘) 
\ A new addition to the 1956 fan li 
\ j im adiustabl heivht dal 3 
on 
3 
or larger will have an incrc 7 aa 
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CREATING 


FOR YOU 


Millions of home-conscious people are reading about 
ROTO-GLO Quiet Switches in leading consumer mag 
azines. Their response for the Pass & Seymour booklet 
entitled “Modern Electrical Living” has been over 
whelming. These readers are your customers they re 
interested in the whisper quiet roto-type switch that 
vlows in the dark 

Cash in on this pre-sold market of home owners and 
you ll find that ROTO-GLO switches sell themselves 
your profits will soar, Since the switch you install is the : * Sy 
only visible evidence of the quality of your wiring 
system, why not choose the best — ROTO-GLO. It costs 
no more. Write Dept. EW-10 today for the entire 
KROTO-GLO story 


ROTO-GLO Déspord Type (15 Amp, 


Volts AC, 277 Vols AC) 


WILL .BE BACKED BY THE BIGGEST NATIONAL Type (15 Amp., 120 AC} 
ADVERTISING & MERCHANDISING quiet witches for 
PROMOTION IN HISTORY and romedoling work. 
Consumers, contractors, architects and builders 
right down the line —they're all being told and sold on 
ROTO-GLO. Ads in these top home and trade mag 
azines are promoting profitable business for you 


Pas” PASS & SEYMOUR, INC. 
SYRACUSE 9,NEW YORK 
7 York 1220 W. Washington Bivd., Chicago 7 


in Canada; Rentrew Elec & Retrig. Co, Rentrew Ontario 


ELECTRICAL WHOLESALING—Jonvary, 


1956 


| 
pee 
4 
aS 
— 
i} 


cleaning. The motor and blower as 
sembly can also be easily removed 
without the use of tools. When used 
with the ventilating range hood, the 


fan can be exhausted through the back 


or top using a 3'4-in. by 10-in. duct 

Screwdrivers 

Plomb Tool Co., Los Angeles, 
Calif. 
] ine of screwdrivers include s 3 mod 
els, and is intended tor the medium 
price markets. All of the new screw 


drivers have ruby-red handles of fire 
resistant plastic. A special handle de 
possible a powerful, yet 
Blades are 
high grade steel and are heat-treated 
add) 


tion to being fully plated for appear 


sign makes 


comfortable grip made of 


for hardness and toughness, in 


ance and rust protection Ihe 3 


models include keystone, cabinet and 


Phillips type screwdrivers 


Window Fan 
Vernco Corp., Columbus, Ind. 


Electrically reversible 20-in. window 


fan has adjustable panels which per 


mit installation in windows 24-in. to 
in width with protective, remov 
ible grille for easy cleaning. Overall 


dimensions: 22-in. high: 28-in. long 


5%4-in. deep Shipping weight 345-Ibs 
Built-in “on-off switch. Two-speed 
HO-cycle, a.c 11S-volt motor 


Window Fan 


Fasco Industries, Inc., Rochester, 
N. ¥. 
Latest feature on a twenty-inch win 


[hermostat 
feature 1s 


Super 


dow tan ts an adjustable 

This 
available on the manufacturer's 
Deluxe model. The 
is set and the rise 


takes 


ventilating problems, ac 


Comfort Control 
thermostat 
fall in 
care of all 


fans 
once and 
home temperature 
ording to the 
manufacturer. The fan is electrically 
The 3 speed switch delivers 


2,500 cilm 


reversible 
4.200 cfm 
1.900 


in high spec d 


and cfm. in medium and low 


speeds 


Janvary, 
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Foot Switch 
The Birtcher Corp., Los 
Calif. 


‘Circumference-actuated” 

foot switch makes positive 
no matter where it is pushed—on 
top, or anywhere on its 
ence. It 


Angeles, 


electrical 


contact 


circumter 


can be activated with hand 
knee 
and 


and I'4-in. in 


elbow or 
10 amps 
diameter 
use with production machinery 


Wall Bracket 
McPhilkhen Mfg. Co., Inc., Brooklyn 


Multi-use 


series 18 


Operates on 110 volts 
measures in 


height. For 


bracket, the 43-40 
aluminum 


wall 


made of die-cast 


and ts vapor tight and dust-tight. It is 
Clamed to be maintenance-free and to 
be ideal for schools, hospitals, motels 


hotels, shopping centers, housing de 


velopments, industry, public buildings 


residences. 


ind 


Service Entrance Kit 
Hubbard and Co., Pittsburgh, Pa. 


Root top 


bringing service 


periscopes are for use in 


lines into ranch ty pe 


houses. Because of the low roots of 
these hous« the usual practice of 
bringing the lines in just below the 


caves often proves to be impractical 
Ihe wires hang so low as to make 
for a hazard Installation in photo 


show use of a kit which consists of an 

head with slip fitter adapter 
flange brackets for 
and an adapter for the meter 
Ihe kits are 


a 2-in. or a 2 in 


entrance 
a rool mounting 
the mast 
connection made up for 
use with either 2 
mast, and one or more pipe clamp 


wircholders 


Wiring Devices 
Eagle Electric Mfg. Co., Inc., Long 
Island City, N.Y. 


Four-wire 20-amp and con 


nectors are for use with 3-phase large 


aps 


The locking devices are 


size motors 

designed to provide a continuous flow 
of electricity under the severest shock 
or vibration conditions. They lock by 


a turn and are interchangeable with 
other standard locking devices. Avail 
able with or without armor grounded 


Lamp 
Duro-lest Corporation, North Ber- 
gen, N. J. 


I he bluomeric lamp is unitary 


lamp comprising three light 


structure 


sources in one bulb incandescent 
fluorescent and mercury vapor, It has 
i screw-in base that fits into the ordi 
nary electric socket and can be made 
in every ize, sh ullape and volt 
according to the manutacturer 
Ihe lamp emits light in three ways 
by gaseous drs harge as om a quartz 
mercury ipor lamp; by fluorescing 


powders, as in 
lamp ind by 
an incandescent lamp 


of activated phosphor 
a fluorescent tungsten 
filament, as in 


Manulacturer says applications of the 


lamp are unlimited 
Covers 

Killark Flec, Mfg. Co., St. Louis, 
Mo. 

tS and FD” du ist itherproof 
covers are for single and duplex re 
ceptacl ind toggle and push button 
switche All type ontamn non-rust 
ing aluminum part Ihe dt isting 
is Claimed to assure greater accuracy 
and more uniformity and to add neat 
ness to an installation All covers are 
Lnderwriter | aboratorsc listed 


Low-voltage Cable 
General Electric Co., Construction 
Materials div., Bridgeport, Conn, 


Nineteen-conductor uwy low 
voltage cable has the rmoplast« insula 
tion. It is for ipply ions not exceed 
ing 30-volt Ihe cablk especially 
uited tor use with low-volt ipe re 
mot ontrol master witche motor 
driven switch ind tor other omple x 
wiring layout Installation is simpli 
fied because the cable | olor coded 


for polarity ind circuit identification 


One white conductor i provided as a 
common return with nine red and 
nine black conductors comprising the 
circuit pairs 
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TOP OF THE NEWS ... . and its significance to you 


Progress and problems 


Climb aboard the 
bandwagon 


Copper, aluminum, steel 


Sit down, read carefully 


Again, “fair trade” 


Employment high 


May save valuable time 


Electrical share up 


She five-year decline in net profit trend has been halted, shows signs of 
improving, says NAED Executive Director A W. Hooper. He notes, how 
ever, among problems this year: mounting costs in time, manpower for 
wholesale distribution are not being recognized; the solution to rising 
production costs has been found by simply lowering the discounts at 
which goods are sold to the distributor. The greatest operating problem 
for the electrical distributor this year—tightening credit extended to 


customers 


Machinery production has become the nation’s largest manufacturing 
industry. Backlogs of almost all machinery builders of all kinds are 
ubstantially greater now than at the beginning of 1955. Production has 
been increased but not sufficiently to match the influx of new business 
The automotive industry is the pacesettter. Industri like the auto 
parts makers with capacity bookings well into the year, are riding the 
bandwagon. Tool and die men look for extensive 1957 model changes 
which will be made in 1956. However, the aircraft parts industry 1s not 
doing too well. Business here was off 20 per cent compared to 1954 


Copper’s price will probably remain at 43¢ a pound, or above, well into 
1956. Fabricators have reached the point where they “project” strikes 
in copper. Some assume there will be at least one month of strikes among 
their suppliers—the mines—each year, Aluminum demand shows every 
sign of rising. The three major producers have indicated their views by 
their expansion plans. Steel warchouses currently have about a three 
month's inventory, a four-times-a-year turnover that means big business 
But there is an unbalance of items: shortage of structural and plate steel 
but loads of cold-rolled bar steel (7 months’ inventory) and a five months 


inventory of stainless steel 


Lack of ability to manage profitably leads all causes for failures among 
electrical wholesalers. A detailed analysis of failures among distributors 
over the past few years proves that it is the man who still makes the 
business. While failures in the electrical wholesaling field are small 
when compared to other industries—-222 since 1940-—the several reasons 
reported on the News For The Industry page are certain to help in 
smoothing out one Or more sore spots prevalent in most businesses Not 
that failure looms on the horizon, but read and decide for yourself 


Sunbeam Corp., and McGraw Electric Co.'s Toastmaster division are the 
latest to cancel their “fair trade” contracts with Michigan distributors and 
retailers. The step follows a recent Michigan Supreme Court ruling 
upholding a lower court decision that “fair trade prices) can be enforced 
only on retailers who sign “fair trade” agreements. General Electric 
had previously dropped such agreements in Michigan. Westinghouse 
has abandoned it completely 


Jobholders numbered 64,807,000 as of December Ist. November's total 

a new high for the month—was 2.6 million above 1954, though down 
86,000 from October, 1955, Thanks to rather heavy factory hiring, the 
usual seasonal drop had been eased Ihe heavy factory hiring 1s in 
automotive production. Bad weather, as usual, is slowing up outsid 


work on buildings, roads 


Did you know there is—on the average—three days a month when you 
should “have stayed home?” I specially when travelling between states, 
sometimes between cities. Nat'l. Crochet Weck (Jan. 21-28) or Kraut 
& Frankfurter Week (Feb. 2-11). No, not these But if you plan to be 
in Virginia around January 19 you'll find the banks and most businesses 
closed. It’s Lee-Jackson Day. Or August 14 in Rhode Island. It's VJ-Day 
Then take September 9, its Admission Day in California—and a legal 


holiday. Starting this month you'll find these and other legal holidays 
following the Calendar of Events, page 92 


fotal residential building dollar valuation this year will drop about one 
per cent; though housing starts are expected to drop from 1.3 million to 
1.2 million. But the electrical equipment share of the building dollar 
will increase 2 to 3 per cent over last year. Outlook For Markets has the 
complete story. The FHA last month, while stating it was optimistic about 
the mortgage market, said that it felt too many houses in the same price 
range may have been built in specific communities, and that local 
builders—in many cases—may have failed to keep up new develop 
ments in home design and construction 
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MAGNETIC MOTOR 
CONTROLS 


SEA 


MOISTURE AND FUNGUS RESISTANT 
EXCELLENT HEAT DISSIPATION 
DIMENSIONALLY STABLE 
MECHANICALLY STRONGER 
NON-COMBUSTIBLE 


Furnas Fleectric again leads the field. Now magnetic motor 
with Dual Seal coil Dual Seal 


Why? Because Dual Seal 


contr ] are 


coils mean longer control life 
molded coils are moisture ar ds fus is resistant, elimi 
nating the most common cause for coil failure Thes« 
hy mogenenus molded coils are di f onall stal le, auc 
and have high di 


HIGH VOLTAGE LOW VOLTAGE 


resistant, will not support combu 
electri th. Mechanical properties of Dual Seal coil 
: Furnas Electric magnetic controls with exclusive Dual 
eliminate damag in oO vibration or impact and are im 

Seal dual voluage coils are matched for use with your dual 


pervieu by screwdrivers and other hand 


tows 
and stocking of coils and starters simplified 
on 4, 7! 2 and 10 he rsepower starter one 220-440 volt 


voltage motors. Coil changing is now virtually eliminated 


For example, 
Only Furnas magnetic controls are equipped with Dual 


Seal coils. Before you buy, investigate the many advan- Furnas Electric coil is used 
on-the-job, reconnection of coil leads 


where six are normally re 


tages of these controls, Then specify Furnas Electric quired. Simple 
change high to low or low to high voltage 


FURNAS ELECTRIC COMPANY 


BATAVIA, ILLINOIS 
SALES REPRESENTATIVES IN ALL PRINCIPAL CITIES 


as required 
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1 Throughout the Genera 
4 


Petroleum Corporatior 
plant, the heat ond cor 


rasion resistance of 


Synthinol 90 
helps protect vital con 
trol circuits. This retin 


ery produces a full 


range of petroleum 


products and many by 


voducts in chemicals 


and gases 


To get the best in 


INDUSTRIAL WIRING 


look for acceptance. by critical users 


Compared to the cost of shutdowns, the best equipment assures proper circuit identification 


and materials cost little whether in refineries, steel Rome Synthinol 901 insulation provides that extra 


mills or most any manufacturing operation, That ap 
plies particularly to remote control circuits 

General Petroleurs Corporation, Torrance, California 
has specified Rome Synthinol® Control Cables. The 
tough Rome Synthine! 901 (polyvinyl chloride) insula 
tion resists high temperatures, moisture, oils, corrosive 
chemicals or fumes. The protective Kome Synthinol 
sheath permits installation in conduit or ducts, directly 
in earth or aerially 

Consisting of as many as 25 individual conductors of 
16 AWG, assembled with a 12 AWG common return 
these cables assure the customer of trouble-free opera 
tion. Because of its high resistance to environmental! 


hazards Rome Synthinol 901 insulation provides long- 

2. Installed in the terminal box for this 200 hp water pump, Rome Synthino 

time protection for individual conductors when fanned 4 aisha we . 
901 gives extra heat and corrosion protection to stort and stop push 


out for terminations. Clear and permanent color coding button, high pressure alarm, high-level alarm, and low-level alarm circuits 
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1. A substantial quantity of multi-conductor Rome Synthinol Control Cables 4 One of the pressurized and temperature controlled underground 


was used to connect plant creas witt 16 motor control switch houses cable distributior ults ris ying off to left and right 


margin of safety which costs so little in the long run 
Its long-time dependability has made it the preference 
ot such critical u ers as refineries chemical proces or 
paper and steel rnills 

When you have a customer with control cireuit prob 


hers ou can both profit by checking on the proved 


economy and depen ibility of Rome Synthinol Control 


Cables. Rome engineers will gladly work with you. A 
new bulletin has complete information on Rome Syn 
thinol and Synthinol 9O1 Insulated Wires and Cable 
Send tor Bulletin TW-1 


It Costs Less to Buy the Best 


One of the 2400-volt motor contro! reley pane wired 
with Rome Synthine!l Contro Cable Permor 


color od nq makes cir dentificatior pe 
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ROME CABLE 
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demand for Odor-Killing Get rid of unpleasant odors 


G-E OZONE LAMPS 


and their fixtures 


There are cash rewards in destroying objectionable odors! 
General Electric is whetting consumer demand for elec- 
tronic odor control with advertising and point-of-sales 
material, You can reap added income by urging retailers to 


stock and sell fixtures using G-E Ozone Lamps to meet the 
resulung demand 


Customers will ask for these units to banish objectionable Keep your h 
odors from kitchens, bathrooms, nurseries, basements, ome sweet- smelling 


closets, workshops and offices with G-E OZONE lamps 


You 
i can avoid the em} 
i 


"onable odors in a ‘Frassment of objec 
tnd enjoy the cles root af 
Cost of Ie $8 than 1 "Of Outdoors 
tiny, 4-watt, General #1 
'ronically prod Plecerig Ovone I 
J fe Pm Of ox, fer My ‘ 
& fills destro ited 


Representative for 

FREE G-F OZONE 
LAMP display material 
and literature. It ll help 


your retailers make 
more sales 


OZONE Lame 


BANISH ODORS of. 
Cooking . Closets 
Stale Tohecce Smoke 


Pets © Basements 


fate BOOKLET 


Fora FREE bookies ,, 


Progress 4s Our Moss /mportant Pr 


GENERAL ELectaic 


This is the tiny G-l 
Ovone Lamp the 
“works of an elec 


tronic deodorizing tix 
Thisadin February 4.1956, issue of 


SATURDAY EVENING POST, 


going to more than 4,600,000 


ture. It generates ozone 
which destroys objec 


tionable odors 
homes, tells the advantages of 


electronic odor control—it builds 
new sales for you and your dealers. 


Many manufacturers make 
attractive fixtures in which 

Progress /s Our Most Important Product 
Write to General Electric, Nela 
Park, Cleveland 12, Ohio, for 
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Meet the man 


who just discovered 


This happy master 
electrician has just had 
the f leasant experience 
of using his first Tube 
Weld fitti g You, too, 
will agree that Tube 
Weld’s new concept in 
fitting design is the real 

answer to fitting problems They are precision-made 
of one piece heavy gouge welded steel! tubing which 
has been accurately drawn and sized for controlled 
uniformity These fittings cannot open ofr spread and 
far surpass UL requirements 

Tube Weld fittings represent an entirely new idea in 


quality, design and price The y are available in'2", 1” 
and 1” sizes, and have the followm g features 
. Extro long offsets provide enc eptionally easy pulling 


of wire 
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. Longer length of fitting provides manzimum support 
for conduit 

®@ Connector shoulders are uniformly flat assuring per 
fect centering in the box 

@ All threads are rolled instead of cut 

greater stripping strength and 66 greater s 


strength (independent laboratory report 
threads 

@ Lustrous zinc finish and caretully beveled edges 
distinctive appearance 
diameters 


® Caretully and smartly packaged for ease in shelving 


allow largest ins 


and identification. For descriptive brochure and add 


tional information, write or call 


ELECTRIC TUBE PRODUCTS 


A Subsidiary of Berger Machine Products 
74.16 Grand Maspeth (W.Y.C.), Offender 5.8000 


fittings! 
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NEW ONE-PIECE BOX SUPPORT BY BLACKHAWK 


ells Sight 


A single piece that goes in easily and stays put — allows the 


Simple electrician to use his hands more effectively, instead of juggling 


extra pieces 


Cat. Noe. 540 
Patent No. 2518912 


P The Blackhawk patented one-piece box support ts installed all at 
Quick once — takes just half as much time and effort as two-piece 
supports; often less because it eliminates fumbling of troublesome 


extra pieces 


The Blackhawk box support provides rigid, unified support be- 


Permanent cause it is a single piece. In new or old installations, the one-piece 


support does not “saw” the wall, because the mgid flat base plate 
is parallel to the wall prevents switch box from wiggling in use 


Superior installation in seconds 


oul” on % 


Tabs ore bent to the inside 
Both honds ore free to in- a box, holding it 


the 
stall the box. The Block. the ton 
qe, single 
wobbling and sowing. 


Tobs ore simply bent 
around the wall edge, and 
the Blackhawh Box Support 
is ready feo receive the 
switch box. 


The Slockhawk One-Piece 
Box Support inserted al! 
at once — no extra ports 
te handle or drop. 


Immediate delivery... to electrical wholesalers only 


Blocihowi7 Specify B-1 when you buy! 


ndustries BLACKHAWK INDUSTRIES 
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sie fee 


ite 

copariprity 
ordinary 
side. Using CLIPTOM or 

that BIE OF fo ever. 
contrasters ere aging 


Specify 


MAIN OFFICE 
75 Montgomery 4 
Jersey City 


TODAY 
BALTIMORE 
Tannetsee 


Information 
MEMPHIS, 


For Full 


ur 


CONDUIT COMPANY,INC. 
TUB TN Game CLIP TALL 


in Principo! Cities 
METALLIC 


WotR A BL CONDO U! LE CTRIC 
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Protect equipment 
reduce 
maintenance 


SEALING GRIPS 
or flexible cords « cables 


e Keep out water and dirt 

e Prevent wire terminal strains 

e Reduce insulation wear 

e Provide high mechanical strength 


e “Dress up” deluxe mechanisms 


Equipment, instruments and appliances will look + 
better, last longer, need less care when Pyle- 
National sealing grips are used. High lustre 


and machined finish for excellent appearance. 


Tapered conduit threads form a tight joint 

tapered rubber grommets provide a tight seal- 
ing grip on outer jacket of cable. Oil resistant 
rubber assures a long life. Sizes ¥g-inch to 3-inch 


conduit, and !f-inch to 234-inch cable 


Illustrations at left show just a few of mpny uses. 


If you have cord or cable troublés, sealing 


grips can solve them 


Write today for Bulletin No. 1236 


SOLD NATIONALLY THROUGH AUTHORIZED DISTRIBUTORS 


VALITY 1S TRADITIONAL 
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LIGHTS + PLUGS & RECEPTACLES + MUL 
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PLANGED 
MINGED COVES WIREWAY 
ANS 


FLANGELESS 
CRiwW COVER WiRkWAY 
FITTINGS 


CABINETS AND PULL BORKES 


No doubt about it! When it come wiring installation jobs, you can 


vet what you want when you want from the Keystone Quality Line 
Wireways for example are iV: i in both flan ed ind flange les 


styles with hinged or screw vers with or without knockouts 
and in sizes ranging from 2%” x 2'2”" x I’ through RB” x BR” « ! 


I here a wide selection of auxiliary fittings to choose from, too, plus 
cutout boxes and j ull boxes in more than SO different stoch ive 


and a variety of tel phon and current transtorme! ( to mect 


xact requirements. And if it's outlet boxe 
for, you'll find that Keystone has them 
with proper covers, too, What's more 

is quality-built, priced right, and stocked for immed 


direct from factory warchouses! Want more | f 1? Send for your 


tone 


hiprne nt 


llustrated Keystone 


\\evsTtone MANUFACTURING COMPANY 


AVENUE @ 
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SKIMPY WIRING 


“Dead End” Kid of the 
Electrical Business! 
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WE’RE PULLING HIM 
HIDING! 


Kennecott is exposing Skimpy 
Wiring ... to help you make 


more sales! 


Dake a look 
Enemy Number One 


a real good look —at your Profit 
Skimpy Wiring ts his 
name. Stopping your sales ts his full-time job! 


With his weak, small wires and inadequate cur 
cuits, Skimpy Wiring bedevils more than 80% 
of the homeowners in your area with no end 
of electrical troubles. He stops them trom buy 
ing the many new appliances they may wish to 
own, prevents even the best of appliances trom 
doing their proper job. And even though these 
victims of Skimpy Wiring are A-l rewiring 


FREE! TIE-IN MATERIAL! 


Send today for free reprints md post r-sized blow 


ups of Kennecott SATURDAY EVENING POSI 
ind THIS WEEK magazine ads. Get free copie 
Horn 
Ask for complimentary Home Wiring 


of the educational booklet, “The ABC of 
Wiring 
Wall Chart 


of at-cost prices for large-quantity order 


material available. Just write Kennecott Copper 
WHI6 161 ka 42nd 


orporation, Dept 
Street. New York 17, N.Y 


CHASk RKRASS A 


cling Subsidiaries 
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contractor mat service folder and list 


prospects for contractors, they won't rewire 
because they don't know that Skimpy Wiring 


is the cause of their electrical woes! 


Until these people educated to the need 


for sound, adequate wiring, your dealers lose 
sales, your contractors lose jobs, and you lose 


bundle of potential profits! 


full puge Kennecott ads like the one shown 
below drive home the story of adequate wiring 
telling folks why it’s necessary and how they 
can get it. But to benefit personally, you should 
promote adequate wiring where it will do you 
the most good right in your own area! To 
help you with your own promotion, Kennecott 
has special material that’s yours for the asking! 


COPPER COW «© KENNECOTT WIKRE A CARLE CO 
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WHAT'S NEW IN MOTOR CONTROL? & * * GET IT FIRST IN CUTLER-HAMMER 


Now...A Safety Switch Built to 
the Standards of Cutler-Hammer 
Three-Star Motor Control instatts casier 


works better 


lasts longer 


The new Cutler-Hammer Three-Star Motor Con 
trol has proved a sensation wherever it has been 
tested in comparison with any other control 
equipment. The tougher the tests, the more 
dramatic has been its demonstrated superiority 
A kaolin processing plant in Georgia, for example, 
reports: “HKecause of the hard service we give 
motor control in our plant, we have always had 
to replac e contacts every 30 to 60 days. Our first 
Three-Star Control unit has now been in daily use 
for thirteen months and its original contacts still 
look and work like new A lumber mill in 
California says: ‘‘Control contacts have always 
been a problem on our drive of the feed chain 
going to the trim saw. We had to replace contacts 
every few weeks, Qur first Three-Star Control on 
this job, purchased from the stock of our local 
Cutler-Hammer distributor, is now in its twenty 
fourth month of continuous daily operation with 
its original contacts still in service 
Such control equipment brings important oper- 
ating dependability and savings to any job where 
an electric motor is used. But it also means that 
such better motor control should be matched with 
a safety switch which can equal the performance 
of the motor control. And now this is possible 
Cutler-Hammer Authorized Distributors are now 
stocked and ready to serve you with the new Bul 
4105 Safety Switch, the safety switch built to the 
New Bulletin 4105 Safety Switch Type A, standards of Cutler-Hammer Three-Star Motor 
30 to 1200 Amp. Sizes Control. It is loaded with new features. See it 
Try it. Prove it. Order one today 
iengineered for “heat-proof” dependability. New design for mini 
internal heat ge ration 4 w materials for CUTLER HAM MER, Inc St. Paul Ave 
Automatic pressure fuse receivers; no screws to forget to Milwaukee 1, Wisconsin 
tighten no screws Lo loosen in service by alternate expansion 
and contraction 
Visible blades for quick and sure inspection at all times New 
double insulated steel operating hook, Safety is import 
hafety switche 
Panel mounted mechanism of this new Bul. 4105 Safety Swit: 
in readily interchangeable with that of the old Bul. 4101 to 


vermit replacements without case and conduit work 
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You can’t beat SPANDLEAM HM'T for bending! 


You have to see it in action to believe 


the workout that sPpANGLEAM EMI whole lot is discarded 
samples pet from SPANGS quality urrence at 
control inspection crew! 


A length pulled from each lot of sicle 


SPANGLEAM is bent like a pretzel to ure et a top-quality 
assure you that the continuous I everyt Phat’s why th 
and the SPANGLEAM finish ri EMT yo on the job 


up under the severest bends you 


work with Oual fy-control 

ever need on any installatior 
Then, just to 

wall conduit is 

and practicall 

long the weld ar 

under this abuse Any 
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SPANG-CHALFANT 


Division ef The Netiene! Supply Compeny 

AL SALES OFFICER 

TWO GATEWAY CENTER, PITTSBURGH, PA. 
in Principal Citres 


ERS 
: 
\ 
Spanc Black, too 
j op- quality u 
OF easier, faster, better installa 
pr mnplete “PANG line 
(,L EAM hin SPANG Conduit. He 
easy to will give ou top-quality service, too 
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ARCHITECT Martio, Buffaic 
CONSULTING MH. Sherry, Buffaic 
ELECTRICAL CONTRACTOR——Prey Electric Construction Co Ine 


Peace Bridge wiring securely guarded 
by Youngstown Buckeye Conduit 


Underground wiring at the Peace Bridge in Buffalo will always be 
safe. Permanent protection was insured by installing Youngstown 
Buckeye rigid steel conduit for the wiring systems of the new and 
vastly improved approaches on the American side 
Vital traffic controls and lighting systems can operate dependably in 
WHY BUCKEYE IS BETTER handling the ever-growing traffic over this greatest trade link be- 
Youngstown is the one manufacturer tween the United States and Canada—-now nearly 4 million motor 
who makes rigid steel conduit from vehicles a year 


ore to finished product. This en- Wherever electrical wiring must function safely and efficiently in 
ables Youngstown to control the 
complete manufacturing process -in- 
surance that each length of “Buck- Youngstown Buckeye. It is sold by leading distributors in every 


eye” is made of top-grade steel industrial market 


hazardous locations, install rigid steel conduit—-and always use 


ATT BUCKEYE CONDUIT 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


General Offices Youngstown, Ohio District Sales Offices in Principal Cities 
- STRIP PLATES STANDARD PIPE - LINE O1L COUNTRY TUBULAR GOODS CONDUIT AND EMT - 


MECHANICAL TUBING COLD FINISHED BARS - HOT ROLLED BARS WIKE HOT ROLLED RODS - COKE 
TIN FLATE ELECTROLYTIC TIN PLATE BLACK PLATE RAILROAD TRACK SFIKES MINE ROOF BOLTS 
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EVERY TIME YOU SELL WIRE, SAY THESE WORDS FOR EXTRA PROFITS... 


“How about the Burndy Connectors?” 


‘ So keep your own Burndy stock complete, and sug- 


Taking off a bill of material from specifications’ 
gest Burndy Connectors every time you talk wire 


You'll write up so and so many feet of wire; so and 
with your customers. It’s the smart way to build 


extra profits. BURNDY— Norwalk, Connect.; Toronto, 
Canada. Factories: New York, California, Toronto. 
Export: Philips Export Company 


80 many boxes, motor starters, switches; so and 80 
many feet of conduit. That's all? 

Not by a long shot! The easiest, most natural add-on 
sale in the business is a supply of Burndy Connec- 
tors! Quality of Burndy Connectors makes them a 
welcome suggestion to your customer —the wide PS. Check your own stock now. The more 
scope of the Burndy line makes it a uniquely profit- complete it ia, the more you'll be able to sell! 


able part of your sales picture. 


It's good business to suggest 


... FIRST — for electrical connectors; toola; methoda 
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COMBINATION ENTRANCE CAPS Here's a real ‘2-in-1” entrance cop 

approved by Underwriters’ Laboratories for both rigid conduit and 
fmt permite stocking of one cop for two purposes eliminates 
threading of rigid conduit. Comes in sizes from '/2" to 2” 


THREADED CONDUIT ENTRANCE CAPS Like most other Gedney entrance 
caps, this one is made of malleable iron to prevent breakage hot 
dip galvanized for maximum service life. Sizes range from 2" to 6 


ENTRANCE CAPS For SE. Cables—with key hole mounting bracket 
fasy to assemble cable slips into cap and is securely held by clamp 
ing shoe. Has split insulator and well bushed holes. Overlapping cover 
protects cables from weather. As there is little strain on this fitting it 
is made of aluminum 


Cross the threshold to 
ower costs...with 


GEDNEY 


CAPS 


Malleable lron—Hot Dip Galvanized 


THESE ENTRANCE CAPS install faster— 
and cut your final costs right down to rock bot- 
tom. Like all Gedney Fittings they’re accu- 
rately machined and threaded...smooth fin- 
ished, with no burrs or metal particles. On top 
of that, the Gedney line includes many improv- 
ed design features that bring extra efficiency 
and labor savings. For fittings that bring 
today’s lowest installed cost, specify Gedney! 


GEDNEY FITTINGS FIT 


GEDNEY 


ELECTRIC COMPANY 


RKO BLOG «+ RADIO CITY + NEW YORK 20 


Factory and Ship; Terryville, Conn 
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SYLVANIA 
BULBS 


add up to more cei, 


profit-per-dollar 
sales! 


sales results tell a 


story unequa the history 


modern light bult retailing 


SYLVANIA SOFTLIGHT Imagine! Softlght u : reased bulb 
offers greater full-profit volume! 


months! And increased protit pe 
Square Foot as much as 115 


Sottheht 


pearl- pink diffused light i ile Mikes 
128% hore ost ittfa ‘ | ‘ 
Pla ‘ i ad 


onsumer 


|| 136" sonight ad your important Sunday newspape 
134" | @ Hard-hitt vy comme: i cr the lock IV 
hov 
wa | atching, mer a i 
Order your Sottheht no (all your S i Sut er toda 


SYLVANIA SOFTLIGHT 
offers greater profit per Sq. Ft. 


SYLVANIA 


. fastest growing name in sight 


ecTRreonics 


Tomic 


RADIO 


TELEVISION 
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@ it pays) to sell the Royal line 


Functional...efficient... profitable! 
Electrical wholesalers agree that Royal Electric's 
practical packaging for wire and wire products 
pays off plenty 


Pays off, first, in satisfied customers. Electrical 
contractors, retailers, industrial and OEM users 
alike, appreciate Royal’s modern packaging meth- 
ods that protect products in transit... prevent costly 
shipping damages or delays. Appreciate, too, 
Royal’s modern labeling and boxing that simplify 
product identification and stocking easy-to- 


ROYAL ELECTRIC COMPANY, INC. 


| 
ng 


helps Royal distributors 

keep customers satisfied 
... Costs down / 


handle wire reels, cartons and rack dispensers that 
save time and trouble on the job and in the store. 


Practical packaging pays off in dollar-and- 

cents savings for you, too. Royal’s modern methods 

are designed to cut your receiving and handling 

costs to a minimum . . . speed up delivery service 
. simplify stock control and inventory. 


These are just a few of many advantages that 
work in your favor when you stock and sell the 
Royal line. For further facts on Royal Wire and 
Wire Products, write, wire or phone today. 


PAWTUCKET + RHODE ISLAND 


Manufacturers of WIRE * CORD SETS * FUSES * WIRING DEVICES 
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O;: all the vital electrical equipment installed 
in a new building like the Prudential in Chicago, 
the wiring devices are about the only items that 
show on the surface. As a result, these wiring de- 
vices serve as one of the few visual evidences of 
the safety, efficiency and dependability of the over- 
all electrical system. In fact, we feel it is safe to say 
that the use of Hubbell switches, convenience out- 
lets, wall plates, etc., clearly suggests “specification 
grade” right down the conduit from panel boards 
to switch gear. 


Hubbell is proud to be associated with the other 
electrical suppliers for the Prudential Building. It 
is only through good connections like these that 
business and industry can make the widest, safest 
and most economical use of electric power. 


New 41 Story Mid-America Home Office Building of the 
Prudential Insurance Company of America, 
Chicago, I1linois, 


, Consulting Engineers on the 

electrical work are Naess & 
‘ ae phy, Architects and Engineers, 

eer Chicago, Illinois 


Electrical Contractor: Fischbach, 
Livingstone & Comstock, Chicago, 
Illinois 


Hubbell Supplier: Chicago Elec- 
tric Supply Co. 


Harvey 


pert. BRIDGEPORT, CONNECTICUT 


@ Square Feet of\Floor § 
$4 
ELY BY 4 
plates) used throughout 
, ~ 
+ 
cone 
l, 
4.151 


Be 


INDENTER 
CONNECTOR 
FOR E.M.T. 


y iN Protruding rounded red plastic lip 
of bushing prevents cutting of 
insulation — eliminates shorts. 


Full thread screws into all conduit 
fittings. Lip of RED THROAT bushing 
protects thread from damage. 


Deep dished eight pronged lock 
nut is easier to drive on— screws 
flush to shoulder and digs into 
metal of box for vibration proof 
positive ground. 

a Permanent locked-in bushing in- 
sures smooth burr-free raceway 
for easy fishing. No extra work 
and costs no more. 


Briegel, the Original Indenter Fittings are neater 
in appearance, easier and faster to use. Installation 
is simple and less expensive. Two quick squeezes 
sets them forever. Try B-M Indenter Fittings and 
get more profits from each job! 


ALL BRIEGEL FITTINGS ARE U.L. APPROVED AS CONCRETE-TIGHT 


All B-M Indenter 

Fittiegs are UL Approved 

concrete tight and for general 
use \File Card £10663) Also comply 
With Federal Specifications W-F-406, 


Warehouse Stocks 


GALVA * ILLINOIS 
in Principal Cities for Immediate Delivery! 
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TIMES and TRENDS 


Deceit in Dollar Volume 


Business prospects for 1956 are NnoW so good that those 
clined to worry are using this inclination to concern themselves wi 
heading off inflation, rather than making any very effective case tor a recession 
It seems clear that tor 1956, as a whole, gross national product, personal income 
and industrial production will all set new records 

So says the McGraw-Hill Department of Economics. And so 
electrical wholesale distributors who sce bigger dollar volume inh Store 
their firms this year. The median of their expectations is a conservative 5 pet 


cent increase over 1955 (page 51). This comes on top of an actual | 


per ce 
vain (based on the first 10 months) in the industry's dollar volume over 1954 
What this means ts that distributors’ sales will climb from the record $7.0 
billion of 1955 to a new record high of 1956 

But it also means that dollar volume is becoming more and more deceptive 
as a Means to measure sales results—whether individual, company or industry 
For some time, industry spokesmen have warned about this. And the record 
low net profit rates of recent years have seconded them. The pursuit of an 
ever-increasing dollar volume at any cost may lead to the end of the rainbow 

but only to an empty pot 

Now there's more deceit in dollar volume than ever before. Recent rises in 
costs of merchandise have made it so. Part of last year's 14 per cent gain can 
be attributed to cost increases. And you can be sure that part of this year’s 
anticipated gain will come trom passed-along price jumps 

Vi wed either as a forest or as trees these merchandise cost advances ar 
formidable Take a look at our W holesale Price Index { page 54) The price 
relatives shown there are based on the selling prices to you (and, ina tew 
cases, OEM's and users) of at least three manufacturers of each precisely 
defined product. Of the 44 apparatus and supply commodities listed have 
increased in cost from November 1954 to November 1955, 4 have not changed 
and i have de lined The average increase tor those that have riscn t8 a Startiin 
9.6 per cent 

Some standouts are: type R building wire, up 43.0 per cent; type SJ flexil 
cord up 22.2 per cent; 5 hp d.c. motor up 16.5 per cent; 250-volt renew 
cartridge fuse up 10.8 per cent, 4-pole, type C, 575 volt safety switch 
10.7 per cent; and so on. There promises to be more of the same as the 
ycar progresses and as new price increases most | robably in 
along from producer to fabricator to you 

Consequently while dollar volume iS SUrpIng ahe ad it may be that 
volume ts only treading water. And what appear to be records of boon 


are in reality records of booming costs 


EDITOR 
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PD ELECTRI-CENTERS, serving | 4 to 20 branch circuits, 
are general purpose control centers. Used universally for > 
industrial, commercial and residential applications. Door 
is optional at extra cost. 


P2 ELECTRI-CENTERS are ideal for large commercial 
and industrial installations. They provide “custom-built” 
quality and versatility at standard price. Door standard, 


Two-way circuit 


protection, double 


convenience, too! 


Duo-Guard Pushmatic Electri-Centers are tops for safety, versatility 


The best way to satisfy your customer is to help him serve his 
own customer and BullDog offer signif 
ieant advantages to all, From ample wiring space to the Duo 
Guard Pushmatic® Cireuit Breakers, the entire Kleetri-Center 


in engineered for safety, convenience and easy installation 


Vushmatios provide double protection for branch circuits 
guarding them thermally against normal overloads and 
solenoid magnetically against high overloads and short cireuits 


With Duo-Guard Pushmatics, fuse changing is eliminated 


just a push of the button restores service immediately! 


Duo-Guard Pushmaties fit any BullDog Electri-Center panel 
Phey meet all four applications residential, commercial 
institutional and industrial. Therefore, you can simplify your 


stocking problems with Duo-Guard Pushmatios 


You'll find it pays tostock and promote blectri-Centers —-call 


your nearby Bullllog field engineer for the facts, or write 


BullDog Electric Products Company, Detroit 32, Michigan 
BEPCO 


Export Division: 13 Eost 40th Street, New York 16, N. Y. In Canada 


ELECTRIC PRODUCTS COMPANY 


A Division of 1-T-E Circuit Breaker Compony 


BullDog Electric Products Co. (Canada) Ltd., 80 Clayson Road, Toronto 15, Ont. 
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What's Happening 


in Washington 


Big Year For Public Housing —About 100,000 units of public housing 
are in prospect for this year. And odds are good that Congress will approve 
at least 35,000 units per year to keep the program going 

Urban renewal—the Republican program designed to broaden slum clear- 
ance to get more private re-building—should produce a growing volume of 
contracts. A number of cities have already complied with the rules for getting 
government aid—and Congress is expected to amend the legislation to make 
it even easier. 

Already some 90 sites are being prepared; construction has begun on 20 
additional projects. More than $900 million worth of construction is involved. 
Federal funds are available to produce some $5 billion of construction by 


private redevelopers and local governments 


Bid-Shopping Bill Legislation General contractors face a tough fight 
trying to beat back the drive of the specialty contractors to pass a tederal bill 
on so-called bid-shopping. 

The Senate has already approved a bill requiring each bidder on a federal 
project to list in his proposal the names and prices of the electrical and other 
specialty subcontractors who would work on the job if he got the contract 
The subs listed would then have to get their part of the job at the prices listed 

General contractors and government officials say that this would hamstring 
the authority and price contractor needs to meet his responsibility. Govern 
ment officials would advise Eisenhower to veto the bill if it gets to his desk 


A Major Ruling On Fair Trade Pricing Supreme Court is 
coming up with a Fair Trade case which could torce major changes in resale 
price maintenance systems of many manufacturers. It could make many manu 
facturers and independent dealers who have signed Fair Trade contracts since 
1938 liable for private antitrust treble damage suits 

The Justice Department, long-time foe of Fair Trade legislauon, is posing 
the threat. In an antitrust suit filed in 1952 against McKesson & Robbins, Inc 
the government atta ked Fawr Trade pricing by a manufacturer who also acts 
as a wholesaler The theory that tederal Far Trade laws do not le pally sar 
tion resale price maintenance contracts signed between a producer-wholesaler 
and independent wholesalers 

The government argues federal legislation exempts trom antitrust price fixing 


bans only those Fair Trade contracts signed between a manufacturer and whole 


salers or retailers, or between wholesaler and retailer. But since McKesson als 


wholesales in fact if i the iaryv q iler and second largest whole 


saler for all kinds of products in the i i Trade contracts with inde 
pendent wholesalers actually are price-fixing agreements between Competitor: 
and thus subject to pros or ( h herman Antitrust Act 


Fair Trade proponent } when aistrict rt in Ne 
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York threw out this new attack on Fair Trade. The lower court ruled that 
such agreements were not illegal—just because the manufacturer also sold at 
wholesale or retail himself—unless some “additional restraint” on competition 
was imposed. But the Justice Department appealed this decision and won a 
preliminary victory when the Supreme Court decided to review the lower 
court’s ruling. 

This gives the antitrusters another chance to argue their theory and—if the 
Supreme Court agrees with them—to set an important legal precedent appli- 
cable to every manufacturer who both Fair Trades and sells direct. The Justice 
Department's object, of course, is to force such manufacturers to drop one or 
the other practice. 

Because of the growing trend toward market integration, the impact—if 
the government's theory is adopted—would be great. In many industries, 
manufacturers have been moving more and more into direct selling through 
factory branches or wholly owned retail outlets. A recent study shows that 
in washing machines, for instance, almost every major manufacturer engages 
in both types of selling. Many other appliances are distributed through dual 
channels, too. 

The Federal Trade Commission takes just the opposite stand from the De- 
partment of Justice. In a similar case against the Eastman Kodak Company, 
FTC ruled last January that nothing in the legislative history of the federal 
Fair Trade laws indicates Congress intended to ‘discriminate’ against the 
producer-manufacturer and prevent him from using Fair Trade contracts. 

The Supreme Court can decide otherwise. If so, it would mean that none 
of the Fair Trade contracts signed by such manufacturers were legal. In the 
opinion of some legal experts, this means that those manufacturers that have 
had Fair Trade contracts with independent competing dealers violated the 
Sherman Act; that both this kind of manufacturer and the independent deal- 
ers who signed the contracts would probably be liable for triple damages to 
any non-signed dealer who can establish actual damages. 


Lease-Purchase Awards first bid invitations for the government's 
lease-purchase building program are just coming out. Congress has already 
seen approved $105 million of projects, with another $200 million, at least 
being prepared for Congressional O.K. 

The buildings are going up in scores of cities and towns all over the country; 
the jobs range from $50,000 postoffices in many sma!! towns to a multi- 
million dollar customs house in New York City. 

Besides lease-purchase, the Post Office plans to lease more than 500 small 
buildings this year—all of them to be specially built to department specifica- 


tions. Tota! cost of construction is estimated to be $30 million or more. 


More Contractors Get Government Business——New standards to 
be followed in letting contracts for government buildings will permit more 
contractors to bid for business. 

The prime contractor under the new rules is required to perform with his 
own forces only 12 per cent of the dollar value of the contract. Up to now, 
he has had to perform at least 25 per cent with his own men. This means that 
many contractors who don't have the organization to meet the 25 per cent 
rule can now subcontract as much as 88 per cent of the job 

Government officials expect this to attract more bidders on most of the 


building jobs coming up. 
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EMERSON-ELECTRIC ANNOUNCES: 


complete line Multi-Duti 
motors for over-counter sale 
-priced for maximum profit! 


: A new profit opportunity — the 
Now a complete motor department in a small space famerson-Electrie full line of 
precision - built split phase and 
capacitor-start motors for do-it 
yourself equipment, farm and 
commercial use, as well as many 
industrial tools. Here's Emerson 


Electric quality, priced to sell 


You build motor sales when 
you feature motors on the 
Multi-Duti Display. Selling 
costs drop, too, when you stock 
the one complete line: ',, 

and 1 H. P sleeve- 
ball-bearings, single or double 
shafts, resilient or rigid base 
18 different types 


This selling display FREE! 


(je hole sto ( 
All-metal, compact, easy to assemble. Free of charge — ask for details. et the whol ory on all these 


motors, with their many impor 
tant, exclusive sales features 
Send for the complete catalog 
No. M12 of Emerson- Electric 
Multi-Duti Motors. No obliga 
tion, of course. THE EMEKSON 


Capacitor-Start and Split. Phase ‘A HP Capacitor Start it It MFG. CO WES 
P. BALL. BEARING SLEEVE . BEARING BALL BEARING 
‘ FLORISSANT AVENUE Sil 


LOUIS 21, MISSOURI 


Solit- Phase H. P Capacitor. Start HP 


SLEEVE . BEARING SLEEVE. BEARING of St. Louis ee Since 1890 
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W With outside salesman 


worlds 
LARGEST 


. 


mite 


4 To sell this 


He's the 


By Durward Humes 


HEN THERE'S a power distri 
bution or application question at 
North Central Electrical Distri- 
buting Co., it has a man with many 


answers. He's Russ Backes, electrical 
engineer and head of the Minneapolis 
firm's power and supply department 

“They shoot a big percentage of 
their problems at me,” Backes admits 
That includes everything from switch 
gear to motors and controls. The 
questions come from anyone and 
everyone——salesmen, countermen or 
customers themselves 

The customer, naturally, is a big 
beneficiary. So ts North Central, sinc 
Backes’ service means bigger accounts 

and access to new accounts 
e Engineer-Plus— While Backes 
doesn't know all the answers, he says 
he can find the unknown ones in a 
hurry. His present position is built on 
a foundation of a college EE degree 
a practical trade school engineering 
course, and over 10 years’ experience 
with a mulling concern 

He's primarily a sales enginees 
backstopping the outside salesmen 
But his slot at North Central takes 
in wider duties: 
INVENTORY of bus duct was key to this power distribution sale at Metallurgical Stock: he sets up inventories (mo 
Inc. North Central had in stock enough duct and fittings to do half of job’s 120-ft tors, controls, busways, transformers 
run, also sold the switchgear and controls for the furnace switchboards, control centers, ctc.) i 
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With manufacturers’ field man With contractor-customer W 


Russ Backes worked with these men—and again demonstrated that. . . 


Engineering Answer Man’ 


and exerts a guiding hand over them. problems were worked out with the Backes’ experience. Another recent job 
The firm thinks that smart stocking contractor involved a complex motor-control 
puts it in a better sales position Four days after the original sales setup. After the job was laid out, the 
Queries: from counter customers man's call, the contractor placed the customer called on Backes to select 
and from salesmen in the field order, All of it went through North the right motors and controls for cas 
Promotion: of service (by salesmen) Central cading. This he did-——and went on to 
and lines (by mailings). © Guidance—Sales leads on power sell the remaining equipment 
© Cooperation—-The bulk of Backes’ equipment come through salesmen e Inside Work—Backes is in the 
work 1s with customers on the job and the firm’s contacts. Backes is office as much as he is out. Most of 
He’s the signal-caller for the North effect, a coordinator, directing sales his inside work concerns his subsid 
Central power equipment team—him men to possible sales. He often goes itary dutic watching inventories 
seli, the salesman and often, the manu along himself on preliminary calls keeping after leads, stressing enginect 
facturer’s field engineer while the salesman concentrates on the ing service, and just plain answerins 
Typical of this teamwork was problem at hand he can take the questions 
Metallurgical, Inc.'s furnace installa broader, sales-engineering approach to Bach sire that he doesn't do 
tion (see photo When this job first the account original engines for customers 
came up, salesman Earl Weatherbee A case in point is that of a customer most of his bigger jobs mean redoing 
called on the contractor handling it who asked for information on explo plans from practical standpoint 
The contractor outlined what was sion-proof equipment. After Back é e¢ the man with all the 
needed; this included 440v bus duct helped out on the problem, he toob rs rehes on hi hooling 
When Weatherbee told him that North a long look around the plant He ot experience (mo t| 
Central carried enough bus duct and found several additional unsafe in doing sv oard and circuit layout 
fittings to half-finish the 120-ft. run stallations—-open motors in the midst , ry ) But he isn't a italo 
the contractor was skeptical. He was of grain dust and flour in the mill number in t to fit equipment 
told to call Backes and talked the customer into ex ‘¥ then I look up 
The next day, the contractor was panding his order numbers lat } I qu ll 
at North Central to see for himself Customers often rely directly on manufactur engineers if he 
He worked with Backes to lay out needs he 
the job in miniature on the floor No Central, having an engi 
This is the first in a series of articles fF man esround means 
on wholesalers’ expanding use of the lille President T. R 
sales-engineer. It takes its cue from 
last month's editorial (EW—Deec. °55, 
750 kva switchgear, Backes called in deg the ippre help; they'll b 
. . taking place. Future articles will fur- mney appreciat is heip, they uy 
Earl Schier, field man for Continenta} ther analyze what staff technical ex- from us on that jol ind keep on 
Electric Equipment. This and other perts are doing for wholesalers. buying lates 


where Backes explained its advantages 
and how it met specifications 

This led to detailed discussions of 
other installation requirements. On the 


Orstad puts istome! consider 
him a soul information. We find 
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‘Answer Man’ (cont.) 


His Desk Duties: 
From Inventory to 
Phone Quotations 


PHONE work means answering queries, checking with : 
manufacturer and follow-thr« ugh on jobs 
Backes keeps in close touch with bigger jobs, but all standard 


bids are handled by the quotation man from specification 
sheets and build 


excnange print 


INVENTORY Backes sets up all power equipment in 
ventories, then keeps a general eye or 


them Day to-day order sre based nm maximum-minimurr 


quantities and are handled by the inventory clerk jerry Barce! 


Jackes approves new lines, new item 


PROMOTION starts with this unusual panelboard di COUNTER To help countermen better answer power 
play in North Central's counter sales application question Backe plans to set 5 


room, and also takes in manufacturer mailing nm equipment up a once-a-week choo!. Me tart with one and three - 
lines. But there is no direct mail effort t ell the firm phase characterist« work from there Th wil ave time 
engineering ervice te ustomer for both countermen and Backe a 
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installat 


ions mean... 


PROFIT TO YOU 


The photograph above shows the ex 

cellent light distribution on vertical, as 

well as horizontal surfaces provided 

by ABolite All-White, Slotted-Neck 

Standard-Dome Reflectors 

All ABolite Reflectors have features 

that really help you sell 

1) they are drawn trom heavy-gauge 
stecl 

(2) vitreous-fired with lifetime, whit 
er-than-white porcelain enamel 

(3) are available with all-white finish 
inside and outside 

(4) features slotted-neck construction 

(5) meet RLM specifications in many 
styles 

6) provide for longer lamp life, and 

(7) less maintenance 

(8) are furnished in over 20 styles 
(porcelain and aluminum) for in 
candescent and mercury vapor 
lighting 

Inquire now about ABolite reflectors 

for your next job 


B LITE 


(galing DIVISION” 
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SLOTTED-NECK CONSTRUCTION. 


ALL-WHITE FINISH 


tHe JONES METAL PRODUCTS ©. 
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OHIO 


39 


bad 
é 
i tt ‘ Neck 
perating cl 
‘ Neck Ret 
= 
‘ is 
Pe 
> 
i 


SPOTLIGHTING YOUR MARKETS No. 9 in a Series 


Brings you up-to-date on what you can sell to 


The Amusement Market— 


@ The outdoor amusements—race tracks, ball fields, drive-ins, amusement 
parks—are a new and growing market. 


@ New facilities demand the best, since they must attract customers. The 
maintenance potential, however, is slim. 


@ With few exceptions, owners or contractors do the buying. Municipal 
units are reached through normal channels. 


Recreational spending HIS MARKET includes some of the nation’s oldest-—and some of its newest— 

enterprises, The more established ones are amusement parks, public swimming 
has doubled in the pools and athletic fields; all have increased in number since World War II. 
last ten years Expanding even more rapidly have been the newer ones: drive-in theaters, golf 


driving ranges and race tracks, 

These outdoor amusement enterprises have grown to meet the demands of a 
prosperous public with lots of leisure time. Recreational spending (including 
hobbies, movies, etc.) is double the 1945 total. What's more, as spectator sports 
have lost customers, they have been replaced—and then some—by literally hun 
dreds of spots catering to participant recreation and amusement 

Athletic fields. From high school and municipal fields to big league ball parks 
No figures available, but the number is huge 

Swimming pools. An estimated 21,000 public pools today—ceight times the 
number in 1948. Since it’s impossible to expand older pools, new ones are added 
to meet demand 

Amusement parks. From carnivals and kiddielands back to giants like Rock- 
aways’ Playland, Total number is unknown, but they are springing up in com- 
munities of all sizes. Many similar recreational facilities are run by cities and towns 

Driving ranges. Often combined with pitch-and-putt courses, and sometimes with 
amusement parks. Growth since 1950 has been phenomenal, best guess is that 
there are over 1500 ranges. 

Race tracks. Includes horse, auto and dog tracks. Estimated from 200 to 500 
in total, Usually built for nighttime operation 

Drive-in theaters, Number over 5,000. During a three-month period last fall, 
63 were opened in nation. Unlike other amusements, they are becoming year-round ° 
operations 


Buying is mostly for new OUTDOOR amusements rank about average as a market for the electrical whole- 


facilities ndi salers’ salesman. They consist of small units that require a diversity of products 
ac a s but mostly on a one-shot basis. That's when the installations are built and, less 
done through owners frequently, when they are expanded. But there is little potential here for replace 


ment Or maintenance supplies 


Ihe prime requirement of the market is lighting, for amusement activities are ‘ 
centered during the evening hours. When an athletic field or harness race track 
is equipped for nighttime use, the outlay is large. Lamp contracts are healthy in 
size 

There's no simple pattern of buying. The larger amusement enterprises have 
their own maintenance men, Drive-ins and small amusement parks are best con- 
tacted through the owner, although work usually is done by a contractor, Con- 
cessionaires buy their own equipment, and often influence bigger management 
purchases. If a school or municipal facility is involved, use normal maintenance 
or bid channels 
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Amusements: Lighting and supplies for a fast-growing industry 


LIGHTING, from floods to vari-colored fluorescents Lighting for nighttime 
need in this market P is bi d 
A typical harness track, for instance, will use from 500 to 1,000 floodlights operation $s big nee 


mounted in banks on poles around the perimeter of the track. Each bank will have 
a separate transformer 


is the biggest single product 


and perhaps each lamp its own fused circuit. To strongly 
illuminate the finish line, there may be searchlights. And there's more lighting in 
the grandstand, clubhouse and parking area 

Such jobs as this 


also required for ball fields and for driving ranges (EW 
Nov. ‘54 p. 39) 


are not for the novice lighting man 
out glare or blind spots 


Throughout this market 


Iiumination must be with 


good lighting is essential in luring patronage. Neuarl 
all new swimming pools have underwater units, all corrosion-sesistant. Even drive 
ins, Operating in darkness, need flood, ramp, driveway and entrance lighting 
Amusement park lighting is varied and often special, since power must be supplied 


to many rotating units, And a possible plus-sale would be of equipment for central] 


control of all lighting units, perhaps using an oil-switch operated by 


in accessible 
toggle switch 


IN OUTDOOR amusement facilities, the 
ground Weatherproof wire and 
and power systems 


bulk of electrical distribution 
switch enc losures are 


under ~=Amusement parks are 
weferred. tort hoth heht 
main motor users 


The primary motor and control needs are tor amusement park to operate the 
many rides. These might range, in a typical park, from to SO hp. Controls he 
are more intricate than 1s the rule in industry. A 


roller coaster might be perated 
by a step-up manual controller 


or 4 merry-go-round by a multiple-step start 


bring the motor up to full speed. Rotating ride ire best controlled hy utomat 

timers, which insure equal duration of all ride 

SOUND SYSTEMS are used by all segments of this market. Th we a mu Specials: heaters, 
whether to page patrons, announce games or winners, or to pipe in music and sp 

ial effects 


sound systems 
Even swimming pools and driving ranges use them 
Drive-in theaters, in an effort to run year-round, have turned to electric spac 
heaters which plug into speaker stands 


Installation mvolve not only the heat 
themselves but, often, new 


service equipment to handle the larger k 
drive-ins are installing this equipment when 


afford the additional expense 
Other needs: Appliances for the food concessionaires 
for stadiums and drive-ins 


mad WOW 


constructed, few older theaters can 


Auxilhary generator 
in case of power failure Au 


conditioning f 
clubhouses and fans for bathhouses 


NEXT MONTH: The Amusement Market—tl 
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STEADY, REPEAT LAMP BUSINESS 


Re-orders for Champion Lamps hold steady month 
in, month out. That's because Champions are sold only 
by selected suppliers like yourself and you get the re- 
peat business, not just any chance competitive sales- 
man who comes along. Champion Lamps’ long, bright 
burning life is insurance that customers keep coming 
back. 

Choose Champion to better your business in lamps 
in every way. Write for full information. 


A DIVISION OF CONSOLIDATED ELECTRIC LAMP COMPANY 
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Two Sides to Self-Service: 


Among wholesalers, the trend to self-service is recent—and controversial. 
Here's the pro and con as seen by two firms—one in Ohio, another in Vir- 


ginia—who tried it and decided .. . 


We're Sold on it. inthe year since 
we put in self-service, our average coun- 
ter sale has gone up 30 per cent.” 


William Papp, Manager 


‘WHY DOES it work?” Papp goes on Mainly be 
cause the contractors like it-——it saves them time 
Contractors keep forgetting items and then hav 
to make a second trip With self-service, more of them 
see and buy those standard items on their first trip 
Now that they're used to serving themselves. they 
save time in the store, too—-especially when the counter 
man is busy. And they appreciate these savings Papp 
adds 
Self-service pays off for Sommer Electric as well 
is the Warren branch manager is quick to point out 
Bigger invoices are just part of it,” he claim Since 
we can easily see what's low, we save time on restocking 
and on reordering I here another advantage self 
service is a natural merchandiser for specials and promo 
tions.” 
Modifications 
enthusiastic about self-service. But neither * nor 
Warren staff is fully satisfied. The eel the 
new, and that they'll alwa iv 


loting up these advantag Papp i 


tiv 


service can do the best 


supplies 
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We're Sour whout how our ef- 
forts to promote self-service failed. 
The idea was ok—the odds too great.” 


C. A. Womack, Pres 


Womack ‘ ystem 


worked for us 


“AND,” a 
have worked anyplac 


hecause our electri the onl one im 


Danville We knew Vailable to make 
the program a su 
The two-floor building o Womack Electr 
ist September wv designed specifically 
ration ‘ al upple divi 
as located on the lower wor nd the electron 
urtment on the top flo« 
ist, in planning the n 
main problem wa 
ipidly with the least 
grocel ind departmes 
to ly pe husimess 
Found Limitations 
elt-service 
turers, Womack foun 


from other 


enh to 


paqe 46 
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ty 
Mts, 
. 
+ 
ce 
— 
vere lo 
been givemmm ral the ppearan of self-service 
ope won little had he ph j 7 
possible jor electrical ind adapta lit of the pI put - 
th us disp! 
t Continued on page 44 ( ; ed on é 


LOADED CART is pleasant sight for branch manager Papp per cent in average amount. Countermar in good spot 


In year of operation, he found that counter invoices increased direct customer attention t tock pecials 


There's the visual sales impact of displaying stock . . . 


OPEN CARTONS are wed t »| table Since de PROMOTION is built-in with self-service. Even the stock 
pleted cartons are simply replaced, they save time for on g promote tse ince | in plain sight. Another element 
men like Chuck Memburger Sommer, they mean lower ‘ al table, checked by anager Papp. Manu- 
and ‘Out spe als 3 eatured here —near 


helving cost: and maxinmu f space Di play helve play 


are used around the wal! ssaling store heckout counter 
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worehouse 


Wiring devices Toggle 
switches 


Connectors 


Plotes 
Twist locks 


Yo office 
and lighting 


showroom 


Ceding receptacies 


£ntrance from 


Hon 
porking fot 


batteries, smal 
switches, 


FLOOR AREA of 
iq. ft 


»tocK 


gree syst er ar wer 


COUNTEPMAN “‘supervises” store. Stationed 


ming up 


intermar 
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“The idea is to display is many items we in,” Man 
ager Papp emphasizes We don't sell retail but we do 
use retailers’ techniques. While using every available inch 
of shelf space for standard ttems boxes, connectors and 
so on——we keep our backup stock and all bulky items in 
the warehouse 

Self-service at Warren does not include the warehouse 
While contractors are tree to stroll through it, they are 
discouraged from selecting ttems there. The reasons: stock 
is warehoused rather than displayed there, and warehouse 
men are too busy to help custome 

For the customer, there's plenty of room to park in 
the blac ktop lot outsick They ire wreeted when they 
enter by the ever-present counterman, a sign informs 
them Please teel free to help yourself And they do 
now, after some initial reluctance. Only a few stll prefer 
to be waited on 

The Warren branch is relatively small (see floor plan) 
and articles are easy to find. If a customer can't find an 
item at once, he can ask the counterman. The counterman 
is no mere checkout man; while customers are on the 
floor, he answers their questions, directs them to specials 
and keeps an cye open for pilfering. (Papp does not 
onsider pilferage a major problem There's lots more 
loyalty here than in a retail stor ) 

With his pickups, the customer moves to the counter 

While the counterman writes the invoice, he has a chance 
to talk with the contractor about his jobs and problems 
He mentions accessory tlems, points out the promotion 
table, and orders any requit varchouse ittems—-all at 
the checkout 
© Ideas To Work Manager Papp and the Warren 
stall have adapt ad everal grocery supe rmarket tech 
niques, The fundamental one, of course, is to show the 
ustomer what available then let the products sell 
themselves, There's also a wide use of direction signs and 
promotional material Ihe latter includes a table for 
manufacturer promotions and for special sale items 

One thing we like is that ) see the slow-mover 


Papp claims lurnover i problem for whok 


ler with a broad ton ilwa have cats-and 
dog Now w in se e mention them and, if 
f ‘ ry, put them o 
Stull another tacts ‘ planned—but lmited 
rearrangement of iten This is to forestall the customer 
vho knows exactly what he i ind where it i, igno 
ing the other stock That he gotten gripe i re parc ad 
by Papp as proof that it work hesicl the counterman 
is always right there to help the customer 
© Always Learning——fioth President H. Sommers 
nd manager Papp think that further changes are prob 
ibl Ihe store is admitted mall and the warehous 
oo sharply divided tron | the varchous and ore 
building itself may be 
But the main modificatio re the on made dail 
This tak move fast or 
hniques to ge ‘ more fully 
e facility 
Papp 


proble 


WeH 
ave a ore OT a owroom 
ied 
F iuorescent 
ICCeSsOries 
q 
| 
Promot 2 
table 
| 
| - Socrets 
Wire nuts 
4 
A 
| 
Ls [Come | 
| 
yunterman acts as botr perv r and ale 
mar is Organized for selection and st king 
cartons on table shelt iter sround the wall Promotior ae 
table potted for featuring by intermar 4 atc 
Pats 
B ill 
.. . But counterman still counts = 
2 
7 
| 
Quest ior point Jt stock 
ma 
invoices, he stresse pecials and acce ry iter learnin fas Many Up 
5 are MerAles find shle sid front Can We ve found that that What reall 
tantially to asic rder make elf service work 
‘ 
45 
: 


» 
SELF-SERVICE SHELVING wa ‘ amperes. While 


at Womack Electric and i Voma me ‘ t have beer 
the discontinuance of the ) ject ) Wi se 4 eit ervice iast 


for the 25 unit a ndard package 


“We're SOUR on Self-Service’ 


page “Too Many Obstacles 


“We thought we were going to have 
a streamlined program Womack 
adds. “We believed our reasoning be- 
hind self-service was sound enough 
to make it a success. But we didn't 
realize there would be obstacles 
© Problems Arise— The first difficulty 
encountered involved the pricing of 
items on display. Womack learned 
that the complex price structure of 
the electrical distribution field was a 
hindrance to his project 
“Here is a problem which we had 
not taken into account, and which we 
never solved,’ Womack explains. “For 
self-service to be true, all merchandise 
has to be priced as it is in a super 
market where the system is a money 
saver. In our case, we were unable 
to price the items effectively. Most 
electrical supplies have a stepped-up 
price on quantity purchases, and you 
just can’t put the price of an item on 
the display and let it go at that 
hs ‘You have to take tnto considera 
tion the price per paCkage or carton 
of the items. You have to remember 
always going to be price 


THE UPPER FLOOR at Wor N ed the electronics divi 
sion. The entrance shown here ) f| r electric sur es department 
which contained . ‘ pace. At pre the entrance t there are 

oth operation i leading to the uy ' changes. The only supplies we were 


ELECTRICAL 1956 


re eptember. are now being use ipstair splays 
al 
| 
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A SERVICE CART on which customer 


t Gene D ‘ 


is being displayed here y 
Aithough plenty of these carts were provide 
Womack found customers reluctant t ery 


lect their item BULK ITEMS of 
the self-service 


where the 


Defeated Our System’ 


able to 
And these were priced at list 

Another Womack found 
he was cash registers 
in his operation for cash sales, Unlike 


price were tools and lamps 


hindrance 


unable to use 


sales in markets, customers 


purchasing 


super 


electrical supphes need 
sales slips for tax purposes or for their 
records. Consequently this had to be 
abandoned 

In the 


operation, we 


one ycCal of self-service 
found that our 
didn't 
to justify the expense of main 


stock on the 


type of 


business just yenerate enough 


trafh 


taining the expensive 


shelving we had constructed,” Wom 
ack adds Some customers took ad 
vantage of the operation, but for the 


most part, contractors would come in 


sit down and wait to be served. This 


of course, tied up many of our per 
and failed to eliminate the ex 
pense of the 

Before the 


successful for us 


sonnel 
counterman 
have 


Operation could 


heen we'd have 
needed at least cight times as much 
traffic in the house. We felt, in the 
long run, that it was costing us more 


keeping 


to maintain the displays by 
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well stocked than the 
net results we got from their us 

More Space Used—An 
reason for discontinuing the operation 
stock in 


an order-select 


them clean and 
important 
was a desire to concentrate 
i smaller space from 
ing tandpoint 

For instance, self-service shelving 
vas only four feet high compared with 
the present seven foot shelves. During 
the operation, only about 60 per cent 
of the stock normally displayed im the 


Because of wide-spread reader inter- 
est in self-service type operations, 
FLECTRICAL WHOLESALING 
here lists several articles published on 
the subject in recent years: “Success 
With Supplies Stores,” June °53, p. 55; 
“Super Market Merchandising,” July 
'53, p. 99; “Self-Service that Satisfies,” 
Nov. °53, p. 90; “Branching Out in 
Same City,” Dec. '53, p. 46; “Tristate’s 
New Self-Selection Warehouse,” Dec., 
'S4, p. 52, and “They Got the Most 
Out of Their Move,” Nov. °55, p. 64. 


pac ould be hown Thi 
meant that 40 per cent more spac 
was taken up by the smaller shelve 
ind that more time wa onsumed b 
ustomers looking for item 

As an added teature, Womack pre 
cut hi Wir ina able in 
length lhis pro s climinated the 
onsumed in ulting the cabk 
ifter tt had been ordered. This system 
which contractors lked, is still bein 
used But th is the only featur 
Womack will retain 

Our purpose in this operation wa 
to streamline selling in reneral con 
umer fashion: to provide a good di 
pla for the merchandise allow more 
ustomers to see th upplies and in 
rease the he i 
© Idea Good What we failed to do 

ind what re trving to do now 
wastod ur operation around the 
thinking and acting of the electrical 
ontractor and h he instead of 


the housewils Ihe idea of 


without the 


elf -servic« 
hut 


ot the u 


trath ind 


OO pe ration 


tomer in providing volum 


ihout a stable price 


thon, the plan will not succeed 


i 
= department. Sig nm each row of bins ind eee 
; by the distributor cated MEE customer ild find iten The entire first [eet 
e themselve devoted t the peratiwr sed a » warehouse 
if, 
? 
> 
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Pinpoints the Information You Need on 


By J. F. McPartland 
and W. J. Novak 


N ADDITION to fuses and circuit 
breakers, there other devices 
which serve protective purposes in 


are 


electrical circuits and equipment 
These include: thermal overioad re- 


lease devices, thermal overload relays 


magnetic overload release devices, 
magnetic overload relays, thermal cut 


outs and lightning arresters 


Thermal Devices 


A thermal overload release de- 
vice is a mechanism used in many 
manually-operated switches and cir 


cuit breakers to act upon the holding 
catch of the contact when the current 
gets too high. The thermal element 
physically trips open the 
when it expands due to heating. 

© Thermal relays are commonly used 
in magnetic switches used for motors 


contacts 


They provide overload protection for 
the motor. Unlike thermal release de 
they used in 
breakers 


vies are not generally 
circuit 
thermal 


characteristics 


Overload protection by a 


relay has inverse-time 
i.e., the higher the value of overload 
current, the shorter the time in which 
the relay will open the circuit. A 
thermal relay does not itself provide 
interruption of the main full-load cur 
It breaks contact in 


rent an auxiliary 


circuit, de-energizing a coil which 
closed 
then 
main current 
in both self 


types 


holds the switch contacts in the 


position. The switch contacts 


open, interrupting the 
Thermal relays are mad 
and manual-resetting 


© The thermal cutout is another over 


resetting 


load protective device, with inverse 
time characteristics 
Particular applications of thermal 


cutouts are protection of motors 


under excessive overloads protection 


against single-phasing of 
(the when 


the three leads to a three-phase motor 


poly phase 


motors condition one of 


opens, and the remaining two leads 
form a heavily overloaded single 
phase operating condition which 
keeps the motor running), and other 


cases in which particular protection is 
needed against excessive overloads in 
motors 
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Protective Devices-—Il| 


A typical thermal cutout contains 
link 

Line current flows 
If this de velops ex 


a heating coil, a fusible and a 
spring contact arm 
through the coil 


heat due to excessive current 
fusible link will melt and the 
contact arm will spring back to open 
the line. In this action, inverse-time 
characteristics obtain: if the 
quickly due to a heavy overload, the 


line will be opened fast; if a light over 


Cessive 


flow, the 
coil heats 


load develops, the heating action and 
consequently, the opening of the de 
vice will take longer 


Magnetic Devices 


An electrically 
controls the 


ener gized solenoid 


which movement of 
plunger of 


essential element in a 


coil 
an tron armature is the 
magnetic relay 


overload release device 


directly 


or magnetic 
The 


in series in the 


coil may be connected 


line to be protected 
or it may be fed from a current trans 


former with its primary connected in 


series with the line. A magnetic r 
lease device may be set to provide 
opening of the line at a particular 


value of overload current by adjusting 

the travel of the plunger which acts 

upon the contact mechanism 
Magnet 


lease devices may incorporate mec han 


relay and magnetic re 


ical elements which provide a particu 


lar timing of operation. Instantaneou 
devices function as soon as any over 
load exists. Other units have invers 
time or definite-trme characterist 

A magnetic relay acts upon an 
auxiliary circuit which controls th 


mechanism of the switch. A 
hand 
mecha 


contact 
release device on the other 
acts directly upon the contact 
Magnetic release ce 


bre ake rs 


nism vices 
magnetic re 


ind breaker 


used in circuit 


lays are used in witches 


Lightning Arresters 
hi wh 


outdoor 


voltage 
ele ctri 


lines is provided by lightning arrester 


Protection against 


lightning surges in 


During lightning storm very high 
voltages may be built up in outdoor 
lines and carried along the lines to 
electrical equipment, either indoors 


or outdoors. Lightning arresters are 
carry off the 
ages before they can reach and damage 
other 


used to dangerous volt 


equipment, or cause fire of 


damage 


\ lightning must 
a path for the 
quickly 


prevent 


arreste! provide 
lightning to get to 
and without flashing 
flashing of the leht 


insulation 


yround 
It must 
ning over the 
and it 


following the 


cquipment 


must prevent current 


path taken by the 


powe | 
from 


lightning 


Many torms of lightning arresters 


ire made tor both indoor and outdoor 


applications A typical arrester for 
use on lines up to IS kv rating con 
sists of a spark gap in series with 
a valve element. The gap insulates 
the line from ground. When lightning 
strikes, the surge jumps the gap with 
in the housing of the arrester and 
travels quickly through the low re 
sistance valve element which casily 


passes the surge but offers high re 
which 
Such 


arrester 


sistance to the power current 


tries to follow the voltage surge 


in arrester is a Valve 


Another 
line 5 


typ 


type of lightning arrester 
ky 
This 
spark 
ground. An 
air iS located at the Lop 


used on from 3 to rating 
is the 


of a 


expulsion type consists 


series of short gaps be 


line and isolating 


open 


Iween 
gap in 
of an expulsion arrester, and a second 
map element 1 located in the arrester 


housing. A 


isolating 


lightning jumps the 


first 


ul we 
and then surge 


over the serie gaps in the arrester 


housing, running off to ground 


ondary 
used on di 
600 volt [hese are 

ilve type arrestes 
iv linn Ih if! ofl 


lightnin irresters 
trimution circuit up to 
often similar to 
used on high volt 


ad 


In many large di 
juipment wed to 
the ilue of surg nad short ci 
ull j nt Basicall inge prot 

ded | oils of wire which 
through 
themsel ve I he ive also used with 
lightning irrestet to 
from the path to equipment to the 
path through the arrester. The cur 


tribution tem 


hunt urrent 


rent tends to take the lower resistance 
path through the arr ler when @ sure 
tuke pla When urwe protective 
coil ure med to limit short circuit 
urrent. they are illed reactors 


Next Month: Capacitors 
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It’s easy to “sell” Edwards annunciators. bells, 
buzzers and chimes in volume because they re tops 
in the field! But are you taking full advantage of 
every quality item in the complete Edwards line 
when you “sell” individual markets, such as 
_the school market 
the residential market 
the hospital market 
.. the business-industry market 
Keynote of Edwards advertising lor 561s the 
completeness of the kdwards line in all markets 
..the quality of Edwards products that comes 
lrom over 6O years specialization in one field only 
electrical signaling equipment! 
Make sure you know and “sell” the « omplete 
Edwards line—products with competitive advan 
tages—plus the recognized superiority and reli 


ability of the “Edwards” name. 


DESIGN + DEVELOPMENT «© MANUFACTURE 

for schools clock & program * fire alarm systems bells, horn DWARDS 
buszers ystems for hospitals nurses call sys 

oul register peyehe alarm syster Contact devices + In Canada: Owen Sound, O 

homes door ‘ i Vetere bell electri 

Accessorie push buttons be for business-industry 


lokator™ paging system clock & ‘ systems + fire alarm system 


intercommuntcation systems burglar alarm systems belle, horns. buzzer 


executive desk call buttons + contact devices doot openers + annunciator Specialists iil Signaiing Since &(2 
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ANNUAL OUTLOOK AND REVIEW 


How Wholesalers See Over-all Sales for 19 5 6 


Northeast Percentages indicated are the medians 


Midwest 


Far West 


Dato. Electrical Wholesaling 


i OUTLOOK FOR SALES 


Its up 


LECTRICAL wholesale distributors look 
for a 5 per cent increase in their dollar 
sales this year over 1955. That's the 

median of their expectations (of how they 
fee] their own firms will fare), as revealed 
by an annual ELBCTRICAL WHOLEPSALING 


verywhere 


same as the forecast for 1955. But there's 
an important difference: More distributors 
(76.0 per cent) look for an increase this 
year than did last year (68.7 per cent) 

[his represents no outburst of optimism, 
electrical 


however The wholesaling in 


survey of the sales-and-costs outlook. If dustry’s expectations are in line with econo 


this anticipation is matched by actual sales mists’ predictions for the economy as a 


then distributor dollar whole (they see a gain 


volume in 1956 will hit a in Gross National Prod 


new high more than uct of around 4 per 


$7.3 billion in sales of What's in This Section cent), and 


apparatus, supplies and The 16-page Annual Outlook and ire on the conservative 
appliances. Review section is in three perts ide That hecause the 
1. Outlook for Sales—how wheole- 

The feeling for a 5 selers seo sales end costs for industry s sales are grow 
per cent gain (as indi 1956; 2. Outlook for Markets—an ing at faster rate thas 
cated by the medians) analysis of the ‘56 prospects for GNP st year. GNP 
six basic markets; 3. Review for went oximately # 
Regions — a review of electrical 
distributors’ sales, by regions 
during first 10 months of 1955 


onsequt ntly 


is unanimous, nationally 
ind=—s regionally And per istributor 


i4 wer 
lar 14 pe 


essentially this is the 


Turn page for complete picture of the outlook for product sales and costs 
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How Wholesalers See 
Product Sales 
And Costs for 1956 


THE MEDIANS > 


A the nations electrical wholesalers view prospects lor 
this year, dollar sales of five product groups are slated 
to go up and three others to match 1955 volume. Some 
distributors indicated these gains would come from 
price rises (page 31), not increases in physical volume 

Compared with last yeas performance lighting fix 
tures and motor controls are looked upon as the products 
most likely to succeed (they led the pack in the 195° 
survey, too) Ihe national medians for both show 
per cent gains, but for two regions the medians clim! 
to 10 per cent lighting fixtures in the Far West and 
motor controls in the Northeast. 

Wiring supplies are on a 5 per cent increase plateau 
in conformance with the prospects for over-all sale 
Ihe outlook for power tool sales is up, parti ularly in 
the Midwest and Far West. And distributors expect thei 
electric housewares ile to edge up too, despite th 
inroads of italog wholesale-retail operator 
© Fan Stand—On the surface, fan sales prospects look 
disappointing But that’s only hecuuse ot last veur 
whopping volume. Given a hot summer, many whol 


salers believe they can top their 1955 fan busine 


Motors and signalling equipment are expected at least 
to hold their own. In the case of both, however, large 
hlo« of distributor: expect increases while much smaller 
groups foresee declines in their sales (see page 54), The 
lence-sitters—those who anticipate no change——predom 
inate in both cases 
© Some Viewpoints Individually, distributors’ forecasts 
of how they felt the ompanies would fare varied 
widely, The range: from up 25 per cent in over-all sak 
to down 10 per cent. A few wholesalers expressed them 
selves as follows 

e “We expect to increase our general business by 
consolidating our lines and dome a better selling job 

e “We'll feel plain lucky to maintain the pace of 
1955. We shall increase sales of certain lines, which 
we specialize in and develop—-but I fear for the ‘bread 
and butter’ business 

@ “| believe our general over-all condition will im 
prove due to the crutch that is bound to be offered to 
the farmer to help him on the profit side of the ledger 

e “We feel that there will be plenty of business in 
the area, but due to competitive conditions and our 
tightening of credit to customer our company will 
suffer an over-all 10-15 per cent decrease in business 
We are making plans to adjust our operations accord 
ingly 

e “We have expanded our business by opening a 
second branch, This should account for our increase 
in 1956 
Costs Going Up-—Acting as 4 counterpoise to this 
optimistic outlook are operating costs. Once again (and 
for the third straight year in this survey), distributors 
expect them to go up. The median of their cxpectations 
a 4 per cent mecrease leamed with cutthroat price 
culting-—-now an industry institution——-higher operating 


costs will continue to put the squeeze on profits 
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How Distributors See Product Sales 
And Costs for 1956 
THE MAJORITIES AND THE MINORITIES 


Up 
No Change 


NORTHEAST 


Down 


MIDWEST 
% SAID... | 


No Change 


Down 


SOUTH 


No ¢ hange 
% SAID... } 


Down 


Up 
Far west 


No Change 
% SAID... | 


Down 


Up 


NATION No € hange 


% SAID... 


Down 


distributors 

WHOLE 
the 
This table furnishes 


HOWN is 


how 

“voted m 
SALING § 
and-costs outlook 


annual survey on sales 


another dimension to the outlook, as 
presented in terms of medians on the 
preceding pages 

industry's frame 
1956 are the 
small percentages of distributors who 


The 


where this is not the « 


the 
of mind as it enters 


Indicative of 
very 
only cate 


foresee declines ihead 


wory ise 18 fans, 
ind here the bac kdrop of last year's 
must be considered 


factor 


booming volume 


along with the weather 
Some high percentages on the “up” 
the Northeast 
the South 


fixture 


side that stand out ar 
control prospects 
outlook for lighting 
Midwest on 


on motor 
on the 


the prospects for 


Sales 


54 


85.0 
90 


50.0 
25.0 


25.0 


power tool sales this year 

© Behind This Survey—-Each Novem 
ELecTRICAL WHOLESALING sends 
questionnaires to a large sample proup 
of key the country 
The questionnaire 


ber 


wholesalers across 


poses such ques 


tions as: “How do you think your over 
all dollar 1956 will 
with 1955?"; “How do you think your 
sales in the following product groups 
in 1956 1955?” 


How do 


sales in compare 


will with 
you 
costs in 1956 
(This 
forth many interesting comments) 

The idea is that these 
presumably their 
their 


an educated guess as to the 


compare 
think 
will 


hon 


your oper ating 


compare with 


1958?" que always draws 
who 
the 


arcas, 


men 


have fingers on 


business pulse of trading 


can make 


kind of sales volume the forthcoming 


holds tor their firms; and that an 


their estimates will yield a 


year 
analysis of 
picture of what the sales expectations 
are regionally and nationally 

e The Record—tThe validity of thi 
kind of educated gue horn 
out 
facts. At 


swork 1s 
reasonabl hy the 
least, the over-all 
look seen by EW panel of 
tors has med fairl 
the trend for the year as 
the Bureau of the 
months later. Last year 
however. Distributors 
the the market and 
perhaps, the influence of unanticipated 
increases. They looked for a 

over 1954. As it's turn 
vill be on the 


well availabk 


sales out 
distribu 
contor closely to 
reported by 


some 


Census 
was an excep 
tion underest) 
mated size of 
price 
cent gain 
out, the 
of 14 per cent 


per 


order 
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PPLIANCE - WISI 1955 com 
A pared favorably with any yeas 
that you care to mention. Sales of 
majors and housewares were up con 


siderably through October, and early 


reports on ¢ hristmas buying indicated 
high year-end totals. For the third 
vear (the others 1950 and 1953) 
ipphance-radio-T\ sales were ex 
pected to top $7 billion 

But enthusiasm about 1956 pros 
pects was temperate. Housing start 
lropped during late 19 ind = the 
vovernment indicated that mortgage 
requirements would not be eased 
This reduced the new home market 
ilthough it may free money to pu 


hase appliances for exist 

Wariness was intensified by the 
sales effort I 
ngly impossible aulo sale 


makers 


feeling—but that was all—that the 
etail economy was due to hake 

lown ftairly soon. At the ime tim 
there vas worry about tight con 
umer credit, attributed mostly to the 
vild deals prev ilent mong auto 
dealers 


® Growth—-Last vear, the economy 


ecovered spectacularly from the 1953 


54 recession. Gross national product 
was running at an annual rate of 
$391.5 billion (up $32 billion over 
1954), and personal income was up 
from a $287 rate to $399.5 billion 
October. The factory worker's take 


home pay was up 4 per cent over 


car ago 


If the consumer had more money to 


spend, he was spending it at an even 
faster clip. With overall retail sales 
up 8.7 per cent through October, con 
sumer savings were down 19.8 per 
ent and consumer debt was up to 
$26.7 billion (from $21.9 billion a 
year ago) 


gains were more 


Appliance sales 


Janvary, 
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than tl 


anchored 


firmly perhap we 
tail economy generall Appliance 

vas up less (1 ¥ per cent) while n 
ulacturer shipments increased on 
third 

© Solid Ther A on near-intan 
wible onsumer confidence An Ok 
tober report the Survey Researcl 
Center showed that the consume 
ull confident about | next ye 
ncome and the national econon ou 
look, Sull, the recent curve of opt 
mism has flattened out. There ! 
ncrease in the percentage (a high 
per cent) who think now is a good tin 
to buy household durabk It there 
no added team tor a boom |} 
neither there a threat ! Mm n 


mon 


Special Angle for You: The best 


guess is that 1956 will be a 
good sales year—but that last 
year will be hard to beat. It's 


time for a reassessment of your 
sales help to dealers; more help 
selling-up is indicated both on- 
the-spot and through meetings. 
Put more emphasis on house- 
wares, which are still mainly a 
Christmas item. 


Over the first nine months, the 


ince sales pace wa good. Dis 


iles were up SO per cent, automati 


washers 34 per cent and dryers 77 per 
ent Houseware wer generally 
irong, with steam irons and bed 
overings in the percentage-gain lead 


ind coffeemakers and fryers behind 
Heft 
healthy gains. One range manufacturer 
cent of his 
Though 
direct to 
and 


Growth appliances mad 
wert 
many built 
builder 


distribu 


said sales 
built-in 
ins are 


both by 


per 
models 
being sold 


manufacturers 


Dealer Market 


HOW IT MEASURES: 1955 ranked with the best appliance 
sales years. It will be hard to beat—and the best quess is 
that 1956 sales will be the same, or down slightly 


OUTLOOK 


FOR 


MARKETS 


tors, the market has no set pattern 
(EW Ni O1) New ele 

tronic range ire expensive, but mat 
timulate consumer interest 

Dishwashers and di vith hett 
utilit push ippear elling 
steadil il ist. Colored apphance 
ncludin i | hor tooh 
hold nicel jufacturer 
ud 17 pe nt ott r apphance 
utput | ( neare 
ut still here. Prediction ¢ that 
} O0O0-pl un will in 

i 

| ere uy 
noth ugh they con 
tinued t ‘ | ten There 
hope that d units (includu 

mp t I] sj turation 

More irt thawed ka 

fron W tinghouse) of 
ompetity level, th ime le 
list ect lealet 
nt 

| med ahead. Ay 

ice make merging mood 
oking for th t iz full-line. There 

ll be added listributor 
to che id } hie pret full-line 

elected on 


Special Angle for You: The ap- 


pliance 
shaking-down. 


industry 


seems to be 
With fluctuating 


court rulings and manufacturer 


policy actions 


on Fair Trade, 


there’s still room for local dis- 
tributor decisions. The same goes 


for 


the distributor's 


role in 


what's becoming a full-line ap- 


pliance field. 
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Industrial Market 


HOW IT MEASURES: Industry will boost capital spending 


by 13 per cent; construction will rise 17 per cent and elec- 


trical share will climb 3 per cent 


back the 
American in 
biggest sales 
1951. In 
pend 13 per cent 


rece’ 


ROLLING from 
of 1954 


will now enter its 


sion 
dustrs 
ion year 
will 

plant 
195° 


and since 


19S6 


expan 
industry 
ind 
Manufacturing 
will increase capital spend 
biggest 


for new 
than it did in 


more equipment 
companies 
by 
since the Korean emergency 

There will be a $400 million rise in 
industrial building in 1956——a 
17 per cent over 1955 
rise will follow hetween 
1954 and 195° total dol 
lar volume for this type of work to a 
$?.8 The electrical 
the building dollar will 
to 13 per cent from 1955's approxi 


ing per cent jump 


of 
The ex pec ted 
i similar rise 
ind bring the 
record billion 
share of rise 
mate 10 per cent 

What's behind 


gains? One reason 


the big 
the 
pansion of plant facilities is the dra- 


ex pec ted 
for rapid ex 
matic 
1984 


rise in industrial production in 
14 per 
tion of further 

What's 


are showing favorabk 


cent-—and the expecta 


gains in L956 
generally 


profit positions 


more, mdustri 
and excellent long-range market pros 
pects 
7-10 per cent 
construction 


1956 sales are expected to rise 
Much of the anticipated 
the 
nature of plant modernization to cut 


increases will be in 


costs and keep pace with changes 

© Big Bulld-up—-Major plant expan 

sion is expected in the stone, clay and 

glass industries that produce construc 

brick 
but 


materials such cement 
tile 
especially in 
metal 


and equipment and chemicals 


tion as 


ceramic and window glass 


basic steel, automobiles 


products, electrical machinery 
Defense spending is also due to rise 


because ot in 


Defense 


estimat 


in 1956——but only 
reased costs Secretary 
Wilson Hi of 


purchasing for the current fiscal year 


says 
latest arms 
vas $34.5 billion with a rise predicted 
) as long as the economy 

keeps the 
As though the industrial market pic 
1956 isn’t bright enough, still 
favorable factor felt 
the year. Corporate income 


on upswing 
ture for 
another will be 
early in 
taxes which should 
The 
taxes are scheduled to drop from 52 
per cent to 47 per cent on April l 
They to at 50 


per cent on that date 


are due for a cut 


free additional capital for outlay 


should be sliced least 
1956 may see the beginning of the 
of meth 
ods may undergo changes as basic as 
of the 1920's. Electrical work on 
expansion and especially on modern 
izauion than the ex 
pected 3 per cent as cost-cutting new 


era automation. Production 


those 


may climb more 


machines and techniques make their 


vreatest From now on industry 


will be striving to trim costs 


gains 
stretch 
profit margins and most important, to 
hoost output per man-hour 


Special Angle for You: As in- 
dustrial control of manufactur- 
ing becomes more automatic, it 
involves load changes, more 
elaborate equipment intercon- 
nections, Alertness on applica- 
tions involving automation can 
pay off. You can show how to 
cut costs through new electrical 
equipment (EW—Dec. p. 
46). 


the 1956 
began in the last 
Just as residential 
industrial 


Ihe of 


boom 
1955 


of 


building be 


Start 
quartel 
gan to slide construction 
climb 
bil 
1954 
top $400 billion 


sales began to 
National Product hit $387 
of per cent 


expected to 


spe nding and 
Csross 
hon——a gain over 
ind 
in 1956 
The over-all pickup in manufactur 
was so swift that many basic 


ing pro 


ducers caught short in ther 
efforts to keep pace with demand. In 
the middle of October, steel mills were 


+ per cent of capacity 
355,- 


were 


operating at 97 
with production estimated at 
000 tons. This had topped the previous 
high mark > 345.000 
tons in May 

On November Ist, the 
operating at a rate of 100 per cent ol 


for the year 


mills were 


rated capacity—or 2,413,000 tons per 
week. (It was expected to reach only 
98.2 per And the figure hadn't 
dipped below the 100 per cent mark 
as 1955 In fact, it 
102.8 per mid-December 

@ Feel Squeeze— But even with maxi 
mum production, the 
was hard put to pace demand 


cent.) 


ended reached 


cent in 


industry 
Steel 


companies felt the squeeze at its worst 


steel 


as the auto manufacturers stepped up 
November and De- 
steel makers were 


buying in 
The 
forced to extend deliveries, use formal 
Inland Steel 
set up an allocation sys 
56 based 
the 
was for 


thei 
cember. result 


and informal rationing 
for example 
tem for the first quarter of 
on the customer's purchases in 
first quarter of 1954 
the steel company “a normal period.” 


At the 


nounced big expansion plans 


which 


mills an 
The in 


time steel 
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af 

i 

= 


dustry will up spending 72 per cent in 
1956. U. S. Steel will spend $500 mil 
lion in 1956. National Steel plans a 
capacity boost of 17 per cent costing 
$200 million. Inland will expand ca 


pacity 15 per cent in the next three 
years at a cost of $260 million $90 
million in 1956 Republic Steel 
Armco Jones & Laughlin, Granite 
City, Pittsburgh Steel, Colorado Fuel 
& Iron and several others have also 
embarked on projects boosting their 


steel making potential 
Autos boom—As 1956 began, the 


basic industry—steel—-was anticipat 
ing customer demand. What about the 
ustone Let's take the automobik 
industry. As 19 ended, Detroit was 


i sure thine to produce 8 million car 
But in 1956 maker 
end $1.9 hillion——68 per nt more 


What for? Manufactur 


plan to 


duce 


completely new irs with new 
s in the year ahead. Much of 
thi outlay will yo for new ind aut 


mated equipment to build the ne 

Electrical modernization of ex 
isting production facilities will be th 
hig market in this industry 


Special Angle for You: When 
auto plants modernize, they do 
it in a big way. When there's a 
change it’s on the whole line 
from the application right on 
back down the line to the service 
entrance. If you can see, and 
sell an application here, you've 
got a big order. 


other major metal 


Spending mn 


vorking lines—-machinery and electri 


il machinery 


will also be up, 7 and 


Follo Viny 


13 per cent, respectively 


several years of curtailed spending, the 


textile industry will spend more, too 
Automation’s Cradle—The 
cal and petroleum refining industrie: 


chemi 


which slackened spending in '54 and 


plan sharp boosts for ‘56. Chemi 
ils will be 


fineries up 13 per 


up 34 per cent; oil re 
Incidentally 
probably 


cent 


petroleum processing was 


the birthplace of automation 
Paper (EW—Nov. ‘55, p 


rubber companies ar 


68) and 


ilso heduling 
10 and 24 
raft 
pending for 


much higher outlays 


per cent, respectively. Ait is due 


for a 14 per cent boost in 
S6. After 
hack 


more in the year ahead 


several years of cutting 


railroads will spend 27 per cent 


Electric light and power companies 
H will spend about 6 per cent less on 
| new construction in 1956. Broken 


outlay for 
with 


down, the will be in 


dip 


equipment 


yenerating more 
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flexibility 
relighting 


and 


MOTE 


Industrial hehting 


money going into transmission 


distribution and 


equipment. In 1956 pri 


vate utilities will spend $1.7 billion on vill have a big ir as plants seek to 
generation; $604 million on transmis up workmanship and improve work 
sion and 1.4 billion on distribution ers’ morale. Hlumination standards are 
Total: roughly 3.7 bilhon for the year moving highs vith 60-100 ft. c. be 
This reduction is in line with a general coming univ liv accepted 

cutback in capacity at the end of © New Light-——-New concepts in in 
prolonged period of buildup of gen dustrial lighting are finding quick ac 
erating facilities ceptance, 2 $80 v. hehting installa 


supply industry with its tions are in for a big Owners and 


Helping to 


needed increase in power private irchitects are asking tor it. They're 
utilities will boost industrial use from learning it benefits especially its 
1) bilhon kwhr to 339.9 kwhr in conom benefit Elect ceilings 
156. For manufacturing use the jumy re gaining in popular 
vill be from 212- to 220-kwhi Powe vd distribut ) requirements 
I he emphasi on transmission an vill climl ul maton more 
distribution equipment vill how machine hy ind more powered ma 
heavily among municipalities and REA te | handling. Complete electrical 
system improvement and replacement heating f ndustrial plants ts no 
plant lopting the economical 
Special Angle for You: REA 1} of in ked armored 
estimates that some $24 billion ibl ill ise wh usway dis 
worth of electric equipment and used iting past 
appliances will be bought by bst n. As older plants modern 
farmers in the next 20 years. 7 | this product's use will 
REA co-ops—already in the sys- mb vill a of weatherproof 
tem improvement phase — are 
buying more electrical supplies Onl duet vutch are 
and pole line materials than neopren keted l-insulated 
ever before. Selling them is ible; magnet impli on motor 
tough, but profitable. ont ta hich give stat 
ontrol f h Is of tate ma 
hin " in ! vhich 
Ihe only other industmes plannin ut of eff 7 minimum 
lecreast in 1956 spending are non Sill on tl horizon ‘ licone recti 
lerrous and non-metalhe mining fie han vou hol 
ind 15S) and coal mining which wil iin 
drop outla bout | per cent 
In all nadustri planning big and 


Special Angle for You: Be alert 


hitthe expansion in ipacity | 

tight. Expansion of civilian demand for new products such as these 

no loss in efficiency, may allow 

upected to se industry to go back to de with 


all its advantages. This wouid 
mean a whole new range of 
components for changing sys 
tems. The salesman who has the 
answers for efficiency-secking 
industrials will get the orders in 


more pressure 
At the same time, the labor market 
vetting Major employm 
enters throughout the nation ha 
ntered 1956 with job markets tight 


maller 


than at any time in the past two year 
Industri that see labor need risiy 1956, 
most rapidly ncluce iircraft steel 
iutos, farm machinery hipbuilding I hese ist a few of the trends 
and shoes that will shape your industrial market 
© A Way Out Manutactu in 1956. TI we the proof of the 
squeezed by demand, short of labor continuing advance in industrial elec 
t for hy omy il fem lrement In 19° 
will be mor ceptive to iomation nalust elect | work totaled $360 
higger po distribution mped million. In 1956, it ll climb to $420 
wiring reater use Of electrical equip million 
ment as the answer to cost-trimming With n pointing to hoom 
headache ing cxpan nands lermization, with 
The steady trend to industrial use of the emph on efficiency through 
higher oltage felt in 1955 will  electricit nd with the electrical 
broaden in 1956 as manufacturer hare of the industrial building dollar 
irch for efficiencs Adaptabilit of teadil n 1YS6 hould he 
branch circuit lavout will continue to on f t industs selling years 
be a prime technique. Plug-in type for the elect il distributor and his 
busway distribution will tie in. with lesman 


, ty ‘ 
than in 19 
er will bye 
4 
i 
& 
| 
s7 
: 
pe 


OOo’ 
oor 


LO 'S! | 1S! | '$! | 1S! | | | 


Commercial Market 


HOW IT MEASURES: A continued climb in commercial 
construction this year will surpass 1955 building. More 
money will be spent for relighting and rewiring 


building of all kinds Commercial building continued to © lighted. (EW July ‘4 p. 37.) 


RC IAI 
rise in New York, where many proj With the construction of buildings 


is expected to rise substantially for 
the fourth successive year in 1956, to ects were completed or partially fin and the modernization of existing { 


43.5 billion. This is 14 per cent ished in 1954. High on the list for cilities, higher lighting standards a: 


nearly 
ited construction of office building ware required I he commercial ele iri ] 
I ‘ Cal 


more than the dollar volume indicé 
j cent above the houses and lofts were San Francisco needs are running about cight watt 


for 1955, and 5/7 per 
= aon Louisville ‘ hicago Baltimore Den pet SY ft while the over ill service 18 


Ilhriving on a heavy backlog, con ver and Houston up to 480/277Vv Electric ceilings 


field offset More important to the electrical dis partic ularly in banks, increased notice 
tributor is the electrical share of the ibly in 1955 sd higher "eee 
huilding dollar in 1956, which will rise illumination in offices and store . 
to a total of 12 per cent, Extensive 
remodeling and alteration of existing 


struction in this booming 
the decline of residential building in 
September and October 

Mounting retail sales and disposablh 
personal income, as well as popula 


tion trend have been encouragin ommercial structures will bolster th 


Special Angle for You: There is 


potential electrical work share 
ales no limit to the possibilities of 


facilitn ind in the modernization o! An aid designed to raise the 
trical share of the building dollar 


city stor Good business is influen relighting jobs existing in office 
ing a continuing uptrend in office the Certified Lighting Program (EW buildings and stores for the alert 
building also, including both th Sept. - p. 76). The number of local distributor and his salesmen. 
larver structures inside the cities is hureaus climbed to 10 in 1955, and As a companion to relighting, 
well as the branch-type buildings vill continue to increase as the interest there’s a better-than-average op- 
the suburbs relight portunity for installing new wir- 
e Primary Needs Ollice space again ing systems to carry the in- 


will be the top requirement through creased loads. 


out the nation. Because of the current 

prosperity, organizations will continue ment and growth of new residential 

to expand their operations In Atlanta communities in the suburbs and th * Automation Gains Onc t th 
‘ ic 


10-story huge volume of residential building most rapidly developing markets is ir 

office buildings was started in 195% since World War Il. The number of _ the field of automation, which pron 
« ‘ 

Due for construction in Dallas is a shopping centers in suburban and out ises to make increased gains in 19%¢ 


billion, 40-story skyscraper 


investment in new trade and servi 


in cultivating the commercial 
ing market grows 

New shopping ervice and off 
facilities have followed the develop 


Ga., the construction of two 


lying areas is increasing not only to Used in business offices to cut costs 
serve suburban populations, but also and save time, these electronic data 
city and county dwellers, because of processing machines are beseaine 
Special Angle for You: New more popular. Their use will probably 
trends in lighting techniques pro- produce a need for new wiring systems 
vide better illumination for of- = to handle the increased load 
fice workers and customers— Also taxing existing wiring is the 
and provides a larger market for o these installation of commercial air condi 
many kinds of electrical equip- Higher industry which skyrocketed 
ment, including more elaborate ' ~ — - As the number in 19 and will continue to rise this 
fixtures, different switchgear and ,- shopping centers increases, mer- year, as more units are added in 
larger wire. chants in established business districts existing buildings. Overall, the com- 
are beginning to feel the competition mercial market picture looks bright 
now facing them, particularly if their and could mean more profit for you if 
buildings are old and insufficiently you take advantage of the situation 
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Institutional Market 


HOW IT MEASURES: Most major categories of institu- 
tional building will show an increase in 1956. Spending for 
hospital facilities will remain stable 


HEALTHY though not spectacu Ihe outlook tor public construction timmy 
lar—boom is in the making fo in 1956 1s for a rise of about 10 per of elect 
nstitutional building in 1956. With ent above 1955 expenditures, with 
favorable political indications produc gains in all major categories. Duriny , and local plannit 
a continued rise in spending over the post-World War II period, stat vork 
st year, public construction will ind local governments have been e Government Help—Recomme: 
likel top $13 billion up 10 per cent faced with a gro v ) ) ‘ tions to mere 
from the 1955 spending level! struction needs espit crea onstruction 
* The Outlook In brief, here is what outlays for new projec | of | 
the picture looked like last year, and © Public Works Lp vernn t H 
be expected this year pending for publi vor H 
private religious construction during the 
$740 million was recorded, showing a special 
vain Of 25 per cent over 19° Thi chools 


there should bh inother ( estima é ese three typ 


rease. In educational thay of facilitve vill ccount fi three 
outlay ($500 million) OWE fourths of the rise in publi mstru Special Angle for You: With the 
rease of 6 per t { 1954 tion expenditures in 1956, a ‘ continuing increase in the con- 
6 looks brighter, wit! el n will reach a new record lev struction of public schools, more 
indicated Stimulated by larger aut! vatior and better electrical equipment 
ial and recreational buildin f ler { nd obabl will be required. An important 
t $245 million in 19 vas up 7 pr f in toll road construct point to remember is the em- 
ent from 195 Ihe outlook for 1945¢ diture ( ew highways are phasis on better lighting in the 
is for an increase of per cent. Ho nected ‘ : half-hillio classroom. This could mean con- 
pital and institutional construction in dolla trolled and pinpointed lighting, 
1955 was up 4 per nt over 1954 thoug! ew high mark. t eV ' and even the electric ceiling, 
with a total of $350 million. Because penditures is only half of the esti which is becoming popular. 
the heavy backlog in hospital construc mated annual requirement 
tion during the last few irs has de ext decade. Likewise, the 10 per cent In the next | empha 
creased, no change in ‘ spending rise in public school construction to a re placed nn vay ana hool 
for 1956 ts indicated record $2.7 billion in 1956 will fall far tructhion ! ‘ ) tf needed 
ht-ol 


hort o quirements hivhwa build 

The w of needs for constru 1s, ha 
tion of s r and water facilities is billion. A proposed program for meet 
thout $2.5 billion a year during the ing these nee va presented ti 


Special Angle for You: With the 
leveling off in the spending for 
hospital construction, spending 
for repairs and modernization 
should rise. The potential in this 
category is good for rewiring 
jobs to meet the increased load 
caused by the use of a greater 
number of electrical tools for 
surgery and treatment of pa- 
tients. 


next 10 year more than double the Congress last 

unprecedented expenditure of $1.2 For chool : the Office of 
hillion anti ipated for 1956. Big proj Education estimat building require 
ects in these classifications include an ments will total $41.5 billion in the 


$87 million sewerage project in Pitts 10-year period. At present, 35 states 


burgh, and a $245 million expressway have projects planned to meet public 
system in Chicago school needs through 1959. The re 

It is expected that this year’s record mriaining states are onsidering long 
levels of these three types of work will range progr in this growing mar 


he financially feasible because of con ket 
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Residential Market 


HOW IT MEASURES: Home building will dip slightly but 
the increase in electrical work should more than offset the 
dip. Federal agencies may ease mortgage credit terms 


SIXTH straight year home horn tarted early next year urbs Influen ad Dy th vear-end 
building was a major prop for the Voluntary curtailment of mortgage drop in starts and the dip in appl 
nation’s economy, topping one million redit-——largely because of increasing tions for hom loans, the housing 
units once more in continuing the competition for money was rein agencies are laying the groundwork 
trend sin 1949. The housing picture forced bs for further credit-easing in 1956 
lor 1956: down—but shehtly e A rise in the rediscount rate of Future administration action clear 
By the end of 19 housing starts member banks on money borrowed hinges on a rather firm guidepost set 
had reached 1.3 million. In 1956 from their district banks in the Fed up by federal officials. It’s this 
private nonfarm start should reach eral Reserve System @e Home building must be kept at 
12 millon——but dollar outlays will © A new restriction on borrowing i minimum 1.2 million annual rat 
not drop proportionately, The dollar by savings and loan associations from in LYS6 
aluation of residential building in their district home loan banks for e A decline below this level for 
1955 was $16.445.000. In 1956—de new mortgage commitments any length of time almost certainly 
pite the drop in. start it should © A small rise in downpayment re will signal a general shift to easier 
reach a mark of $16,200,000—a drop quirements and a decrease in the max housing credit and a return to the 
of just 1 per cent imum maturity of mortgage loans on 40-year maximum repayment period 
Ihe electrical share of the residential FHA and VA assisted housing on FHA- and VA-backed home loans 
building dollar will continue to in [his eliminated no-downpayment, 30 Ihe political aspect of 1956 will 
rease even though the number of year loans. (Present maximum term show up in other ways. Expenditures 
tarts and the total dollar outlay may ’S years.) for public housing, for example 
dip. This and other factors-—greater Ihere are two strong reasons for should rise 10 per cent—after drop 
outlays for additions and alteration: believing that housing starts in 1956 ping in 1955 to the lowest level since 
to older homes ($8 billion in 1956) won't go below the 1.2 million esti 1948. In dollar value, the gain will 
ind for construction of motels and mate. They are: steady demand pres amount to just $25,000,000, but this 
other non-housekeeping buildings sure to be exerted by World War II figure could go up as Congress begins 
should brighten the residential market Veterans who haven't used their bene to mull over its vote’ influencing 
sales picture for you fits, and watchdog action by federal potentialities 
agencies in easing credit policies Ihe FHA, which has approved . 
Special Angle for Your Relight- Millions of veterans are still eligible nearly a quarter of the privately 
ing, rewiring and installation of for G.l. home loans. Many of them owned single-family houses con 
electric heating (EW—Aug. p. are expected to exercise their privileges structed in non-farm areas, has come 
51) are naturals for existing before the expiration date in July of up with some significant facts on what 
homes and motels, In the fight 1957. Their support will help demand today’s house looks like 
for business in the new home in 1956 ¢ More Rooms Particularly inter 
market, the old home market is © Enter Politics—The fact that 1956 — esting is the fact that since 1950, there 
still relatively untapped. It takes is a national election year is expected has been a slow but steady increase 
digging and real selling but it io bring tighter cooperation between in the room-count of the typical new 5 
can be comparatively profitable. the Federal Reserve Board and gov home. The homes purchased by buyer 
Price is not the first considera- ernment housing agencies. From mid who had sufficient savings and in 
tion and the market is big. 1955 to the end of the year, there was comes to qualify for PHA-insured 
i definite split at the top mortgages under Regulation X wer 
Why the decline in housing starts Ihe Federal Reserve Board—-which not only more expensive, but had 
for 1956? It all began in mid-1955 holds a major rein on the total supply more rooms and more floor space 
when funds became relatively scarce of lending money continued to Many were purchased by owners of 
for long-term, low-down-payment tighten the credit screws while federal smaller 1945-49 houses who decided 


mortgages at low interest rates. This housing agencies began to back away the time was right for upgrading thet 
actually affected the 


financing of from 1955's summer mortgage lending accommodations to fit their increased 
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families. This happened in spite of a 
formation of 
sull 
residential construction 

Bigger 


are xpected 


decline in the new 


households which lags behind 


incomes and bigger familie 


to supply part of th 


answer to the slight downtrend wu 


home building in 1956. But the pri 
mary job of builders will be theu 
packaging. How attractive can you 


general con 


house? M iny 


beginning to 


make i 


tractors are learn as the 


competition mounts ind demand 
Shick 

home buyer isn't desperat 
he’s not pinched 


for lodgings even 


he has made 
Famili are 
for 
considering look 


And they're 


by the smatier 
do since the Wal 


shopping around as never bi 


They're 


ing for plus features 


Omparing 


finding them in the form of more and 
larg room bigger closet pati 
ind more important—in a host of 
electrical extras 


other 


Built-in and 
inroads in the residential 


applian cs aft 


market a i result of FHA and VA 
encou ement in the torm of adding 
their cost to mortgages. Home buyer 
who ordinarily would have to “scrimp 


or go without in order to pay on 
or two short term appliance debt 
don't blink an eye when a full kitchen 
oft j trical extras ecm tw ome 
vith the house on the lone term 
mortgage 


Special Angle for You: More 
rooms mean more service, more 
wiring and that much more in- 
centive for the builder to make 
his product more desirable with 
all kinds of electrical extras. As 
a rule, buyers of larger homes 
are not as insistent on trimming 
the price of their furnishings. 
You can't dress up a $15-35,000 
house with 5&10 merchandise. 


Smart builders are adding other 
electrical features—decorative light 


ing with remote control switching, 


electric heating, ventilating fans, au 


onditioning, etc in their race to 
make their housing packages more 
ittractive to prospective buyers 

On lehting alone 1956 may se 


the biggest residential 
izghting In a 
Home Lighting 
moting a large 
make rs 
part lighting plays in home furnishing 

isco Services, Im 


progress in 
The 
Institute 


decade American 


will be pro 
campaign to make 


hore more conscious of the 


recently re 


leased the results of two utilities’ 
ontrolled promotions of the Light 
for Living” program, done for Gen 
eral Electric’s lamp division Test 


ties were Wichita, Kan., and Jackson 


January, 


1956—ELECTRICAL WHOLESALING 


Miss. The results: better lighting can 
be sold to the existing home market 
as well as the new home market; 


distributors’ lighting fixture sales in- 


minimum of 15 up 


to 49 per cent above regula 


creased from a 


iles 


Special Angle for You: Many 
electrical distributors are revis- 
ing their ideas on selling resi- 
dential fixtures. Some are selling 
up the builder (EW—June, ‘55, 
p. 37) some are concentrating 
on architects, decorators (EW— 
Sept. "55, p. 91); some are stick- 
ing to trying to make the con- 
tractor a salesman. The object: 
to find a way out of confusion. 


Along with consolidation of think 
nd widespread progre nm re 
lential lightin may provick 
ou it! one ohd ft deas trom 
hich you n shay fixtu 
policy Al ar rate there heould be 
ome end to the contusion that ha 
haracterized the home hehtu mar 
ket (EW Sept. p. 91) 

\ comparaut | new hot product 
no pun intended) making great rick 
m the esidential market electri 
heating (EW Mar and 


itching on 


mn areas where power ts relatively ex 
pensive 

© bkavor Electric Heat——Significantly 
ulilties are beginning to revise thei 


thinking on elects heating I he id 


Vantage of it compensating winte! 
load versu the faust 
onditioning summer peaks are 


ittractive 


mounotin if 


making 


it more to electric light and 


power companies. Her what they've 
found to change their outlook less 
connected load is needed than th 


have previously thought was required 


sales are not so depe ndent on climat 


on some systems they've found that 
kw or better of home heating can 
he served by facilities needed lo suppl 
| kw of air conditioning 
Ihe electric heating industry very 
vrowth is changing much utility 
planning NEMA electri hous 


hon now has | 
good-sized membet Incidental] 
early in 1956. the will publish 
an installation manual! the first of 
its kind. It wall 


174 ind cap itv of equipm nt 


heating equipment s 
thon 


ugyecst tandard on 
nous 
insulation requirements, cost estimates 


and oth helpful data 
demand tor electric heat 


Estimat 


Consumer 


mounting steadily 


ing 
for 1YSS point to sales of $1 million 
ind a lot higher in 19S¢ 
What many onsider the ke te 
profitable | of all these product 
Huilt-ins, hows ‘ residential fix 
ture air onditioning ind electri 
heuting hus really nowhalled ir 


9) Ack quate Wiring rmovement 


started as a small leu has tx 


that 
come a household 


Again in 1YSS the public was con 


vord in a few years 


ilmost daily with printed re 


that 


tronted 
modern living 
Almost all of th “wo 


minders requires 


wiriny 


mens service magazine =the 
helter pul iions read each month 
by millions of America families 
Better imma Gsarcet 
Housekeepin Ladies Home Journal 
MeCall feature 
stories On adequat wi 
AW Education AW mat 
now 1 exter in high 
hon hy onom 
th ucation 
held ‘ ion 
| » helped 
| ny 
with 
n { ) h 


Special Angle for You: Ade- 
quate wiring needs the spark you 
can give it in your trading area. 
How active are you in better 
wiring programs? Even though 
all the jobs your contractor 
customers sell can’t qualify for 
certification, talking AW can 
raise the standards of these in- 


stallations—and your profits. 

Higher tandard ot wirine 
(jude have been dopt n almost 
ill area overed | th ithonal 
Adequat Wiring Bureau rtifica 
thon plan I hy n 
trance rule ha n ul ersall 
lopted 1} plit ippliar 
if nt requ nent sine h received 
end ment builder the 
trical ndust 

um! of AW us 
operat n of 
Ihe | wiring na 


rewiring plat hing on 
At last count there were Te) 
hout the na 


th National AW 


suc h 


finan 


non In 
Bureau wi of ihe first i 
mpaign of oordinated national 
local ad t 1 promotion 
Sale n f of edit plu 
in n perform 
im residential onstruction 
ndustry f 1956 should offer you 
opportunit ell more elec 
pl feature A i the 
na them up 
husld j will row Will your 
‘ of elect share grow 
proport 


4 
‘ 
3 iy: 
3, 
We 
3 
6! 


Farm Market 


HOW IT MEASURES: Farm income will continue downward 
in 1956, though at a slower rate. But in efforts *o cut produc- 
tion costs, farmers will keep buying electrical "hired help" 


things are getting 
Even though 
194% 


net 


por FARMERS 
no better in a hurry 
195° equalled the 
high per 
farm income went down a whopping 
Ihe parity, 100 per cent in 


produc tion 
prices 6 cent-—and 
per cent 
1949, dropped to 1 per cent 

hy 1956 IS 


Prices are 


outlook for no better 


expected to drop still fur 
will 
as will total agricultural out 
this continued 
that 
per 
hope for the farmer, how 
ipitol Hill. That 


come is going down while the overall 


ther. Production costs remain 


steady 
put. In 


squeese pros 


pects are net income will drop 


another cent 
The 
ver, on ¢ farm in 
economy expands has received much 
political attention. It's an election year 
aiming their big 
[here's talk of a 


cent of 


and both parties are 
guns at this problem 
to 90 per 


payments for non-tilled land, of sup 


return parity, of 


ports on perishables—and there's every 
that 


pass 


indication 
will 
American 
much 


some expanded pro 
But the 


helped 


gram in Congress 


farmer won't be 
except psychologically, during 
the next year 

No Easy Answers One 
farm difficulties is the divergence be 
While 
cash receipts were down 4 per 
(to $29.2 billion), net income 
dropped more sharply: 10 per 
to $10.6 


This is a 


index of 


tween net and 
total 


cent 


gross income 


cent 
billion 

down 
ward trend since the Korean War vear 
of 195i 
and 
income 


continuation of a 


Net income is off 25 per cent 
non-farm 
emigration 


even with additional 


and a farm per 
capita farm income is down 7 per cent 
rhe national per 
sonal income is down from 6 per cent 
in 1949 to 3.4 per cent now 

The government's surplus holdings 


reached new highs—over $7 billion 


farmers’ share of 


1955. This gain was made de 
fact that consumer 
that the surplus giveaway 


in late 
the 
was strong 


spite demand 
outlets) was double 
rate for the third 
were up 20 per cent 


(through welfare 
the 1954 
and that exports 
over 1954, Once considered the long 


quarter 


exports are not likely 
the 
elling prices are high, and 


range solution 


to increase dramatically in near 
future 
the 


own in production 


our 


world’s farmers are holding thei 


Special Angle for You: The 
farmer, then, is a long way from 
quitting. He's trying to reduce 
production costs—one factor in 
his economic complex he can 
control, He's interested in 
motor-driven production equip- 
ment, But it will take consider- 
able hard selling to close deals on 
household appliances—especially 
to the smaller operators. 


e Choice—-The farmers themselves 
apart from pressing for more govern 
ment help—-obviously have concluded 
they must either escape to city jobs, or 
become bigger, more efficient opera 
tors 

More farmers, apparently, are turn 
expansion. Farm real 
after decreasing for 
straight years 


ing to estate 
three 
again reached the 1952 
record hich. As land demand went up 
so did the debt to buy and operate it 
debt went from a $1 billion increase 
in the first half of 1954 to $1.3 billion 


during the same period of 1955. Over 


values 


the past five years, the average acreage 


per farm has gone up, and so has ma 
chinery investment 

Cooperating to more 
farm mechanization are a number of 


Pump sales, for ex- 


encourage 


industry groups 


the 


water systems 


ample, were up in 19° They are 


basic element in farm 
which are getting more of a push from 
the pump motor and water condition- 
ing manufacturers, Sales of over a 
million systems are predicted for 1956 
© Efficiency——During the two 


state-wide 


past 
led by 


formed te 


ulti 


groups 


have been unde 
the 


electricity 


ties 
productive potential of 
Thi 
by present-day 
untapped. In 


score 
potential as measured 
farm application s 


Minne 


oducer 


largely ota, for 


example, two milk p 1rOups 


ire setting final plans for installation 


coolers on 8,000 farms; this 


added w 


operate the 


of milk 


ring ind motors to 


means 
most 
equip 


coole plus in 
entrance 


(PW-Dex 


will 


cases, larger service 
ment. REA 
p. 34) that 
ige of $5,300 worth of equinment and 
1975 


estimates 


farmers huv an aver 


appliances per farm by 
Another facet of the 

market is that of replacement motors 

equip 


farm electrical 


and other power application 
blowers and ele 
wider use 
for better 


more considera 


Feed grindet 
cominy 


ment 
vators into 
There always a demand 
lighting. And there's 
tion being given to ventilating fans in 


and for drying 


are 


hog and cattle barns 
corn and other crops 


Special Angle for You: Support 
local groups which are stressing 
water systems, adequate wiring 
and farm power applications. 
The farm market has real poten- 
tial, although the farmer is hard 
to sell on new equipment. Check 
with contractors and farm equip- 
ment outlets; chances are you 
carry a number of lines that can 
be exploited in this market. 
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How Regions Fared in Sales of Electrical Wholesale Distributors ° 


Pacific West North Central East North Central New England 


+23% +8% 


+12% +10% 


| 


Nation— +14 


+10% 


Middle Atlantic 


+15% +18% +13% +16% 


East South Central South Atlantic 


West South Central 


Data Bureay of the Census 


* Based on sales for first 10 months 1955 compared with 1954 


3. REVIEW FOR REGIONS 


1955-Biggest Year 


ALES of electrical wholesale dis tributor dollar volume will have grown make it produ Vorthwhil prohit 

tributors last year rose 14 per cent }}¢ times in 10 years Another wholesaler put it this way 

(on the basis of the first 10 Ihe magnitude of 195° hooming Our sales a ner nt at 1954 
months) over 1954. Total dollar vol sales contributed to brightening some is Of October t. With the ncre 
ime for apparatus, supplies and ap vhat the average distributor's net in in costs, how we are maintamin 
phances amounted to slightly less than ome pictur So did a slight improve normal prod lun with 1954. In 
$7.0 billion ment in ere margin rate But tl other word re holding n 
¢ Growth Industry— | his makes 195 net income rate before taxes for th e Up and tp As measured | 
the biggest distributor dollar volume electrical wholesaling industry won't ELECTRICAL WHOL PSALINE Bu 
ear on record, far in excess of 1953 break any records. It will hit about 3 Index ale t ! fron | ! th 
the second best year. Dollar volume in’ per cent, representing a percentag ear of | (1947-49 (0) in April 
1953 totaled $6.2 billion. For the sak« gain of trom 25 to 50 per cent ove! ind then teal limb. } ne nt 
of comparison, the industry's sales in 1954's paper-thin profit ot pr ct M hit 14 
1946. the first post-war Nel A Scuffle The feelings of electrical J Jul t, 14% 
1 billion. Such has been the erowtl listributor in general tow ye pt nonthi 
n demand for electrical products and vas summed up by one who said, “W high. October lown sharply tron 
the use of the wholesale distributor as will end up with a fairly good epter t still higher than an 


the means to market them that d tter all. But it has |} na scuffl r th of S54 except December 


; 
3 
\ 
|. 
Mountain 
oO Far 2 
dd 
Turn page for a close look at the regional records for 1954 cae 


New England 


Despite a shift to durables—especially electronics, furni 
ture and leather to offset soft goods losses, New England 
has not yet halted its continuing decrease in share of 
national production. With 9 per cent of all factory jobs 
it laid out only 5 per cent for new construction in 1954 
New England electrical wholesalers’ sales were up 10 per 
cent for the first 10 months 1955 over 1954, but lagged 
behind the nation (14 per cent gain). After a slow start 
ile jumped in May; this continued through the early 
fall, with flood-replacement sales showing in September 
figruire lirst-six-months’ housing starts for the region 
were 30,200. Vermont was low (800)—and lowest in th 
nation-—and Massachusetts high (14,100). This followed 
Massachusetts’ lead in population gain, 1950-54: 233,000 
But Connecticut had the biggest percentage (4.8) jump 
The region was up 448,000, or 4.8 per cent. Latest per 
pita mcorne figure how New England with a $1,934 
iverage, well above the national mark of $1,770. Con 
necticut was high, with $2,361. The region's average gross 
eekly wage ($66.24) was below the nation: Connecticut 
as high with $79.00 


Middle Atlantic 


The Middle Atlantic region has been replaced by Last 
North Central as the nation’s industrial leader Apparel 
aircraft and shipbuilding have dropped most sharply. But 
New Jersey-with 5 per cent of the nation’s factory job 

began & per cent of all industrial construction, Middle 
Atlantic electrical wholesalers’ sales were up 10 per cent 
for the first 10 months over the same 1954 period. Com 
pared to a consistently poor monthly rate in 1954, 1955 
was see-saw: down after a fast January start, then up 
trong after June. Post-flood orders helped, The region 
had 112,600 housing starts through June; New York led 
the nation in public dwelling units, with 5,600. The big 
vest population gain, 1950-54, was New Jersey's, with 
9.7 per cent, The regional gain was 6.5 per cent, or 1,950 
000. New Jersey was also high in per capita incom 
($2,219); the regional figure was up from $1,747 in 1950 
to $2,025 in 1954. While Pennsylvania was lowest ($1 
85) in per Capita income, it led the region in average 
gross factory wage increase: from a below-average $70.33 
in 1954 to an above-average $79.44 in 1955. The regional 
average wage was $78.3? 


East North Central 


Now the nation’s top industrial area, the East North Cen 
tral region continued its pace during 1955 with aircraft 
and atomic energy in the lead. Within the region, Indiana 
was moving up most rapidly; heavy construction and 
spending pointed to more Hoosier state jobs. But, region 
wise, new construction continued to lag behind the share 
of jobs. Electrical wholesalers closely reflected the na 
tional average (14 per cent gain), with a 12 per cent gain 
in the first 10 months 1955 over 1954. The first four 
months were erratic, after sales picked up in May, they 
increased steadily. The region's housing starts——133,200 
through June—topped the nation; with 38,200, Hlinois 
led the region. Its housing starts echoed the region's 
1950-54 population gain: 7.9 per cent, or 2,405,000 
Michigan was up 10.3 per cent—-and at the same time 
managed to join Hlinois in going over the $2,000 per 
capita income mark. The regional per capita figure was 
$1,939, with Wisconsin remaining low ($1,706). Michi 
gan also led the nation in average gross weekly wages 
$94.41 The region's average wage was up to $86.72 from 
O85 in 1944 


Sales of Electrical 
Wholesale Distributors 
By Months 1955 


Compored With Same Menth o Year Age 
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+7 | +36 
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By Months ~—1955 
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West North Central 


Moderate growth in employment, and in new plant con- 


struction were the West North Central region's lot in Sales of Electrical ¥ 


1955. The influx of aircraft manufacturing has helped aa i -_ 

business generally with Kansas and Missouri leading Wholesale Distributors | 2 } 

Sales of electrical distributors were up 8 per cent for 10 By Months — 1955 {\ \ 

months of 1955 compared with *54—the smallest gain 

of the nine regions. The first four months of 1955 saw 

marked fluctuations in sales. From May on, monthly Compered With Same Month Age 

sales climbed slowly but consistently, dipping again as {+10 | a7 | $14 +23] NC 4) #2211 +19 +2 
the year closed. As of June, 1955 housing starts had ij i it 

reached 46,800 Missouri led with 13.400 units, whik 

North Dakota's 1.300 was lowest The West North Cen a 5 

tral region's population had gained 3.6 per cent since 


1950—or an additional 506,000 new inhabitants. Kansas 


Compered With Previews Meath 


. was fastest growing, population-wise. Since 1950 it had 
added 117,000 people—up 6.2 per cent. lowa gained #10 | | 415 7 . salle? 
least: 1.7 per cent or 44,000 new citizens. Along with the 


population rise the region has gained in per capita income 


a healthy sign. Latest figures show a figure of $1,558 
Missouri's $1.74 was highest—close to the national 


figure $1.770. Average weekly gross wage: $/76.64 Date Bureau of the Census 


South Atlantic 


lextiles, apparel and furniture continued as mainstays in 

the South Atlantic region's economy. It’s now the third Sales of Electrical ¥ 

ranking industrial region in the nation. Florida is makin ey 
Wholesale Distributors | 


the greatest gains in non-durables while Georgia 1s still 


flying high on its fantastic growth in aircraft manutac By Months ~— 1955 } 
turing. Electrical wholesalers sales were up 16 per cent 

for the first 10 months of 1955 over 1954——topping the 

national gain. From a deep dip beginning ‘—-19 per cent) Compared WED Meath Ver Ags 

1955 monthly sales of South Atlantic electrical whole +6 +9 1% +23 +16 +18 +12 +20 +22 +16 
sulers rallied and continued to climb, edging down only in | LJ LJ il Li Li | i j 
June (—-1 per cent). The South Atlantic region’s housing 

starts had reached 104,200 by mid-1955 but began to 

drop as the year ended. Virginia was leading the other 

states with 18,800 units by June. Population-wise, the 

area has gained 1,590,000 since 1950, or 7.5 per cent, a Compares WES Sretew Gham 

national gain of 7 per cent. Florida continued its year-to +5 | al NC +5 | +6 +i +6 
year lead with a whopping gain of 19.1 per cent. West L LJ | I | LJ Li 


Virginia was the only state to lose—O.8 per cent. Per 


capita income rose to $1,444 trom 1950 $1,245. Dela -19 
ware was high with $2,372: South Carolina was low with 


$1.063. Averave weekly gross SH Dota Bureay of the Census 


East South Central 


Electrical wholesaler’s sales in this region were up 13 per 


cent for the first 10 months of 1955 over 1954 though Sales of Electrical ¥ 
regional business was relatively static. Kentucky is headed Wholesale Distributors / lenge 
for some fast growth in industrial construction and sub emt j 
sequent employment. Mississippi apparel industry s also By Months — 1955 

¥ slated for big gains. Big ups and big downs ending in a 


regular year end climb—that was the month-by-month 


Compored With Same Month « Year Age 


story of electrical distributors sales in the East South 


Central region. But they were well above comparabk | +20) 1426) | +11) 144 +5) | +101 +16) 

months in 1954. Housing starts in the Fast South Central 44 At 


irea were relatively low. By June 955 the total w 
just 33,000 units. Tennessee was tops with 11,800 start 
Since 1950, the East South Central region's population 
4 has fallen 0.1 per cent. Though Tennessee gained 70,000 
4 Compared With Previews Month 
new Volunteers (-+-2.1 per cent), M ssippi lost 53,000 ‘ N ‘ 
inhabitants for a drop of 2.4 per cent. Regional per capita +13 +19 | +20 +7 ‘ +s 
income has climbed from S888 in 1950 to $1,098 with 44 it 


Kentucky ($1,216) Tennessee 12) and Alabama way 
($1,091) getting over the $1,000 hump. Mississippi is ‘7 
sull below with $873—lowest of the 48 state The latest 


vcrage weekly vas 
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West South Central 


With Texas as key state, this is the second fastest growing 

gion in the nation. Here, sales in the first 10 months for 
full-line electrical wholesalers rose 18 per cent over the 
same period in 1954. Getting off to a slow start, monthly 
sales were down & per cent in January from the previous 
month, but recovered fast in the next four months. A 
fluctuation followed from June through October, when 
sales fell 21 per cent. Through June of 1955 
placed housing starts at 64,300. Texas showed the largest 
with 47,400, while Arkansas showed a low of 3,900. Since 
195,000, an increase of 5.5 per 
cent. Leading the region was Louisiana, with an increase 
of 7.4 per cent over the 1950 figure. In comparison, 
Arkansas of 5.8 per cent. Per capita 
income of $1,330 in the region remained below the na 


figures 
1950, population grew by 


showed a dex 


tional average. Highest state for the area was Texas, with 
in average Of $1,574. Arkansas, at the other end, showed 
in average of $979 Although the rewional average for 
weekly gross wages-—$69.76-—was higher than the 1954 
figure of $65.56, it fell short of the national average 


lexas showed a high of $78.38: Arkansas, $54.86 


Mountain 


Durable goods, with the emphasis on aircraft, led the way 
in this region. In the Mountain state area, sales in a 
10-month period for full-line electrical wholesalers rose 
15 per cent over the same period for 1954, Monthly sales 
fluctuated in losses and gains through July, and then rose 
the next two months to a plus 27 per cent in September. 
A loss of 18 per cent was recorded in October. In the first 
six months, housing starts totaled 34,400. Leading was 
Colorado, with 11,300. Wyoming was last, with 900. The 
population continued to rise in this region, Latest figures 
show an increase of 12.1 per cent over the Census of 
1950. As in 1954, Nevada again showed the biggest gain 
of 31 per cent, Lowest for the region was Idaho, with an 
increase of 1.5 per cent. The per capita income for the 
region was $1,687, slightly lower than the national aver 
age. Nevada, in step with its population lead, showed the 
highest: $2,414. Lowest was New Mexico, with $1,387 
Weekly gross wages in 1955 averaged $84.13, compared 
with the regional figure of $80.58 for 1954. Once again, 
Nevada led with an average of $91.96. Low for the 
region was Utah, with an average of $76.73 


Pacific 


Despite the emphasis placed on aircraft production dis 
persal, the Pacific region continues to be the most rapidly 
growing industrial area in the nation, Compared with the 
first 10 months of 1954, the sales of full-line electrical 
wholesalers was up 24 per cent for the similar period in 
1955, and far ahead of the nation’s 14 per cent increase 
With the exception of three months——January, April and 
October—-when sales showed a decline, monthly figures 
were up, and showed a huge increase over the same 
periods of 1954. California again led the nation in hous 
ing starts as of June-—114,100. Regional low was Ore 
gon’s 5,700. California's population gain since 1950 was 
88 per cent of the regional gain of 2,184,000 inhabitants 
Smallest gain was Washington's, with 6.4 per cent. The 
regional per capita income was $1,956. Highest was in 
Calitornia with $2,162, while the lowest was Oregon's 
$1,757. The average gross weekly wage was $86.26, com 
pared with the 1954 figure of $80.26. The national aver 
age showed $74.43. Oregon had the highest average of 
$86.97. As the lowest, the state of Washington showed 


an average of $84 


Sales of Electrical 
Wholesale Distributors 
By Months 1955 


Compered With Same Month o Yeer Ago 


+42| +15 | +10) +16) + 


Previews Month 


+6 +2) NC +} +3 


Dota Bureau of the Census 


Sales of Electrical 
Wholesale Distributors 
By Months ~1955 


Compared With Same Month « Year Ago 


NA +3 | |+30| | +9! +10) |+22) 


| 
| 


Compered With Previous Month 


| +H) N.C +10 | 


| 


Dota Bureau of the Census 


Sales of Electrical 
Wholesale Distributors 
By Months ~ 1955 


Compered With Same Month « Year Age 
+25] | +7) +23 


+28) +28) | +18) (+27) +29 


Compared With Previews Month 
r 1 1 
+4) +9} +6 


np 


Dota Bureau of the Consus 
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FLORA BALLAST SHOWS how easy it is to make across-the-counter 
in-warranty replacement of G-E ballasts at no cost te you, from your G-E ballasts from which you can select replacements for any make ballast 


nearby G-E Ballast Service Center Distributer. They carry ample stocks of 


Flora* explains how... 


More Than 800 G-E Ballast Service Centers 
elp You Save Lighting Dollars 


When it is necessary to obtain an ir ballast with a high quality G-E unit. And ppl g GE illast tou ‘ ng 
mediate ballast replacement i'll get G.E. gives you top qualit it low attra G-E ballast tallat 

prompt service at the G-E Ballast Service tive prices too. Save time and mone 4 G-E ballast tag ticke! i i 
Center Distributor located nearest you solve your ballast replacet rent problems at fixture | { that it ‘ pped with 
The complete stocks and convenient loca your nearest G-E Ballast Set e Center the best in ballast It'st vi 
tion help 1 save time and money. There When you buy G-E ballasts get to be cert For plete presentation 
are G-E Ballast Service Centers in ever tther services too. G.E. maintains a t G-E ballast tact the G-E Ap 
mayor city more than 800 of therm in the work { national warehouse t peed } . . On . write 
United States. Here you can make N volume orders. More than 150 trained *eton 40 General Electric Com 
CHARGE in-warranty replacements f sales engineers from G-E Apparat Sa 


Miss Fluorescent Ballast GE's Ballast Mascot 


G-E ballasts and replace any make Offices are available to give you hel 


preght 19 everal biect y 


Five more reasons why 

GENERAL ELECTRIC IS YOUR BEST BALLAST VALUE 
@ EXCLUSIVE SOUND RATING SYSTEM 

@ SUPERIOR QUALITY CONTROL 

@ LONGER BALLAST LIFE 

@ PRECISE LAMP-MATCHED DESIGN 

@ PROVED PRODUCT LEADERSHIP 


Progress /s Our Most Important Product 


ELECTRIC 


EXPERIENCED BALLAST ENGINEERS are 


available to help you pian and service 
fluorescent lighting applications. For help, con- 


tact your nearest G-E Apparatus Seles Office 


A 
Be 


— 


Send for your FREE copy today. The 
book complete and valuable 
the U. Laytex Royal 
Portable Cords. summarizes 
rer of thewsands of scientific 
- fests conducted over the last three 
-yeors, during which the U. S$. Laytex 
Mester Cord was 
developed and perfected. This book 
presents conciysive evidence that 
(UL & Leytex Royal Master Portable 
* will give your customers un- 

durability and efficiency. 


to we Rockefeller Center, 
York 20, N.Y. 
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U.S. Royal Master 
¥ 
| 
& T ABL 2 
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Electrical Wire and Cable Department 
os 
‘ 


here’s why 
GrateLite’ is great! 


eye comfort you can measure 
300 F.C. with only 
1.11 C.P./Sq. In. Brightness 


| FootCandles, 
In our own showrooms we've installed a Toth Candi 
x 16’ GrateLite Ceiling. By switching Pat at 
on various lamp arrangements we can suas ans an 
doliver from 28 to 360 foot-candles 7 9” oa 
below the GrateLites. Measurements at 
right give GrateLite efficiency figures and on 
brightness readings at 30° and 45° below 
ceiling, 
THESE FIOURES PROVE in class 
by itself for modern high intensities, re: | 
_ safely within comfort ranges plus a high ue me 
degree of diffusion. Ne 
(240 Sq. Fr.) — 
‘Taken 9 below CrateLive 
ect Meter 
Guth M-5385/TO 
RF. Ploor~15% R. F 
; oli in the sight-saving cuber—and only Grotelive has them! 


SESE 
EES 


4 


FF? 


& Con Pom Pend Teedemert Sagi 


"Glare Factors and 
“Views! Comfort indexes”. 


Send for foes EDWIN F. GUTH CO. + ST. LOUIS 3, MO. 
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In cleaning this wing fuel tank, Capital Airlines selects 
Hozacord cables for their ability to withstand me- 
chanical abuse as well as contact with cleaning com- 
pounds, acetone, hydraulic oils and high-octane gasoline. 


where high octane fumes require maximum safety, 
airline maintenance shop demands Hazacord cables 


In 1952, Capital Airlines installed heavy duty 
Hazacord cables on all their portable tools 
and explosion-proof trouble lamps. The 
@hange was made only after Capital officials 
had investigated cords supplied by many 
leading manufacturers and were fully con- 
vinced that Hazacord provided the safest 
possible service where high octane fuel and 
vapors were present. 

Today, the company still uses Hazacord 
exclusively for this type of work. According 
to Capital's Safety Director, C. F. Schaub, 
here’s why: 


“The cords used in aircraft maintenance work 
get rough handling and frequently come in contact 
with chemicals, such os cleaning compounds, paint 
thinner, acetone and hydraulic oils, that weaken 
cord sheaths badly. Then, too, you've got to use 
these cords inside plane wings and parts of the 
fuselage where gas vapors are highly concen- 
trated. It doesn't take much imagination to guess 
what'd happen if a cord shorted there. We have 
to use the very safest—Hazacord !” 


Hazacord can help you solve your cable 
safety problems too. For full details, contact 
your nearest Hazard representative or write 
for Bulletin H-451. Hazard Insulated Wire 
Works, Division of The Okonite Company, 
Passaic, N. J. 


HAZACORD 


mold-cured portable cables 


~ PRODUCT .. 

OKONITE 

RESEARCH 
| | 
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trcally trot } speed 20° mode! Portadie Com eaciosed area up te cu \peed for eaMeus! aad 
plete panes Serve Siand ophons! easy rubber casters, ples Automate Wiedew 
siveight esheust windes fon. List Pre = remowade drawer type contaemer (is! wae 
a5 
OTLG Tomer awariadée to retan! fer 


18° 3 speed Push Button Control! fan Mobile ERB electrically rewersidie speed window All Purpose 3 speed model (ittustrated) 12° Hassock fae List 

model. Rolls on large wheels. Tilts full 180 modet with adjustable side panels and snap ou! Portable cewersidie Comes Casement Wie Pree 

Housing easily removable for separate use safety grill, Sevtch controlled Beautifully styled dow Hanger Window panels extra List Price 12" Dspeed Hassock Fae List 

tadie of portable fan List Price yas efficient Priced to for only Also 20° ‘and 22” models complete orth side Proce ws 
panels. To lst trom 

JANUARY HOUSEWARES SHOW Stand optional and extra on all modets 

BOOTH 496-498 

NAVY PIER 
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Anaconda |S kv coble ix subjected to 106 ky 313% above industry standards with d-c. And tested at 25% above industry requirements with a-« 


15-KV CABLE GOES 


Skin diving at 106 kv 


Anaconda Type AB butyl-insulated high-voltage cable is tested New Engineering Bulletin EB-27 vives 
under water at 600% overvoltage to assure you peak performance. vou full details on performance of Type 
AB insulation in 15 Industry Specifica 


: tion tests. Ask the Man from Anaconda 
may look alike does not mean they'll stand such high test voltage, even for 


perform like At Anaconda, 15-ks though there is no defect in the cable 


The fact that two high-voltage « ibles Only a vastly superior insulation can 


your copy Or write Anaconda 
Wire & Cable Company, 25 Broadwa' 


cable is tested at 106 kv with d-e for For your assurance of maximum set New York 4. N. } 


fifteen minutes. This voltage is 394 vice, Anaconda butyl-insulated cables 


ahowe industry standards ti ith d-« Arc ire ce sivin d to pe rform far hevond . Get all the facts on 


in addition, Type AB is te sted at 257 industry requirements —in every im Anaconda Buty!. Write today 


“eee ene 


see THe man rrom AANACONDA 


pioneer in BUTYL INSULATION 


abhor ‘ industry requireme nis with a-« portant elec tri aland phy si al properts 


' 

. 
SEE THE 


ELECTRICAL TESTING 
LABORATORIES, INC 


4 


IT’S NOW MORE IMPORTANT 
THAN EVER to remember: 


there is NO SUCH THING as an 
“RLM Type” Industrial Lighting Unit! 


Either an Industrial Lighting Unit is rum-Certified or it is not. The RLM Specifications are HIGHER than ever 
only way to be sure is to see the RLM Label. And, because today’s on such points as these: 
a (« » ale are vhe 
RLM Specifications (some f which are listed at right) are higher @ All-White Porcelain Enamel Reflector 
than ever, it is more important than ever before to look for the , , 
@ Upward Light for more brightness Control 
rum Label. Only those lighting units which are consistently proved 
@ Shielding Angles for leo» lamp glare 
- through Electrical Testing Laboratories inspection to embody 
@ Latching and Holding devices for caer reflector 
these higher specifications uniformly from re flector to reflector are eeiihibiemtae 
pe rmitted to bear the RLM Label. It is especially important for all @ Lampholders—for easier lamp removal and 
those who buy. use, specify or sell lighting equipment to take replacement 
advantage of these higher than-ever RLM Sper ifica- abel 


tions. More than ever before. these new specifi a- 


tions contribute to uniformly satisfactory industrial 


REMeSTANUAR 


lighting equipment performance The 1956 Edition 


RLM Book includes all the newly-established and 


revised KLM Specifications. It is available FREE upon 
request from: KLM Standards Institute, Suite 17, 


326 West Madison Street, Chic ago 6, Illinois. 


January, 1956—ELECTRICAL WHOLESALING 


ine importance OT Lapel | 
| 
: 
it 
: 
3 


UNDER HERE‘ 


FASCO POWER-HOOU 


Model +1075 


The Most Advanced Ventilator 
In Home Building History 


The Vent Is In The Hood — Not In The Cabinet 
One Hood Adjusts To Fit Any Size Cabinet From 30” to 42’ 


* Self-Contained Unit — 


Hood, High-efficiency Ventilator, 
and 3-Speed Push-Button Control 
all in one, easily-installed unit. 
No cabinet cutting — no loss of 
cabinet space by ventilator or 
duct installation. 


Unique Drop-in Ventilator — 


Fasco’s exclusive high efficiency 
radial impeller wheel plus heavy- 
duty motor draws more vapors 
with whisper quiet. Gives high 
volume... even on long duct 
installations. 


* Adjustable Modern Hood — 


Adjusts to fit easily in any space 
30 in. to 42 in.—exclusive design 
allows perfect fit to non-plumb in- 
stallations where walls or cabi- 
nets are not exactly square. 


Push-Button Control — 


Fingertip control of ultra high, 
normal and low ventilator speeds; 
plus under-hood light. 


* Installation Time Slashed — 


Needs only duct opening and six 
sheet metal screws. Light and ven- 
tilator pre-wired—just pull in BX 
and make one installation. 


* Unmatched Consumer Appeal 


Modern curved contour design... 
no sharp, dirt catching edges. 
Large, adjustable grease tray 
traps grease from stove vapors 
... lifts out for easy cleaning. 
Available in Kitchen White or 
Colonial Copper finishes; or Stain- 
less Steel. 


See POWER-HOOD and other FASCO ‘‘FIRSTS’’ at the NAHB SHOW, HOTEL SHERMAN, BOOTH 438. 


OR WRITE FOR COMPLETE DETAILS AND SPECIFICATIONS 
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FASCO Industries, inc. 4 ayousta sr. 
Industries, Inc. A ST. ROCH 2N.Y, 
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Show the easier, more dependable 
way connect liquid-tight conduit 


with the new 
For Liquid-Tight 
to Rigid Conduit 


completely installation There are no 
positive 


ground without parts to remove or insert. Just loosen the nut, insert con 


disassembly duit and tighten 
Pressure from the nut compresses 
and coins brass sealing ring into nut and body and bends 


it in an arc, Brass sealing ring provides beter sealing 
LIQUID-TITES action than any other material 


Clicy 
/ 


CONNECTOR A NO 
< 


CONNECTOR B NO — 


CONNECTOR C NO When 


conduit is inserted, convolutions on the grounding insert 


make intimate contact with those of the conduit pro 


CONNECTOR D ducing an audible click you can actually feel! Efoor Liquid 
& 4 


lites maintain less than ten millivolts voltage drop 


sold exclusively through electrical wholesalers * send for sample and information 


37.50 57th Woodside 77, N.Y 
Send literature [} Send sample 
Ree. Trade Mork 


State 
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“Shakedown Tests 
result in the 
selection of 


CLARK 
STARTER 


FOR 


Z\EVERS 


“EROSTMASTER’ ond 


Wind machines for protecting crops, and sirens for fire 
signals and air-raid warnings, manufactured by Robert 
J. Zievers, Inc., of LaVerne, California, must operate out 
doors under all kinds of adverse weather and atmos 
pheric conditions. When ordinary motor starters failed, 
Zievers engineers decided to test the Clark Type “CY” 
They devised a series of the most severe tests conceiv 
able: repeatedly making and breaking full inrush starting 
current, spraying with hose 15 to 20 times per day for 
weeks while operating, smearing magnet with soldering 


acid, etc. If continued to function perfectly despite a ‘« 


CLARK Type “CY” 
AC Motor Starter. 


coating of rust on the magnet. To make sure the coil would 
hold up under any line surge voltage, they connected a 
110 V coil through a 440/110 V, 500 VA transformer, 
blocked the armature wide open and turned on power. 
Result ——the transformer burned out, but the coil still 
functioned perfectly. 

Clark Type “CY” starters are now standard equipment 
on all Zievers ‘“Frostmasters” and “Scream-Masters”. 


If you have a normal or difficult motor starter or contactor 
application, give the Clark Type "CY" a try. 


CLARK (Ee) CONTROLLER Compared 


Engineered Electrical Control } { 


IN CANADA: CANADIAN CONTROLLERS LIMITED ¢« 


76 


1146 East 152nd Street . . 


Cleveland 10, Ohio 


MAIN OFFICES AND PLANT, TORONTO 
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LIGHTING 
SPECIALISTS 


GENERAL LIGHTING 


| 


\ HAZARDOUS LOCATIONS 


LOCATIONS 


~ 


Vandeventer and Easton Aves. St. Louis 13, Missouri 


Atlanta 69 Mills OW Dallas 1903 Geilfia & delphia 


Boston 49.510 
SALES OFFICES and |, 278 Johason 


WAREHOUSE STOCKS | chicago 1528 West Adoms $1. | Oetroit 8319 Mock Ave 


Cincinnati 49 Central Ave los Angeles 4172 Seaton Si 


Denver 1073 Galapogo 


Baltimore 11 W. 25th Kanses City, Mo 616 W. 26th 
SA OFFICES 
Les Columbus 2700 Moin Minneapolis 826 Andrus Bidg 
Soles Offices and Weorehovuse Stocks tnrovgheuv! Coneda 


| 
2014 Chancellor St 
i 
| Seattle 4130 First Ave SW 
New York 600 WwW. 


TRIANGLE DISTRIBUTORS! 


The accompanying advertisement—“‘THIS COULD BE YOU— 
IN THE LAND OF NO DISTRIBUTORS” is the second in a series 
of messages to your customers in which we graphically 
present the dilemmas “‘in the land of no distributors”’. 


\ 
Ae mult) 


ountry 


turers 


M anufa 
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This could be in the Lan of No Dist" ytors. 
magit for minute “never™ ot wher the «you would ve pesiene? vy nundreds gitterent salesmen. ¥ 
+ your vgver the counter purchases would pe? mayor 
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YOU HAVE NOT ALREADY 
DONE 
ORDER YOUR KITS TODAY! 


The advertisements will be run in leading electrical magazines read by 2. One blow-up (21 « 28'/,"') on heavy stock, sultabie for 
your customers—electrical contractors, purchasing agents, plant electri taping to walls or windows. (no Triangle signature) 


cians, engineers and many others—all of whom will be told why if 
. Easeled blow-ups on heavy cardboard in two sizes: 
to their advantage to aiways buy through electrical distributors. Mag 3 P y ® 8 
(ne Triangle signature ) 


azines to be used include: Electrical Construction and Maintenance, Qual 
ified Contractor, Electrical World, Electrified Industry, Electrical West, A. 8" « 101," for counter 


Electrical South, New England Electrical News and Chicago Electrical News B. 21° = 28'/," for fleor or window display 


The December advertisement (No. 1) showed ao would be purchoser This minimum Triangle Pub Relations Pa 


the land of no distributors’, bes:eged by a number of different salesme Distributors at $7} with advertisement 


from different manufacturers or $3.50 without 


This advertisement (No. 2) shows the same mon, going “telephone 
crary” trying to place orders all over the country. Future odvertisements 


will photographically depict your customer and prospect mprinting) anc 


3. Burdened by a tremendous inventory which he must ware- i" 
you require a larger package, yo ‘ 1s follows 
house and insure —‘‘in the land of no distributors” 
4. Receiving, on the job, only a small portion of the electrical . For each additional 100 reprints not imprinted — $1.00, 


equipment he needs. For each additional 100 reprints imprinted $1.50 


5. Traveling hundreds of miles to the manufacturer's factory We will quote yeu on quentities ever 1,000 


to pick up one switch he needs in a hurry. 

6. Tearing his hair over the fact that his “Order” and “Accounts For each additional blow-up suitable for taping te walls — 
Payable’ departments are large and costly because his 35. 
clerical work is so burdensome “in the land of no dis- 
tributors”’ 


for each additional easeled blow-up — 55 
states Ghat nome te Ja the of the 5. For each additional easeled counter display — .15 


tisements. W © this t i T tunit 
advertis ‘ e do s to give Triangle Distributors an opportunity Here is your opportunity, Triengle Dis lial : apertent 


tn use these advertisements as if they were their own We offer each . 
across customers a mmunity 


month to Tr angie Distributors a Public Relations Pockage consisting of hope that ‘ 
sine y hop at every Triangle OD pulo vantage o 


the following extremely low-co > ver 

1. Two hundred 7” x 10” reprints of the advertisement, folded play the blow ups, when you sen: ) advertisements | 
for a number 10 envelope, imprinted at bottom (in place of your customers and prospect There w be + 
Triangle signature) with your name, address and, if you Triangle identification on any the piece b ‘ mportant message 
wish, a one line slogan. to get across. It will be to your interests to 


iS “> TRIANGLE CONDUIT & CABLE CO., INC. 


NEW BRUNSWICK, NEW JERSEY 


Gentlemen: Yes, we are a Triangle Distributor and would like to take advantage of your ‘In the Land of No Distributer’’ Campaign 
Send us the following 
1. The bosic “Public Relations Package” A 
To include No. 2 package only (Jan) fet 
Two hundred reprints of each ad 
One lape-up blow vp of each ad , impr nted Not lw printed 
One easeled blow-up of each od 
One easeled counter card 


Imprint the bottom of the advertisements as follows 


COMPANY NAME 
ADDRESS city 
SLOGAN 


2. We require larger quantities of the basic package QUANTITY 


G. Reprints of advertisements 


or) if not imprinted 


b. Tape up blow ups 
Easeled blow ups 


d. Easeled counter cards 


We understand that you will send the material promptly and that you # b 


understand thot you w b: vs n addition. for the actyal postage and handling 


NOTE: If you ordered oll six packages last SIGNED 
month, there is no need to fill in the coupon 


Your bits will be sent to you automatically 


! 
i 
! 
i 
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NEWS FOR THE INDUSTRY 


The Man Makes The Business 


@ A look at failures among electrical wholesalers during 
first 8 months of 1955 shows average liability of $36,444. 


@ The bulk of wholesaler failures—nearly nine out of ten— 


appear to be management failures; next, lack of experience. 


EW YORK, N. Y.-—-During the first 
N six months of 1955, 596 whole- 
salers of all kinds went out of business 
with a creditors of $23,650, 
QOO. In the fifteen-years-cight-months 
period from 1940 to the end of Au- 
1955, a total of 222 
wholesalers went out of business with 
total losses to creditors of $7,819,000 

While it 
compare more than 15 years of elec 
with fail 
recent 


loss to 


gust, electrical 


may not be exactly fair to 


trical wholesaler fathures 


ures Of all wholesalers in a 
six-month period, it does point up the 
fact that the electrical wholesalers who 
rela 


go out of business 


tively small group in the whole failure 


represent a 


picture 

It may be that the total of electrical 
going out of 
statistically 


wholesalers business is 
speaking—to 
But it is inter 


esting to note that the average liabili 


too «small 


make generalizations 


ties of electrical wholesalers who went 
out of business in 1953 were $121,067, 
the average liabilities dropped to $52 

100 in 1954; and for the first eight 
months of 1955 averaged $36,444 

© Danger —Of course, the danger of 
seeking 4 pattern in the figures is evi 
dent you note that the large 
liabilities in 1953 are an average com 
puted from 15 electrical wholesalers 
who failed the much 
averape 1954 1s derived from 
twice that many wholesalers of electri 
for 30 electrical wholesal 
ers who went out of business in 1954 


when 


while lower 


loss ot 
al goods 


Dun & Bradstreet’s figures include 
only electrical wholesalers who failed 
with a loss to creditors, or those which 
were assigned for the benefit of credi 
Voluntary 


those wholesalers who closed 


tors retirements from busi 
ness, or 
their doors owing no bills, are not in 
cluded in the tabulations 

Full-line——For the fifteen-years 
cight-months period in which electrical 
wholesale failures have been reviewed 
by Dun & Bradstreet, a total of 67 
wholesalers of general line electrical 
merchandise went out of business, with 
total liabilities of $3,284,000; 33 elec 
trical apparatus and equipment whole 
salers failed with total losses of $1.- 
133,000; and 122 wiring supplies and 


electrical construction materials whole 
salers failed with losses of $3,402,000 
Average liabilities for the period 
covered, for wholesalers of general line 
electrical merchandise, were $49,015 
for electrical apparatus and equipment 
$34,333; and for wiring 
supplies and electrical construction 
materials wholesalers, $27,855. Aver 
age liabilities for all three groups came 
to $35,221 
e Wide Range—-An analysis of all 
wholesale failures (in all lines) from 
January through July, 1955, shows 
that 35.8 per cent of them have lia 
bilities in the $25,000 to $100,000 
range; 46.9 per cent have liabilities 
from $5,000 to $25,000; 8.7 per cent 
failed with liabilities of less than $5 
000; and 8.6 per cent of the whole 
sulers who go out of business cause 
$1,000,000 or 


wholesalers 


losses to creditors of 
more 

Summing up all the complex fac 
which cause a business to fail 
has its own hazards and limitations, 
naturally. However, all things consid 
ered, a definite pattern emerges in the 
final analysis and it is worth looking 
into 
© All Lines—For the 12 months end 
ing June, 1955, out of a total of 1,177 
wholesaler failures, two per cent were 
attributed to disaster. Some could have 
been prevented through proper insur 
ance, Another 3.8 per cent of the 
wholesaler failures were considered 
due to fraud or fraudulent 


tors 


intent, as 


reflected by irregular disposal of assets 
(2.4 per cent), false financial statement 
(0.6 per 

per cent), premeditated overbuy (0.2 
per cent) 0.5 for other 
reasons which seem to belong 
the classification of fraud 

© Neglect—A slightly larger—-but sull 
small—percentage of the business that 
failed was classified as due to neglect 


cent), misleading name (0.1 


and per cent 


under 


The apparent cause of neglect in 2.5 
per cent of the cases was poor health 
Martial difficulties 
neglect in 0.4 per cent of the cases and 
bad habits in another 1.4 per cent 


As a 


failure added up to 5.0 per cent of all 


seemed to cause 


whole, neglect as a cause of 


wholesale failures through June, 1955 


e The Bulk—The bulk of 


failures—in any business 


wholesale 
appears to 
be management failures. According to 
Dun & Bradstreet, 88.9 per cent of 
the failures could not be explained by 
obvious, outside circumstances. Here's 
the way the figures fall 
@ Lack of ability to manage profit 
ably—-52.9 per cent 
Unbalanced 
per 
Lack of managerial experience 


experience 17.6 


cent 


11.0 per cent 
Lack of experience in the line 
7.4 per cent 
This group was further analyzed by 
the excuses for the 
business failure——the 
About half of this 


said it was because 


reasons given as 
cause 
farled 


were 


surface 
group who 
their sales 
inadequate (sules management). and 


another 19.8 per cent blamed tough 


competition (general management) 
their own difficulties 
Another 16.5 


they 


for 
said it was 
collect the 
owed manage 


and still another 9.8 per cent 


per cent 


because couldn't 


money them (credit 


ment) 
said it was inventory burden (general 
management) that forced them out 
of business 


Three-point-four per cent said ther 


Continued on page 88 
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Get quick service for a large number of different 
connection and wiring jobs with BLACKBURN’S Cross 
Tap Clamp. 


nage @ Eight connectors accommodate cable sizes from #6 
nd Connections to 1000 MCM. 


@ Made of high strength copper alloy; silicon bronze 
bolts; phosphor bronze shakeproof lockwashers. 


@ Rounded edges for easy taping. 


@ Greater wrench rotation with either end or socket 
type speeds installation. 


@ Available from Electrical Distributors everywhere. 


Also available completely tin plated for general purpose work. 


35 Medison Street Lowis 6, Missouri Phone MAin 1-2821 
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Business Index: NATIONAL PICTURE 


82 


1947-49*|00% 19497- 49-|00%-— 

Electrical Equipment and Supplies Distributors 1955 
260 260 
240 240 
220 220 
200 200 
180 180 

Inventories = 

160 x 160 

— 

140 ~140 

120 120 

100 ‘Sales 100 

80) 80 
60 60 
40 40 
20 20 

1955 
INDEX % CHANGE 
Oct. 1955 Sept. 1955 Oct. 1954 Oct. 1953 Oct. 1952 1955 trom 1954 
Sales 149 165 130 133 139 L-14 
Inventories 147 139 132 148 121 _ 

1947-49=100% 1947-49=|00% 

Electrical Appliances, Electronics Parts Distributors 1955: 
260 260 
240 240 
220 220 
200 

Inventories 
180 / 180 
160 
140 
120 
100 
80 

60 60 
40 40 
20 20 

1952 1953 1954 J MA J J A S O N D 
1955 
INDEX CHANGE 
Oct. 1955 Sept. 1955 Oct. 1954 Oct. 1953 Oct. 1952 1955 from 1954 
Sales 130 14] 135 144 159 10 
Inventories 129 126 142 173 118 . 
Bureau of the Census. November projection is by this publication Per cent change in sales is ter 
SOURCE: months of 1955 trom ten months of 1954 
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Business Index: REGIONAL ANALYSIS 


ELECTRICAL GOODS WHOLESALERS SALES INVENTORIES 


o 


OCTOBER 1955 


From From From 
Sept Oct From Oct 
1955 1954 1954 1954 


NEW ENGLAND 


rical equipment 


distributors 


Electrice 


parts 


MIDDLE ATLANTIC 


Electrica equipment 


supplies distributors 


Electrica! appliances 


parts distributors 


EAST NORTH CENTRAL 


Electrical equipment 


supplies distributors 


Electrical appliances 


parts distributors 


WEST NORTH CENTRAL 


Electrical equipment and 
supplies distributors 
Electrica! 


parts distributors 


SOUTH ATLANTIC 


Electrica equipment 


supplies distributors 


Electr 


parts distributors 


EAST SOUTH CENTRAL 


Electrical equipment 


supplies distributors 


ect 


parts distr 


WEST SOUTH CENTRAL 


Electrica qQuipment 


supplies 


Electrica 


parts distr 


MOUNTAIN 


Electrical equipment 


supplies disfribut 


Electrica 


17 18 


Source Bureau of the C 
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Change 
( \ Elect and 
upplie 17 10 3 12 
e distributors 13 9 6 0 6 
r4 
| 
> 
j y 
8 10 4 18 
ber 
2 8 13 19 
; 
J |} tronic 
13 24 | 2 6 
{ 
} f 
; 10 16 16 6 18 
ax 
16 18 13 19 33 
= Elmmirica appliances electror : 
tors | 19 15 27 
18 22 15 10 12 
am 
parts distributors n.a n.a n.@ n.a n.a ae at 
| 
i y 
upplies distributor 29 43 6 £9 
i 
-4 Electrical eppliences, electro 
pees 
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Wholesale Price Index for 62 Electrical Products 


Product (1947-49100) Now. 1955 Oct. 1955 Nov. 1954 


Copper Wire, bare. Unit: pound 161.5 1615 1328 
Building Wire, type R. Unit: M feet 1471 147 | 102.9 
Non-metallic Sheathed Cable Unit: M feet 107.1 107 | 90.2 
Varnished Cambric Cable. Unit: M feet 1704 1704 142.4 
Flesible Cord, type SJ Unit: M feet 138.6 1327 1134 


Lighting Panelboard, fuse type. Unit: each 125.2 128.2 1154 
Lighting Panelboard, circuit breaker type Unit: eact 1335 133.5 1224 
Safety Switch, 2 pole, type A, 250 volts. Unit: each 157.7 157.7 1457 
Safety Switch, 3 pole, type C, 575 volts. Unit: each 1652 1552 1402 
Air circuit breaker, 250 volts. Unit: each 146.7 1445 142.3 
Power Panel, fuse type, 250 volts Unit: each 132.9 1329 120.3 
Power Panel, circuit breaker type Unit: each 139.3 1393 126.8 
Motor Control, a.c., 25-30 hp, 400-440 volts, combination starting switch Unit: each 157.7 1456 
Motor Control, ac., 25-30 hp., 220 volts Unit: each 1484 1374 
Motor Control, a.c., 50 hp., 440 volts Unit: each 156.0 1465 
Motor Control, a 75 hp, 440 volts. Unit: each 1493 1381 
Motor Control, dc, 10 hp., 239 volts. Unit: each 1654 153.2 
Renewable Cartridge Fuse, 250 volts Unit: each 1223 1104 
Nonrenewable Cartridge Fuse, 600 volts. Unit: each 1254 115.6 
Plug Fuses, 125 volts, non-renewable. Unit: each 1095 iol 


Motor, dc, 1/6 hp., 115 volts. Unit: each 142.9 1414 
Motor, a< 1/4 hp 110-115 volts. Unit: each 107.2 1069 
Motor, a.c., 1/2 hp., 220-240 volts. Unit: each 109.4 1102 
Motor, 4.c., polyphase, induction, 3 hp., open sleeve bearing. Unit: each 1259 1227 
Motor, 4.c., polyphase, induction, 3 hp., ball bearing. Unit: each 1289 129.6 
Motor, 4.c., polyphase, induction, 10 hp., open sleeve bearing. Unit: each 1348 129.1 
Motor, a.c., polyphase, induction, 10 hp., ball bearing. Unit: each 1232 135.0 
Motor, dc 5 hp Unit: each 163.2 1401 


Fans, under 12 inches. Unit: each 109.7 1104 
Fans, propeller type, 24.30 in wheel diameter, direct connected. Unit: each 155.9 1436 


Drill, production line, 1/4 in. Unit: each 121.5 1138 
Drill, production line, 1/2 in. Unit: each 1143 i 
Drill, production line, 6&8 in. Unit: each 10046 102.3 
Pliers, 6-in., long nose, Unit: each 1782 164.1 


Lamp, 60-watt, 110, 115, 120 and 125 volts. Inside-frosted. Unit: each 1472 147.2 


Distribution Transformer, 15 kva. Unit: each 1305 1305 
Distribution Transformer, 45-50 kva. Unit: each 122.4 1255 
Dry Type Transformer, 15 kva. Unit: each 126.0 1229 


Dry Call Battery, flashlight type D Unit: each 149.3 1493 
Dry Cell Battery, portable radio 'B" pack 67 1/2 volts. Unit: each 1234 iis} 
Dry Cell Battery, general purpose, No 6 type | 1/2 volts. Unit: each 1483 140.1 


Voltmeter, portable type, 3 1/2-6 1/2 inches, 0.-300 volts. Unit: each 1690 1563 
Ammeter, portable type, 4-6 1/2 inches. Unit each 162.0 161.3 
Weatt-meter, for instrument transformer, 100-150 volts. Unit: each 139.7 13861 


Toaster, automatic« pop-up Unit: each 104.4 108 2 
lron, under 4 pounds. Unit: each 104.6 107.8 


Cooking range, standard size Unit: each 100 6 104.0 
Washing Machine, non-automatic, wringer type. Unit: each 108.4 106.2 
Washing Machine, automatic Unit: each 99.9 1023 
lroner, table mode! Unit: each 114.3 115.5 
lroner, portable mode! Unit: each 1020 
Vacuum Cleaner upright Unit: each 107.7 1080 
Vacuum Cleaner, tank. Unit: each 102.9 1089 
Refrigerator, capacity 74-9.3 cubic feet and over. Unit: each 982 98.7 106.4 
Home Freezer Chest, 8-124 cubic feet. Unit: each 997 98.9 101.8 
Water Meater, 52 gallon tank, 230 volt a.c. Unit: each 1064 1064 105.2 


Radio, table mode! Unit: each 659 85.0 88./ 
Radio, console model, radio phonograph combination. Unit: each 9864 98.2 978 
Radio, portable mode! Unit: each 908 90.2 9146 
Television, table model Unit: each 68.6 68.6 689 
Television, console mode! Unit: each 69.4 694 69 0 
Radio-television-phonograph combination Unit: each 75.9 75.6 735 


Source: Bureau of Labor Stotisties 
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ELASTIC -- 
MOLDS TO SHAPE 


RESISTS 
SUNLIGHT 
AND WEATHER 


sticxs 


NEAT, THIN 
WRAPPING 
FULLY 
INSULATES 


CELLOPHANE 
PROTECTED 


¢ Best SELLER FOR PLANT SUPPLY 


eI All types of GOLD SEAL TAPE — Friction, Rubber, Plastic — 


ore packed in 10-roll cartons as well as single rolls 


Every roll cellophane protected, stays fresh 


- _ pnt Division, 100 Park Ave, New York 17. DEFIES WATER, 
Friction and Rubber Tapes OIL, SOLVENTS 


are also made by Jenkins Bros. to ASTM Specifications. 
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WHATS NEW WITH YOUR CUSTOMERS 


Low-Voltage Control 

A smart new dwelling in Dansville 
N. ¥ 
feature 


a rural upstate community 
s more possibilities for gracious 
electrical living than can generally be 
found within a span of many hefty 
tonethrows 

Served by an 
115 
40-circuil 


center thi 


underground 200 
service 
breaker 


(only 


amp 


and boasting a dis 


tribution 


compact 
‘00 sq. ft.) modern residence is heav 
ily wired (circuits predominantly rang 
with 
conven 


ing between 20 and 5O0-amps.) 


individual circuits for such 


iences as electric bathrooms heaters 


(2) wall-recessed 

hot 
exterior weatherproof receptacles, and 
the like. The liberally 
supplied with (switched and 
hot) baseboard outlets, ventilation and 


ranges (2), a oven, 


washing machines, water heater 


home is also 
4-wire 
exhaust fans, an intercom system, and 

for hi-fi 


radio and television program 


up-to-the-minute facilities 
record 
ming (with auxiliary speakers recessed 
in ceilings of the porch and master 
hedroom) 

Modern lighting includes a variety 
treatments 


of conventional plus nu 


merous recessed and in-built units, a 


luminous-ceilinged bathroom, vapor 
proof stall-shower lights, fixtures in all 
Closets and many additional luminaires 
for and 
exterior softly 


driveway 


accenting interior paintings 
landscape details, for 

and 
the 


grounds and parking area when ce 


outlining the stairwell 


and for floodlighting general 


Sell The Home Owner 
Advanced 


hiques are 


h 


demonstrated at a 


adequate wiring 
being 
model home in one of the newest resi 
dential subdivisions in Elmburst, Il 
Part of a 400-home built’ by 


Cooperative Home Builders, Chicago, 


project 


the unit was light conditioned and elec 
trically outfitted with 
Publi The 
prime goal is to stimulate public inter 
and 
resi 


In Cooperation 


the Service Company 
electrical 
the 


dential use of 


esl in convenience 


demonstrate most advanced 
electricity 

Five basic split-level ranch-type de 
signs range in from $23,000 to 
$33,000 
1144 to 


rooms, 


price 
Square foot area varies from 
1446. Each unit has 3 bed 

baths, full basement and 
parage 

All homes in the group will have 
Certified Adequate Wiring with a 100 
}-wire service, and 
Stand 
all-electric 


amp., single-phase, 
from 14 to 16 branch circuits 
ard includes 


kitchen 


equipment 


(including a built-in oven) 


86 


dishwashe I 
Irigerator, garbage 


automat 
disposal unil, 
haust fan, automatic laundry outfit. 

© AW Standards—Wiring and outlets 
for the future addition of a 3-ton air 
the forced air 
heating system is included in the basic 


conditioning unit to 
building. Other electrical requirements 
meet AW standards 

Wiring in “Holiday Home,” the 
the five models, ex 
ceeds the AW package in the standard 


home 


largest of basic 
In this finished basement ranch 
type, air conditioned unit, the electrical 
systems are designed to provide the 
ultimate in gracious living. There are 
42 circuits serving about 76 conven 
lence and special purpose receptacles 
More 


control 


plus some 62 lighting outlets 
than 
switches, including three master sta 


multiple 


low-voltage remote 


tions assure convenient, 
switching of lighting units 

Dimmer-controlled cornice and re 
custom-built into 
room and basement 
Soffit units light the 
kitchen work area. Recessed lighting is 
predominant throughout the 
vith both functional and 
decorative applications. Multiple ITV 


ind telephone outlets and a 6-station 


lighting are 
living 
room 


cessed 
both 


recreation 


the 


home 


accent on 


intercommunication system add to liv 
fire 
plus 


ing convenience. A closed-circuit 


detection and alarm system 


built-in outdoor eave lighting com 


features. The garage door 
Ihe front lawn 


time-clock 


prise safety 
is electrically operated 
post light is controlled 
Picture-window draw-drapes are elec 
trically closed and opened 
e Check-list— Returns from the Pub- 
lic Service Co. check-list passed out 
at the home site indicate that lack of 
knowledge on the public's part is the 
first salesblock to upgrade 
Projects of this type, where homes 


construction ts 


wiring 


are sold before com 
pleted, point up the economy of having 
additional work done while the house 
is being built. Also day 
financing permits several hundred dol 
additional electrical work for 


dollars added to the 


present 


lars of 
only a 
monthly 


few 


payments 


Plastic Raceways 

Several “firsts” 
tures of the General Motors Powerama 
which opened in Chicago last August 


were among the fea 


and which is presently on a nation 
“firsts” 
and 


wide tour. Two of these deal 


with electrical generation dis 
tribution 
One 


eration 


which could be seen in op 
test of 


the 


extensive 
equipment as 


was an 


mobile generating 


These items were digested from 
a recent issue of Electrical Con- 
struction and Maintenance, a 
McGraw-Hill publication. Their 
purpose: to alert you to develop- 
ments and trends reported in the 
operation of two of your biggest 
customers — electrical contrac- 
tors and plant electrical men. 


sole power source for the show. Four 
| 0OO-kilowatt Electro-Mobile rail 
units, Operating in combination as a 
plant, provided 
the show's tre- 

miscellaneous 


single generating 
4,160-volt 
mendous 
power loads 

That which was not readily appar- 
more than 


for 
and 


owe: 


lighting 


ent was the installation of 
60,000-ft. of flexible polyethylene 
plastic “conduit” for both primary and 
secondary 
Primary circuits 
single-conductor 
jacketed cables in_ plastic 
Originated at a primary switch house 


distribution 
consisting of 5-kv 
neoprene 
“conduit, 


underground 


shielded 


adjacent to the mobile generators and 
terminated in a total of ten substation 
locations (three of them double units) 
block 


grounding 


Intermediate, concrete man 


holes contained rods and 
grounding bus to which primary cabk 
shielding was connected. Wall racks 
supported the cables within the &-ft 
square manholes 

Bus Bar System A typical substa 
tion contained three 100-kva, 4,160 
120/ 208 volt single phase oul 
racked 


har 


cooled 
transformers with 
and a 


which secondary 


primaries 


secondary bus system to 


feeder fused discon 


nect switches were connected. Se« 
ondary circuits of type TW conductor 
went underground in plastic condutt 
to various theme centers of the show 

For the electrical contractor on th 
job, the plastic 
experience, It came 
(SO0-ft and 1O0-ft 
for 2-in Ihe 
lightweight a distinct advantage, un 
rolled the coils and dropped the con 
the An envelope of 
sand protected the raceway trom dam 
On 


was cul al 


conduit was a new 
to the job in coils 


for 


to 4-in.) men found its 


duit into trench 
age during backfiling operations 
S00-ft. runs, the 
midpoint, a double fish-tape inserted 
and a splice made. Installation time 
half that re 
quired for conventional underground 


conduit 


was said to be about 
raceways 


© Butted Together 


type splices served as 


External sleeve 
couplings” be 
Both ends of 
butted to 


Continued on nest poge 


tween coils of conduit 


the flexible raceway were 


ELECTRICAL WHOLESALING—Janvary, 1956 


pide 
*e 
] 
{ 
sired 
‘ 


MEMO 
other NE - 
ne 
rate adema 

Ip crea 

pon your 
a 
or National Elec 


products. 


This and 


cet NE Sherarduct 


RIGID STEEL CONDUIT 


That's why so 


Easy bending and fast installation go hand in hand 
many cost conscious contractors prefer National Electric Sherarduct 
rigid steel conduit. They've found the gradual heating and cooling 
of NE’s Sherardizing process of dry galvanizing normalizes the metal 
in an annealing-like process that assures easier working, forming 
and bending on the job 

And they like other Sherarduct features as well. For example: 

EASY FISHING . In addition to a smooth inside surface 
Sherarduct’s accurately cut threads let conduit ends butt inside the 
coupling .. . eliminate gaps that interfere with easy fishing 

LIFETIME PROTECTION AGAINST CORROSION . . . The 
Sherardizing process that alloys zinc with the conduit wall, plus a 
baked-on Shera-enamel coating fortifies Sherarduct against rust and 
corrosion for life. All surfaces, including the hill and valley of every 
thread, are securely protected against corrosion 

Write for a free copy of our Sherarduct facts book. You'll see why 
Sherardizing makes Sherarduct “galvanized conduit at its best.’’ 


Sherardizing is galvanizing at its best 


3Plants e 
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Listed by Underwriter 


10 Waret 


LIFE-TIME CORROSION PROTECTION 


EASY FISHING 
ZINC PROTECTED THREADS 
STRONG COUPLINGS 
THOROUGH “GROUNDING 
EASY BENDING 


Laboratoru 


Sherarduct is galvanized conduit at its 


| National Electric Products 


GH, PA 


juses $6 


Ine 


Like Easy Bending — 
; 
} 
Ses 
BE 
“7 


Always 


UNIVERSAL 


PORCELAIN 


“ELAY PRODUCTS CO. 
(1549 EAST FIRST ST. 
SANDUSKY, OHIO © 


selling!" 


“Here they are—pride of our organization—-fresh from a week of hard 
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NEWS 


Continued trom page 86 


gether, the external surface painted 
with an asphaltum compound, and a 
sleeve (of next larger size conduit) 
slid over the joint. Stipmetal clamps 
over the sleeve kept the joint from 
separating 

Most of the underground pulls (of 
cable) were made by hand with com 
parative ease. Where necessary, cable 
lubricant was used on the longer runs 
and those involving numerous cables 
On conduits, up to 1'2-in. in size 
cables were pulled in at ground level 
before the were dropped 
into the trench. This meant a pre 
dominance of “straight-pulls” in large 
open areas without being handicapped 
by elbows and offsets 


raceways 


Even at substation locations, con 
ductors could be pulled through the 
conduits at ground level before the 
conduit and cables were trained up 
and connected to switch enclosures 
Terminations of the plastic raceways 
at secondary switches were made et 
fectively with standard squeeze-type 
connectors (normally used on flexible 
metal conduit). These techniques were 
said to have resulted in substantial 
savings in cable pulling time compared 
to requirements of standard under- 
ground raceways systems 


Continued from page 80 


hands were tied by excessive fixed as 
sets (financial management), and 5.0 
per cent said it was just the cost of 
operating the business (financial man 
agement) that they couldn't keep up 
with. A few—-0.6 per cent—blamed 
poor location (general management) 
These figures add up to slightly more 
than 88.9 per cent because of failures 
attributed to a combination of ap 
parent Causes 
e Pin Down 
ure, is difficult to pin down statistically 
but the percentages do indicate that 
it is the man who makes the business 


Ot course, human fail 


even when the going is rough 


Pecslee-Gaulbert 
Advances Two 


LOUISVILLE, KY Iwo officials 
of the Peaslee-Gaulbert Corp. have 
been promoted to new posts 

R.H 


of the distributor's television and ma 
jor applianc ¢ department He had 


Means is the new manager 


been sales manager of major appli 
ances 
W. D. Edens succeeds Mr. Means 


Mr. Edens was formerly sales promo- 
tion manager for major appliances 
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Better Designed 
Better Built 
Better Finished! 


ALL CLAMP SCREWS ARE STAKED! 


Raco clamp screws cannot work loose. Clamps and screws and boxes 

are always completely assembled when received. Clamp screws are 

extra long with tapered points for easy starting. 
Pri-Outs easily removed with 
one quick, easy twist of a screw- 
driver. Properly located for 
side or bottom entry. 


All Raco Octagon Boxes have 


Nail holes for quicker, 
rounded corners for perfect fit 


easier mounting. : 
. in a round hole. 


The illustration at right shows 
how the Raco Pri-Outs are 
used in both side-entry and 
bottom-entry installations. 


RACO BOX No. 149—-N CLAMPS 


There's lots of wiring room in this pop- tw RACO N CLAMP 
ular Raco 4” Octagon Box. Illustrated 5 , Arrows Indicate 
with the N Clamp for non-metallic a Pressure Points 
cable, it is available with any type of , 
clamp to suit your needs. 


Non-Metallic cables are gripped se- 
curely by the Raco N Clamp. Stand up 


design holds clamp open to receive 


you’LL SAVE MONEY cable. No fumbling. Smooth surfaces 
WHEN YOU INSTALL 
RACO BOXES 


January, 1956--ELECTRICAL WHOLESALING 


/ - 
| 
4 
| 
fie 
< 
a 
| 
- A y A at 
. 
\ 
0 
( 
a 
pee 
Cc 
4 


CALENDAR OF EVENTS 


National Assn. of Home Builders 

Hilton, Sherman Hotels 
Chicago Coliseum 

Chicago, Ill 

January 22-26 

Displays 


hon 


Conrad 


meetings, merchandising 


National Rural Electric 
Association 
Annual Meeting 
Kiel Auditorium 
St. Loui Mo 
January 24-26 
Meetings 


Cooperative 


Plant Maintenance & Engineering 
Show 
Conference 
Convention Hall 
Philad Iphia Pa 
January 24-26 
attention to chemical, oil 
paper mill-paper 
textile and 
industries 


Spec ial 
refining prod 


uct air transport 


Hlectric League of Los Angeles 
Annual Meeting 
Hollywood-Roosevelt Hotel 
Hollywood, Calif 

24 


Speake rs, 


January 


banquet, awards, enter 


tainment 

Southeastern Electrical Wholesalers 
Assn. 

Sixth Annual “Industry Day 

Atlanta Biltmore Hotel 

Atlanta, Gia 

February 2-3 

Speaker panels 


Rochester's Electrical Exposition 
Ihe Electrical Assn. of Rochester 
Inc 
New War 
Rochester 
Pebruary 
xhibits 


Memorial Hall 
N. ¥ 
18 25 


meetings, awards 


Nat'l. Adequate Wiring Bureau 
12th Natl A. W 
La Salle Hotel 
Chicago, Il 
February 24-24 
Mectings 


Conference 


addres 


displ iVs 


North Central Electrical League 
Midwest Electrical 

Convention and Trade Exposition 
St. Paul Hotel, Municipal Audi 

torium 
St. Paul 
February 
Exhibits 


Upper Industry 


Minn 
29 


meetings, awards 


National Electrical Manufacturers 

Assn. 
Pdgewater 
Chicago, Ill 
March 12-16 
Winter 


Beach Hotel 


meeting 


Industrial Electrical Exposition 
Central J Electrical Leaguc 
Trenton Armory 
Irenton, N. J 
March 13-15 
Biennial 


manufacturer 


y 


exposition sponsored by 


wholesalers, utili 


ties, agents, inspectors 


Klectrical Industry Show 
Shrine Exposition Hall 
Los Angeles, Calif 
April 5-7 
xhibits 


conference booths 


Electrical Maintenance Engineers 
Assn. 
Nat'l 
Show 
Shrine Exposition Hall 
Los Angeles, Calif 
April 


Biennial Flectric Industry 


conference booths 


Electrical Manufacturers’ Representa- 
tives Assn. of Michigan, Inc. 

Ninth Flectrical Exhibit 

Detrow Artillery Armory 

Detroit, Mich 

April 24-26 

Exhibits 


Rocky Mountain Electrical League 
Annual Spring Conference 
Shirley Savoy Hotel 
Denver. Colo 
April 29-May | 
Speakers 


discussions 


meetings, exhibits, panel 


iwards, banquet, en 


tertainment 


Eastern Electrical Wholesalers Assn. 
Annual Dinner 
Waldorf-Astoria 
New York N y 
May 5 
Banquet 


and Dance 


Hotel 


entertainment 


National Electrical Manufacturers 
Assn. 

Ihe Homestead 

Hot Springs, Va 

May 10-12 

Major appliance division 


Pacitic Coast Electrical Assn. 
Annual Convention 
Desert Inn, Royal 

Frontier Hotels 

Nev 


Nevada New 


Las Vegas 
May 14-16 
Meetings, golf 

tertainment 


banquet, ladies en 


No exhibits at meet 


ings 


Edison Electric Institute 
24th Annual Convention 
Atlantic City, N. J 
June 4-7 
Meetings onferences, talks 

National Association of Electrical 

Distributors 
48th Annual Con 
Chelse Ambassador 
Atlantic ity, N. J 
June 10-14 
Apparatus 

Meetings 
major appliances 


vention 


Hotels 


hous Wales 
hooths No 


suppli 
conterence 


radio or 


Materials Handling 
trd Annual 
Lake Placid 

17-30 


Industrial training 


Training Conferenc 
N. ¥ 
June 


National Electrical Contractors Assn. 
SSth Anniversary Convention 
the National 

I x position 
Sheraton-Palace 
San Francisco 
September 23 
Mectings 


ence hax ths 


with 


ond Electrical 


Hotel 
Calif 


speakers iwards, confer 


Lake Michigan Club 
French Lick Springs Hotel 
French Lick, Ind 
September 29-October 
Speakers, golf, entertainment 

National Electrical Distributors Assn. 
Pacific Zone 
Westward-Ho 
Phoenix, Ariz 
Late September 
Meetings 


Hotel 
early October 


inels 


International Association of Electrical 
Leagues 

2Iist Annual Conference 

Sheraton-Cadillac Hotel 

Detroit, Mich 

October 3-6 

Meetings, elections, awards 
Rocky Mountain Electrical League 

S3rd Annual Fall Convention 
Hotel 
Colorado Springs, Colo 
October 7 10 
Speake rs, meetings 


Broadmoor 


exhibits, awards 
National Electrical Manufacturers 
Assn. 
Annual Meeting 
Traymore Hotel 
Atlantic City, N 
November 12-16 
Meetings, speakers 


iwards elec 


trons 
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Safe, dependable, long-lasting and trouble-free panelboards for 


lighting branch circuits and other similar needs are a A specialty. 


Lighting Panelboards are standardized 


Listed by the Underwriters’ Laboratories, Inc., for labet service (A 


design, but tailored to fit 


any need, Column type and Dustite also available, 


( Lighting Panelboards are of two types —~ the Circuit Breaker 


and Switch and Fuse virtually all have been specifically designed to 


make additions of circuits and changes 


in capacities an easy task. 


Another popular feature is that virtually all are of the panel base 


assembly type which means all components are packaged for quick, 


easy assembly on the job. 


and 50 amps., 
single _— or 4 wire, three phase. 
30 amps., 
disconnect for 3 
phase, 


are of the quick make and quick break 


your nearest @) representative listed in Sweet's 


January, 


Insist on 


Capacities of the Circuit Breaker type are 10, 15, 20, 30, 40, 


4 to 42 poles with main lags or circuit breaker, 3 wire 
Switch and Fuse capacities are 
8 to 4O S. P. circuits with main lug or safety type main fuse 


115, 


All circuit breaker and switch and fuse units 


wire single phase, 230 volts and 4 wire three 


120-208 volts. 
k type. 
Contact 


(4) Panelboards for all lighting branch needs. 


for further information. 


ast, Lows 3, me: 
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CHOOSE FROM THESE 
FOUR TYPES 
QP QUICKLAG P, a hermaln 


ker type Feat rout breakers 
agains 

rewiless 

etween cifcuit 


ng are other 


it breaker 


features Qs 


 LNTP 


makers of: 
busduct + panelboards + switchboard: 
service equipment + safety switches 


load centers + Quikheter 


FOR ALL LIGHTING BRANEH CIRCUITS 
™ 
wi 
ve 
my wwence bu 
feature 
Circuit or tele tenn fer 
TM. a the t breaker type with 
and severe ov 
‘ ‘ ra Combines 
| iw b 4 
single pole vy duty tu four 
ut standardized sect 
91 
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PERFORM BETTER 


All these ... and more... for 
YOUR BEST CONNECTIONS 


U/L AND CSA TESTED HI-RUGGED STRENGTH 
PURE COPPER RE-USABLE 
100%. CONDUCTIVITY ALL WIRE SIZES 


COOLER OPERATION ECONOMICAL 


WRITE FOR 
80-PAGE CATALOG 
ILSCO CORPORATION 


5746 Mariemont Ave. 
CINCINNATI 27, OHIO 


7 sizts 


LEGAL HOLIDAYS 


Legal holidays which fall on Saturday 
or Sunday are omitted in this calendar 


JANUARY 
1 All states—-New Year's Day. (Ob- 
served on Monday) 

19 Alabama Arkansas, Florida, 
Georgia, Kentucky, Louisiana, 
Mississippi, North Carolina, South 
Carolina, Tennessee, Texas 
Robert FE. Lee’s birthday. (Some 
banks remain open, Monroe and 
Palm Beach counties, in Florida 
and North Carolina) 

19 Virginia—Lee-Jackson Day. (Some 
banks remain open) 

30 Kentucky—Franklin D. Roose- 
velt’s Birthday 


FEBRUARY 

12 Lincoln's Birthday falls on Sunday 
Some states do not observe this 
day as a legal holiday 

14 Arizona—-Admission Day. 

22 All states except Idaho, Nevada, 
Oklahoma—(Optional for banks 
and businesses to remain open) 


MARCH 

2 Texas—Texas Independence Day 

15 Tennessee Andrew Jackson's 
Birthday 

30 California, Connecticut, Delaware, 
Florida, Illinois, Indiana, Lou- 
isiana, Maryland, Minnesota, New 
Jersey, North Dakota, Pennsyl 
vania, South Carolina, Tennessee 

Good Friday. (Hours for banks 

and business firms to close varies 
in California, Florida, Pennsyl 
vania, South Carolina) 


APRIL 


12 North Carolina—Halifax Declara 
tion of Independence. (Some banks 
remain open) 

13 Alabama, Missouri, North Caro- 
lina, Oklahoma Thomas Jeffer- 
son's Birthday (Optional for 
banks to close in Oklahoma, North 
Carolina, banks remain open in 
Missour!) 

Maine, Massachusetts Patriot's 
Day 

New Hampshire——Fast Day 
Alabama, Florida, Georgia, Missis- 
sipp: Confederate Memorial Day 
(Banks in Monroe, Palm Beach 
counties usually remain open) 


MAY 


4 Rhode Island—Independence Day 
Arbor Day 
Continued next month 


Sources: Manufacturers Trust 
Co., New York, N. Y.: Domestic 
Distribution Dept., Chamber of 
Commerce of the United States, 
Washington, D. ¢ 
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CAROL CABLE COMPANY 


Division of the Crescent Company, Pawtucket, 
Serving Industry for more than 30 years 
*FOR COMPLETE INFORMATION, WRITE DEPT. EW 
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SPLARY GYROSCOPE OTTAWA Ltd 


mark up STEADY Lighting Sales Boosted 


year-round 


with the 


handy turn-off 
Time Switch 


illustrated 
No. 9015 


Provides automatic 
time control of: 
Farm and Stove Lights 


Industrial Ventilating 
Systems 


Garage Lights 

Heating Units-Neon Signs 
Air Conditioners 

Attic or Window Fans 

Gas Station Rest Room Locks 


The MARK-TIME 9000 Series Handy 
Turn-off Time Switch is a “natural” 
for contractor sales, It's as easy to 
install as a toggle switch in a stand 
ard wall box interchangeable with 


Exclusive HOLD 


feature makes it easy to use as a 


the toggle switch 


standard toggle switch. Built for long, 


dependable service 


3 fast selling turn-off units for 
LONG and SHORT timing cycles 
9021—3 minute cycle, 9024—1 hour 
cycle, 901512 hour cycle 


Manutactured and Sold in Canada by 


M. H. RHODES, Inc. 


Hartford 6, Connecticut 


Ottawa, Ontario, Canada 


© Test programs conducted by two utilities show that home 


lighting sales can be boosted. 


© Greatest potential market is the existing home; lighting 


fixtures sales increase at least 15 per cent. 


EW YORK, N. Y That improved 

residential lighting can be sold in 
volume and at justifiable expense, is 
claimed to be shown by two utility test 
programs which have just completed 
the first vear of operation 

The basic objective of the programs 
is to sell complete light conditioning 
not only in the new home market. but 
in the vast market of existing homes 

Kansas Gas and Electric Co., and 
the Mississippi Power & Light Co 
hegan in the late fall of 1954, con 
trolled promotions of the “Light for 
Living” program in the metropolitan 
areas Of Wichita, Kan., and Jackson 
Miss 

The plan was developed and the 
initial year’s activity coordinated by 
Ebasco Services, Inc., for the General 
Electric Co. lamp division 
© Four Concepts—The program, so 
far, has developed four principal con 
cepts 

|——-Continuing promotion, it has 
heen found, is one keynote to success 
ful market stimulation 

)——Full-time supervision of lighting 
sales, under the direction of a residen 
tial lighting supervisor, to carry out 
mass sales promotion and personal 
customer contacts. The latter serves 
to offer “leadership by example” to 
lighting equipment suppliers and in 
stallers fixture 
promotion and creative selling can be 
profitable 


demonstrating that 


}—An all-inclusive promotion in 
the new and existing home fields. and 
covering all types of portable, fixtures 
and structural lighting, is necessary 
for a successful operation. Promotions 
aimed only at a segment of the market 
meet with only mediocre success 

4—-Light conditioned homes are 
the major objectives of the direct-call 
lighting specialists. It has been found 
that a complete or outstanding relight 
ing job in a neighborhood, or an area 
becomes a conversation piece pro 
voking desire and making for dissatis 
faction with present inadequate light- 
ing on the part of other homemakers 
The sale of small lighting additions to 
every home fails to arouse interest 
and generates no enthusiasm for a 
major modernization 
© Distributors Percentage-—The dis 
tributors cooperating mn the progran 
reported that lighting fixture sales in 
creased at least 15 per cent, with some 


increases as high as 49 per cent 


home contained 


the electrician to 


ELECTRICAL WHOLESALING—Jonvary, 


In addition, fixture suppliers found 
that fixture sales home improved in 
size, quality and price per fixture 
Portable lamp dealers also reported 
volume increases of from 15 per cent 
to 70 per cent together with a grow 
ing customer awareness of lighting 
quality, Builders of over 65 per cent 
of new homes were sold on increasing 
the number of fixtures per house, as 
well as improving quality 

Ihe two participating utilities said 
that they went into the program with 
the understanding that they vould 
probably not break even” in ti. first 
year of operation. However, results in 
both areas showed that new business 
is being added at the rate of $1.00 of 
estimated annual revenue for each 63. 
of increased promotion expense. Even 
better operating ratios are expected in 
the second and succeeding years 
e 110 A Month—So far an average 
of 110 fixtures per month have been 
sold to existing homes through th: 


direct efforts of lighting specialists 


Lighting demonstratior pecialist i 
Jackson, M f Ww if re f her 
wn prospect necking gnting ww 


new home 


A Wichita peculative 


builder 


agreed to put light conditioning into 
his model home for a 125-unit tract 


These houses, in the $13,000 class 


ist year contained 12 fixtures for a 


total of about 1,000 watts of perma 
nently installed lighting. The model 


fixture outlets and 


i total of 2,800 watts of permanently 


installed lighting. At first the builder 
planned to offer hght conditioning as 


in extra, bul viewer action during 


the first few weeks led him to order 


install light cond 


tioning in the entire tract 
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taining to your men 


YOU PASS THE 
PLUS 
_ OF MASONRY ANCHORS? 


an effective 


“ANCHORING TRAINING PROGRAM’’ 


that will show them how and where to get this profitable 


‘extra’ business. 


PROFITS 


Your nearest RAWLPLUG branch can present to your men 


The program is a brief full-color slide presentation...de- 
signed by experts in the field... using the latest techniques 
to make solid “how-to” information interesting and enter 

.to equip them to give sound, intelligent 


advice and increase your sales 


ANCHORING DEVICES ARE AMONG YOUR MOST PROFITABLE ITEMS. 


Call your nearest Rawlplug branch 
today...there are 31 in leading cities 

they will put on the program for 
your men 


BRAWL TAPERS 


BRAWL HAMMER SETS 


ORIVES 


RAW 


RAWL- ANCHORS 


THE 
RAWLPLUG Co., Inc. 


RAWLORILLS 


RAWLPLUGS 


271 Church St., New York 13, N. Y. 


RAW 
LAG SCREW CARBIDE 
SHIELDS 7 


LETTERS 
Continued from page 2 
ice in the flooded Naugatuck Valle’ 
We have received ountless expres 


sions of thanks trom our customers 


verbally and we have received also 
many letters of commendation as to 
the way we operated in the emergency 

How your ourc information 
completely missed us is to me extreme 


ly mysteriou 


THOMPSON 


SALES MANAGER 


GENERAL ELECTRIE LPPLY CO 


BRIDGEPORT 


e We apolo ize to Mr. Thompson and 


to any other distributors who might 
have wondered how we missed them 

When we decided to prepare this 
special report, we realized we prob 


ahly would he guilty of a few “errors 
of omission But we felt that these 
vould he outweighed hy the double 
ioh we could do for the electrical 


wholesaling industt hy (1) showing 
distributor vhat steps to take when 
disaster trikes and hy (2) showing 


how mnportant the ervice of the elec 
trical distributor are to his customers 
when disaster trike 

The fact that we invled out and 
ypotlighted the efforts of a few hole 
valers isn't intended as a special cita 
tion for these firms alone; it's intended 
for the industry as a whole. On the 
yvecond page we Say “The stories ap 
pearing in thi ection are typical of 
the experiences of many wholesalers 
and their customers who were struck 


hy the flood disaster 


NEWS 


NAED-Harvard Course 
January 8 Through 27 


( MASS The $cc 
ond NAED Executive’ Training 
Course, as organized and administ red 
by the Harvard Graduate School of 
Business Administration, will be held 
here, January & through January 
Registration will he held on January 
8 from | to 4:40 p.m 

Prot. Harry I Tosdal, of Harvard 
University, is in charge of the course 
K I Csreen is chairman of the 
NAED Education Committee handling 
the arrangements. The committee will 
meet with the graduates at a dinner 
to be held on January 26 The cur 
riculum consists of the case history 
s designed to 


study method which 
vive executives training to meet, con 
sider and solve the operational prob 
lems in their present and future busi 
ness 

The first such course was held June 
20 through July 9, 1954 (EW, Aug., 
‘$4, p. 40) and proved very successful 
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Gives You a COMPLETE LINE 


CRESCENT products are well and favorably known for une. 
celled quality ard satisfactory service. Comprehensive stocks an: 
many years of a sound wholesale distribution policy make CRIS 
CENT your best source for insulated wires and cables. 


EXPERIENCE 


CRESCENT 


WIRE & CABLE 


CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON, NEW JERSEY 
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QUAD ROUND REFLECTORS 


DELIVER MORE 


USEFUL 


LIGHT ON THE JOB:--- 


Enclosed Floodlight 


| 

Heat Resisting | 
Glass Cover | 


Wide Application Increases Demand 


Porcelain enamel reflector gives you: 
1. Higher reflectance factor 


2. No deterioration of reflector 


over the years 


Round floodlights are available: 


1. Enclosed with heat and impact resisting 
clear glass covers 


2. Open with or without detachable wire 


guard 


e In common with all QUAD floodlights, these 
units have the advantage of multiple mounting 
and individual light control features. Reflectors 
for 300-500 watt and 750-1500 watt are both 18 
inch diameter, but vary in over-all depth. This 
dimension is 21 inches for the 1000 watt size. 


surface 


32 S. PEORIA ST. 


When you sell QUAD Reflectors 


You Sell 


Customer Satisfaction. 
QUADRANGLE MFG. CO. 


CHICAGO 7, ILL. 


| 


TAKES OFFICE JANUARY FIRST: 


Edmund Orgill, president of Org 
Brothers G Co was elected Mayor 
Mempt Terr in last Nover 
yer elect { p 


cerely hope 


the occasior 


Joseph Orgill, Jr., 
New President Of Firm 


MEMPHIS, TENN Joseph Or 
gill, Jr., has been selected as president 
and treasurer of Orgill Brothers & Co 
Former President Edmund Orgill had 
leave of absence since Sep 
17 


been on 


tember when he announced him 
self asa candidate for Mayor ot Mem 
phis He was November s 
election 


Joseph Orgill, Jr., a 


elected in 


the 
former worked in al 
most every the 
his graduation from Yale in 1927, Mr 
Orgill has worked in the warehouse 
and on the road as a He 
headed up the depart 
ment, supervised warchouse Operations 


cousin ol 
president, has 


capacity al firm since 


salesman 
firm's credit 
and designed the company's new build 


ing, as well as subsequently supervis 


ing its operation At the same time 
Mr. Orgill took part in the purchase 
and sales of certain classes of met 


chandise and supervised the 

of the 1.B.M. department 
Kenneth W. Orwgill ts the 

tary, while Fred Orgill 


Morris will continue a 


operation 


new gccre 
John W 


ice pre sidents 


and 


Owens-Corning In AW 
NEW YORK, N. ¥ 


60 leaders in the 


A group of 


electrical utility in 


dustry, wire and cable, household ap 
plhance and other fields met recently 
at the New York sal branch of the 
Owens-Corning VFiberglas Corp. The 
subject under discussion was the con 
tinuing need for apprising the public 
of the need for adequate wiring Paul 
Brooks, vice president, American Gas 
and Electric Service C.« p spoke on 
the importance of adequate wiring 
Owens-Corning announced it is taking 
steps to help support the National 
Adequat Wirtng Bureau's program 


ELECTRICAL WHOLESALING—Janvary, 1956 


sence from the firm. Of his new job j 
Mr Org aid an th be 
cause rcumstance eemed to almost 
demand my ering 
By 
that | will prove equal t 
| 
= 
= 
‘ 
agg 
| 
98 


there i 


or feel... for Para 


From POWER CABLE 
to FIXTURE WIRE... 
you'll find Paranite 

quality high .. . service 


DIVISION ESSEX WIRE CORPORATION 
outstanding! 


FORT WAYNE G, INDIANA 


MANUFACTURING PLANTS: Birmingham, Ala; Anaheim, Calif; Jonesboro, ind Merion, tnd 


Warehouses” and Sales Offices 


Upper Derby 
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Electric ar know me Variou rypes Gsrow! aware ot the elle oft 
. 
| ot wire and cCabie, of at they are ace prod that thi invisible ingre 5. 
and their proper application Bur A ade possible wholesalers and trac 
| 
Paranite products an extra that tors coined a phrase decades ago expre 
you Cannot set y their confidence in Paranite: “If It's 
is a perfectionist Paranite, It's Right In the course of ‘ 
4 Paradoxically good enough 1S nol the company a opted Chis trace ge 
good enough at Paranite, for since the phrase as its 
ra pany was founded 66 years ago, it True in past year more true today' ’ aes 
has been motvated by the desire to make The i le ingredient rill sile | 
a etter product each lay than the da assure you that ever of Para 
betore, if humanly pe e. Th Wire and Cable iS nearly perte 
a habit a tradition, and today 15 the an hand a ike ut if 
in ible ingredient Inodern equit ent and Cautious testin; 
if 
*Atianta, Georgia, Boston, Massa a), Pennsyly Bocheste 
husetts, “Ch now evelond Ang jew York, * 
*Detroit, Mick New jersey, Omaha, Nebraska, *Port fornia cattle 
gan, Martford ane nd egon, [Philo Washing prngheld 
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WHAT YOU SHOULD KNOW 


ABOUT 


STEPDOWN TRANSFORMERS 


(YOU CAN SELL THEM) 


Stepdown Transformers are compact and economical units that can be plugged 
into a 200/240 volt power supply to provide 115 volt 60 cycle current, 


The ever increasing trend toward distribution of power at higher voltage brings 
about conditions where old 110 volt lighting circuits are often changed to 
240 volts. Under such circumstances electrically powered office equipment and 
small shop tools requiring 115 volts, can obtain their source of power by 
being connected to an Acme Electric stepdown transformer 


(EXAMPLE 1) 

in @ suite of doctors offices, window air conditioners, requiring 230 volts, 
necessitated changing the entire electrical system of the suite to 230 volts. 
individual stepdown transformers ranging from 65 watt to 500 watts were 
then used to supply 115 volt current to the electric equipment in this suite. 
(EXAMPLE 2) 

A manufacturer of dresses, transformerized each sewing machine so that 
individual machines could be shifted in production from one style to another, 
simply by plugging into the 230 volt power circuit 


These are instances where Acme Electric stepdown transformers have 
economically solved a problem 


The 85 and 125 wott capacity units 
have 2 to | ratio windings for use on 
nominal input of 230 volts These units 
are supplied with primary cord and 
plug end are designed with built-in 
female receptacite for secondary 
connection 


Unite of 200, 300, 400, 500 and 
1000 watt capacity heave 200-220- 
240 volt primary taps. Connections 
may be made by removing cover 
plote on end bell. Heavy duty, 
primary cord and integral eviput 
plug furnished 


The 2000 watt capacity 
unit is designed with 
@ large connection box 
with knock-out holes te 
permit conduit connec 
tien. Unit may be 
mounted in mos! prac 
tical and convenient po 
sition. Mounting bose 
aviematically provides 
for free air circulation 


Write for Stepdewn Transformer 
Cataleg and prices 


ACME ELECTRIC CORPORATION 


O71 WATER STREET CUBA, N. Y. 


West Coast: 1375 W. Jeflerson Bivd., Los Angeles, Caiif 
In Canada: Acme Electric Corp. Utd. * 50 Northline Rd., Toronto, Ont. 


selective distributor policy and in many 
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Minnesota Electric 
To Expand Plant 


WILLMAR, MINN Minnesota 
Electric Supply Co. recently completed 
purchase of a 280-foot square plot of 
ground on highway no. 12 for ex- 
pansion of its home plant 

Ihe distributor is planning the con- 
struction of a building measuring 100 
by 200 feet as a project for 1956, 
Harry W. Linder, president, has an- 
nounced. The new building will be a 
warehouse and salesroom, and is only 
a part of future planned expansion 

President Linder stated that plans 
are being made toward the forming of 
other branch offices in other western 
Minnesota towns, necessitated by a 
business volume increase of about 40 
per cent during the past year. 

The company’s branch in Alexan- 
dria, Minn., is now located at 1207 
Broadway 


Distributors Recognize 
Costs Problem 


ST. LOUIS, MO.—In a 
speech before The Missouri River 
Club, Lester E. Barrett, NAED presi- 
dent, and president of Barrett Elec- 
trical Supply Co., spoke on “Distribu 
tion, 1955.” 

In his address, Mr. Barrett noted 
that industry in general, with sales and 
production on the upswing, had been 
experiencing a downward profit curve 
Ihe solution to the problem, industry 
decided, lies in distribution 

The electrical distributor has been 
having his trouble with all of this, 
too,” he said. “Plagued with the rising 
cost of performing the functions of 
warehousing, sellings, extending credit, 


recent 


etc., he also suffers from the state of 
confusion in how to utilize his sales 
force.” 
e Cost Conscious— Ihe electrical dis- 
tributor today, Mr. Barrett assertcd, is 
cost conscious I feel it is at this 
point that a way may be found to 
really cut the so-called ‘cost’ of dis 
tribution, if the manufacturer can 
begin to unravel the intertwined costs 
of multiple methods of distribution.’ 
Mr. Barrett remarked that he had 
been privileged not too long ago, “to 
look at some figures which were com 
piled on the operation of one district 
office of an electrical equipment manu- 
facturer. By way of background—this 
company utilized their own sales or 
ganization exclusively until about 20 
years ago when they began to ‘take 
Their policy 
since then has been one of utilizing 
both their own sales and distributing 
Organization and the organization of 
They have a 


on electrical distributors 


the electrical distributor 
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who 
will sell the 


could your salesman! 


Sometime soon the Millionth AMPROBE snap-around 
pocket volt-ammeter will be sold. To celebrate the big event, 
we’re sending the salesman who rings up AMPROBE’S 
Lucky Millionth Sale on a once-in-a-lifetime Paris holiday. 
Your salesman may win a wonderful “dream vacation” 
for two in the fun capital of the world—flying to Paris and 
back—aboard a deluxe Pan-American Clipper. 

PYRAMID INSTRUMENT CORP., LYNBROOK, N. Y. 
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BRIGHT NEW STONCO PROFIT-MAKER 
HAS MANY SPECIAL SALES ADVANTAGES 


Bell Holder tor medium 


. NEW OFFICERS of Cutler-Hammer 
.. corrosion resistant f the board and chairman 
tt 
assures long lamp life ° 


instances they adopt a singular dis 
tribution 
This new addition to Stonco’s full-line = grip-space provides quick relamping ¢ The Figures Here, are the figures 


of outdoor lighting equipment has and eliminates “frozen bulbs.” Last year, this particular office did 
many special, profit-making features ONE SOURCE. Stonco’s full line of $656,000 volume. Of this volume 
It's a fast moving, big-selling floodlight outdoor lighting equipment offers one $325,000 was done through the elec 
designed to do hundreds of lighting source for all types of outdoor light trical distributor—-the balance $331 
jobs, safely, efficiently in any weather ing and related equipment. Write for 000 was done direct. In other words 

Most important, this newly-devel catalog for full details on the Bel! they did about one-half their business 
oped Stonco 40-L Bell Holder is “air Holder and other products. See fi direct. The direct business involved 
conditioned” to burn cooler. Lamps yourself why Stonco special feature over 2,500 separate orders and in 
‘ast longer. They're easier to remove mean competitive products that mo voices——the distributor business about 
when necessary, too, because extra faster bring in more profits 400) 


Over 81 per cent of the items sold 
direct were ¢ irried in stock by the 


electrical distributor. The direct busi 


ness, according to a conservative esti 


mate involved an expense of over 
$28,000 compared with an estimated 
expense of $3,000 for the distributor 
portion of the business. These esti 


At. 


mates excluded any consideration of 


expenses involved in compensating the 
salesmen or district manaver. The dis 


trict manager complain that he and 
other sales personnel have difficulty 
vetting out of the office away from 


routine matters 

Mr. Barrett concluded I don't 
know what top management will do 
if anything, when they look at these 


figures. | do know management is seri . 
ously interested in increasing ther 


business and their profit rate. These 


q ° figures should give them some food for 


. f thought it least they may figure out 


some way to release these high priced 


’ salesmen from routine clerical work 

| Form Hotpoint Appliances 
Apphance Sales Co i division of 
General Electric Distributing Corp 
. : Kenilworth, New Jersey has been established as of November 
: ; 15, 1955. This new division reports to 
C. R. Pritchard, who ts president and 
; ° veneral manager of the new division 
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Marshall-Wells Makes 
Top Level Changes 


DULUTH, MINN I hree top 


level changes were announced last 


TROUBLE-FREE . month by the management of Mar 
shall-Wells Co 


H. J. Sobiloff, formerly acting presi 
dent and chairman of the board, has 
oo been named president and chairman 
; of the board of the hardware and 
INSTALL Pierce 


Fuses Operate 
10 to 40% Cooler! 


Unique screened venting 

permits air to circulate . _ 
freely through Pierce Fuses. M. R. Twiss N. W. Diehl! 
This allows free escape of 


housewares distributing firm. He is 


excess heat — prevents rapid 
chairman of the board of Ambrook 


charring and deterioration 


of the fuse case, as Industri which recently purchased 


: controlling interest in Marshall-Wells 
in ordinary fuse 
Pierce i M. R. Twiss, formerly a vice presi 
construction. 
dent of the company, has been pro 
Fuse Cases moted to executive vice president 
4 ‘a succeeding I M. Hatfield, who re 
cently resigned. Mr. Twiss also was 


Last 6 to elected to the board of directors otf 


the United States and all of the Cana 


Times Longer! dian operations ot the company and 
of the Zenith 


was named president 


Yes, this venting actually 2 2 Machine Co., a laundry equipment 


makes Pierce Fuse cases last manufacturing subsidiary of Marshall 


6 to 8 times longer! No 2 Wells 
wonder these time- N. W. Diehl, formerly assistant to 
reved, renewable the executive vice president, has been 
named manaver of the general services 
Gre 60 Unnecessary a department [his is a new division otf 
popular! the firm and includes the printing 

ows 


cataloging, systems procedures 


Pierce Screened vent sections of the operation 


ing and balanced lag COLD 


links prevent wasted links AJR Emerson Forms Division 
during safe overloads. ST. LOUIS, MOA new division 


i the suilde Sale 
No More Danger of Afterblows called the Home Builders Fan iles 
division, has been formed by Emerson 


Since dangerous gases and heat Electric Manufacturing Co. The divi 

have free escape, Pierce Fuses sion will spearhead an aggressive sales 

are your insurance against program behind the companys new 
afterblows. line of attic and vent fans 


EASY TO SELL! “REPEAT” BUSINESS ! Lightolier Contest 
Winners Announced 
Pierce quality construction its reputation for NEW YORK. N.Y The results of 


safety, long life and freedom from the troub 
of f | 4 Lightolier’s third sales contest, con 
orainar vses P 
build fe preenge ducted among distributors of the man 
soun 
y for tuture business. ufacturer’s “Portfolio” line, have been 


WRITE TODAY for this factual bulletin. Start now announced 
to enjoy Pierce profits Also a complete line of The contest, which ope ned on Aug 
quality non-renewable fuses) ust 1, 1955, covered a 60-day period 


The company announced that it would 
ENEWABLE ES, INC pay salesmen from one to three dol 
e lars, per fixture sold, from among 


LEICESTER YORK those included in the contest I he 


ten top winners were iso to receive 
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We have a house to put in order... 


E HAVE A HOUSE to put in order and it’s the 


house where America lives 


Of our country’s many million homes, more than | out 
ot every 10 are out-and-out slums. Nearly one-half of 
all American dwellings are in poor to “fair” condition, 


and urgently need basic repairs 


Something must be done—both to correct the slums 


of today and prevent the slums of tomorrow 


How do slums start’? Usually just one house starts to 
slide downhill and soon a whole block changes. Pride is 


lost. Other houses are neglected, decay spreads 


So the 20 million homes in need of basic repair and 
improvements deserve equal attention The time to stop 


the spreading blight of slums ts before it starts 


What's your stake in stopping slums? 


If you think your town is different, just look around you 
If you think slums only affect persons who live in 
them, think again 


Slums raise taxes and lower property values of the 
whole town. They raise rates of crime, delinquency and 
disease. Everyone has a real stake in stopping slums 


And that includes you as a businessman 


Your firm is certainly dependent on the welfare of the 
community where you de business. But it's more than 
good business—it's good citizenship to take part in efforts 
aimed at civic improvements It's the responsibility ol 
every business. 
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What can your firm do? The answer to America’s hous- 
ing problems starts with individuals. But to roll back 
Slums is such a big job it's going to take more than indi 
vidual effort. It will need the cooperation of your busi- 


ness and many others 


Some slums should be torn down and a fresh start 
made. Others can be remodeled and made to conform 
to better living standard ) ) up to you to support 
every sound program which seeks adequate housing for 


all our people 
New help is now available 


There is a new national, non profit orzamization called 
A ( [he Arner 
Neighborhoods —which is desi med to help all individuals 


in Council lo Improve Our 


or group interested in puttin » America 6 house in order 


Send for a free copy of “ACTION 
A.C.1T.1L.0.N. is and proposes to do, It list 
research, check-lists, and other material which can help 
you. Address P. O. Box S500, Radio City Station, New 
York 20.N. ¥ 


It explain what 
hooklets 


merican Council To Improve Our Neighborhoods 
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PACKED WITH 
FEATURES that SELL 


PRICED FOR 
PROFITS that SOAR 


CG. DEWEY HYNES 
itive vice presider 
Cable 

of the ¢ 

Hynes ha 

of Equital le Life 
the United State 

356 He forme 


and director 
irance ‘ 


First Nat 


a specially designed solid gold te 
clip. Lightolier reported that during 
the contest, sales figures rose on nin 


of ten fixtures, with the bottom item 


holding even. Two previous contests 
were said to have brought similar 
results 
Contest winners were: Bert Fried 
man, Prompt Electric, Hempstead, 
N.Y.; Harold Lind, Lappin Electric 
Co., Milwaukee, Wis.; Mannie Mar 
us, Ruden Electric Jamaica, N y 
Maurice Rubenstein, Atlanta I ighting, 
Atlanta, Ga.; William Stetler, Engle 
wood Electrical Supply Co., Chicago, 
d il Frank Hartis, Noland Co., Win 
“a e uxe ston-Salem, N.C.; Peter Bottari, Edison 
.. Electric, Miami, Fla.; Ted Huettner, 
Mf i ee D W FA he Allied Electric, Chicago, Ul; Wilda 
Armentrout Englewood Electrical 
Supply Co., Chicago, Ill; and Dave 
The complete line sets the pace again for , Munday, Seattle Lighting, Seattle 
Wash 
‘56. All the styling and operating advan Lightolier noted that its aim in the 
tages that buyers demand yer priced for contest was not to win a temporary 
spurt in sales of its line, but to give 
volume sales and bigger profits! Only au distributors concrete evidence that, by 
thorized distributors sell Chelsea Fans raising the level of salesmanship, they 
could sell many more fixtures than 
backed by intensive advertising, eye-catch they are selling and thus take full 


antage o yo | 
ing dealer sales aids and colorful displays sdvantage of the building boom 


that will help to make profitable sales NAED Forms Committee 
Contact your nearest On Distribution Research 
Chelsea representative, or write for NEW YORK, N.Y The organiza 
complete information and prices. tion of an NAED Distribution Re 
search Committee, said to be the fore 
ee, runner of a long-range program aimed 
eee at providing the missing information 
needed to help the distributing in 
dustry perform its functions more 
efficiently and at less cost was an 
nounced recently by Arthur W 
Hooper, executive director of the Na 
tional Association of Flectrical Dis 
tributors 
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Announce New Chairman, 
President For Circle 


NEW YORK, N.Y.—Robert P 

MODEL 96 aoe Koenig, president of Cerro de Pasco, 

: INCA ESCE oe was elected chairman of the Circle 
sc Mt ad | Wire & Cable Corp., a subsidiary, 
A highly decorative sem- flash recessed fixture with ; and Milton S Cohn was named presi 
moulded giass. Lace design accentuated by dent and chief executive officer of the 


sation black fietoh, unit, it was announced last month 
‘ The Circle company was purchased 


by Cerro de Pasco a few weeks before 
(EW, Dec. °55, p. 117) 

I. J. Furst and Harry Goodman 
were appointed vice presidents. George 
Jacobs was named treasurer; George 
H. Cain, secretary; and Joseph F. Mc- 
Gowan, assistant secretary and as- 
sistant treasurer, all in the new sub- 
sidiary, Circle Wire & ¢ able Co 


New Sales District 
Formed By G.E. 


BRIDGEPORT, CONN The for 
mation of a new sales district, effective 
January 1, has been announced by 
Ralph C, Dean, sales operations man 
ager for the General Electric’s Con- 
struction Materials Division 

The new district, to be called Mid 
States, will comprise the trading areas 
of Cincinnati, Dayton, and Columbus, 
Ohio; Indianapolis and entire southern 
half of the state of Indiana; Charles- 
ton and Parkersburg, West Virginia; 
and the entire state of Kentucky 

The addition of a new district to the 

MODEL 505 present ten sales districts has been 
SCALLOPED Hi-SPOT effected for greater concentration of 


— sales effort and to provide better serv 
FOR R30 & 40 PAR LAMPS 


ice for the Construction Materials 


Dainty black lace design com | . electrical wholesale distributors in 
bined with rugged, precision a ‘ these areas who handle the division's 
manufacture. Can is heavy gauge conduit products, wiring device, and 
drawn aluminum, Plaster ring and wire and cable lines 

Greentield included. Linvill L. Young, has been named 
manager of the new Mid States district 
and will direct the operations of the 


PRE-WIRED ASSEMBLY 


FAST, EASY INSTALLATION 
‘REDUCES YOUR iNVENTORY 


Drive fowr sells turn the up 
carpentry, 8, or TW wire pulls 
directly the which always 
Ne other pull bones, asbastes oy slow burning 
whe needed. Aveilable in sx sce far JACK M. SLATER, assistant secretary 
60,100,150, 209-200 wort futures. 2 of Triangle Conduit G Cable Co., Inc., 
ig New Brunswick, N.Jj., has been pro- 


moted to assistant vice president in 


Sond for your of the exmplete ATLITE fine. charge of industrial relations. He re- 


. Dp T Oo. tains his former title. With the cor 
3 e uate of the Wharton School, University 


of Pennsylvania 
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How make faster, neater 
100 AMP installations 


Fully magnetic 100 Amp Circuit Breaker Units carry full 
rated load, protect at all degrees of overload and 
short circuit. 

Right: Murray “PJ” panels have 3 or 4 Power Circuits, 
up to 8 plug fuse branch circuits, sealable compart: 
ment for off-peak water heater metering 


ho matter 
what the “specs” call for! 


Whether you need a safety switch or circuit breaker 
main ... combination pullout equipment or fuse 


panel and switch— you can find what you need in 
Murray’s complete line of 100 AMP equipment, That 
includes a full line of meter mounting devices, too 


Murray 100 Amp Type “G” Safety Switches have sol- 
deriess lugs throughout, visible knife blade construc- 
tion, generous wiring room and plenty of clean cut 
concentric KO's stallations using only one-line throughout! 


This means you can make complete 100 Amp in- 


Contractors find it a lot more practical and profit 
able to use one line on installations. Uniformity of 


design and styling means they can wire up faster 
and easier—put up better-looking jobs, And with 
Murray, they are assured of consistent high quality 


Your electrical distributor has these Murray de- 
vices now next time you order, be sure to specify 
Murray 100 Amp equipment. 


im Juality doesn't cost... it rs! 
A complete line of meter mounting equipment includes cost pay 


round sockets, shallow and standard troughs, medium 


and heavy duty devices 


Murray Manufacturing Corporation, Dept ths 

erect This new 12-page il- 1250 Atlantic Avenue, Brooklyn 16, 

lustrated booklet with help- Gentlemen, Please send me complete informal n Murray | 

ful home wiring information 160 Amp equipment | 

and complete description of NAME | 

Murray 100 Amp equip- POSITION | 

ment, SEND FOR YOUR COPY COMPANY | 

apoesss | 

city rome state 


January, 1956—ELECTRICAL WHOLESALING 109 


age ve 
| 
\ 
& phe. 
‘Muay 
| 
| 
| 
| 
| 
| 


Outlets for showroom spotlights 
and electrical applhances 


\ 


Over 
me 


with 


WIREMOLD 


and 


PLUGMOLD 


Plugmoid blends neotly with boseboord. 


The BEST WAY to wire MOST buildings 
The ONLY WAY to wire MANY buildings 


You can take advantage of the big 
rewiring market by using Wiremold 
and Plugmold ... the modern way 
to wire and rewire. 


You can pre-plan every wiring job 
and follow the plan easier with pre- 
engineered Wiremold and Plugmold. 


You can do more jobs, you can con- 
trol installation costs and make more 
profit on every job with Wiremold 
and Plugmold. 


You can build and keep more cus- 
tomer satisfaction with Wiremold 
and Plugmold. 


Wiremold and Plugmold meet all 
wiring code requirements. 


For further information Write Dept. H-1 


DAVID T. SCHULTZ has been elected 
president of Allen B. Du Mont Lab 
Clifton, N.J. He will 
take office on January 3rd, succeeding 
Dr. Allen B. Du Mont who will be 
chairman of the board. Mr. Schultz 
has been vice president, treasurer, and 


oratories, Inc 


a director of Raytheon Manufactur- 


ing Co 


sales representatives and the market- 
ing activities of the division's product 
lines for this area. A graduate of Ohio 
State University, Mr. Young has been 
with General Electric since 1934 
Previous to his new appointment he 
was wire and cable specialist at Cin 
cinnatt 

Mr. Young will have his offices at 
215 West 3rd St., Cincinnati, head- 
quarters for the new sales district 


Burndy Reorganizes 
Engineering Department 


NORWALK, CONN.—A reorgani- 
zation of the engineering department 
of the Burndy Engineering Co., to a 
market-division system, has been an 
nounced by Julian Rogoff, chief engi 
neer, 

The move follows a recent similar 
reorganization from a geographic to a 
market system, in Bundy’s sales de 
partment. (EW, Oct. ‘55, p. 124.) 

Ihe revised engineering plan calls 
for a breakdown of personnel into two 
major market divisions: utility-indus 
trial; and original equipment manu- 
facturers-military products. Two other 
major departments are included as in 
tegral parts of the revised plan 

Fred Heller heads the utility-indus 
trial division as engineering manager 
With the company 8 years, he was 
formerly control and special products 
enginect 

Milton Leland, with the company 
13 years and former technical service 
engineer, is engineering manager of 
the O.E.M. and military products divi 


sion 


Premier Metal Moves 
NEW YORK, N.Y.—Premier Metal 

Products Co., formerly of 3160 Web 

ster Ave., this city, has moved to new 


and larger quarters located at 337 
Manida St., New York 59, N.Y 
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CONDUIT PIPE PRODUCTS CO., 


PIPE COUPLINGS + PIPE WMIPPLES + ELBOWS, RIGID & E.M.T. 
RUNNING THREAD ° GOOSENECKS ° WALL PLATES 
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DISTRIBUTOR 


Brarnoe Over the years, QUALIFIED Dis- 


tributors have earned an important 
position in the distribution chain, They‘ve gained 
recognition as a VITAL LINK in America’s in- 
dustrial economy. This recognition has been 


earned for one reason. . . performance, 


LDrarnoe Arro Distributors have grown both 


in numbers and in volume of busi- 
Ness because they handle an essential job in 
the most efficient manner. Briefly, Arro Distri- 


butors provide quality distribution at a minimum 


cost to the user. PT 
For twenty-five years, Arro Ex- 
pansion Bol has worked 
with and through Qualified Distributors — because 
we feel that Arro users will receive faster and } 
better service at less cost... than is possible in r 
any other way. 


ARRO EXPANSION BOLT CO. 
1440 Boone Ave., MARION, OHIO 


Manulacturing @ complete line of Anchoring and Drilling 


devices aad related products for ftastening to masonry 


Sold only through industrial, hardware and electrical suppliers 
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Power Suppliers’ Feelings 
On Electric Heating 


NEW YORK, N. Y More than 
half of the nation’s representative 
power suppliers utility Companies 
municipals and REA Coops— are 
favorable toward resistance electric 
heating for homes and commercial 
buildings in their service areas 

A total of 420 power suppliers 
participated recently in 4 survey con 
ducted by NEMA's electric house 
heating section. Here is the reaction 
to the principal question asked 
“What is your attitude toward com 
plete electric house heating when 
properly engineered and installed?” 

Favorable—S58 per cent 

@ Neutral—26 per cent 

e Unfavorable-—-16 per cent 
© According To Type Here is a 
breakdown of how these 420 partici 
pating power suppliers feel about elec 
tric heating, according to their re- 
spective type of utility operation: 

Private utilities (al) sizes) and muni- 
cipal systems (over 25,000 meters) 

@ Favorable—51 per cent 

e Neutral—32 per cent 

e Unfavorable—17 per cent 

Small municipals (under 25,000 
meters) 

@ Favorable 51 per cent 

e Neutral—24 per cent 

e Unfavorable—25 per cent 

REA Coops 

e Favorable—72 per cent 

e Neutral—20 per cent 

e Unfavorable—8 per cent 
¢ Thousands Of Homes Manufac- 
turers of electric heating systems esti- 
mate that there are about 300,000 
homes completely heated by electricity 
in the country at the present time 
Many of these may be in the Southern 
states and in the Middle Belt states 
where the survey shows the majority 
of power suppliers are favorable to 
ward electric heating 

One of the principal reasons given 
by power suppliers for increasing in 
terest in electric heating is linked di 
rectly with the growing summer air 
conditioning load 

As air conditioning increases, many 
power suppliers find that they are ex 
periencing a summer rather than a 
winter peak load. Electric heating has 
been found as a highly effective means 
of bringing summer and winter electric 
loads into more favorable balance 


Litecraft Expands 


LINDEN, N. J The purchase of 
Salem Brothers, Inc., lamp manufac- 
turers, has been announced by Ben 
Roisman, president of Litecraft Manu 
facturing Co. Salem Brothers, Inc 
will retain its identity as a division of 
the parent company 
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‘i your customers the Sangamo Heavy ‘Duty is the rugged, “‘no-call-back’’ time 
| 


’ 
with Automatic Carryover does not have to be reset after a power failure 


switch truly gives unfailing on-off control. A Sangamo Time Switch equipped 


it keeps the switch running for up to 10 hours in case of an outage. Show the multiple 


¢ ill knockouts in the back, sides and bottom of the Sangamo Heavy Duty model, 


Py generous inside wiring space for quick and easy installations. When equipped with 
Astronomic Dial, this Sangamo Time Switch can be set to turn installations on at sunrise 
and off at sunset automatically, all year ‘round. Z Omitting device permits 


establishment of 1 to 6 day weekly operating schedules of special value in industrial 


AML Call attention to the quiet, slow speed, hysteresis motor which 


operates in temperatures ranging from -- 50° F. to + 200° F 


installations 


it will mean more protits and satistied customer: 


Keep these sales points in mind when a time switch customer comes in. If you sell 

him, you'll be ahead in two ways: first, you make a bigger margin of profit when you 

cll Sangamo ‘Time Switches than you do other makes ind a Sangamo customer 
fed customer 

Whatever the control problem is on a time switch installation, Sangamo Time Switches 


have features that'll solve it 


SANGAMO ELECTRIC COMPANY 


SPRINGFIELD ILLINOIS 
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QST-91 SHOWN ACTUAL SIZE 1!', 


Listed as Standard by Underwriters’ Laboratories Meets Federal Spec. WS-893 


20 AMPERE 
INTERCHANGEABLE 


U jette SWITCH 


120-277 VOLTS A-C ONLY 
Quiet, safe, mechanical operation for both 
incandescent and fluorescent lights. 


Here's a shallow switch that you'll agree is made-to 
order for today’s thin-wall construction and correspond 
ingly shallow wall boxes The A Hi Intercha nge able 
Quiette Switch 


ARROW-HART DISTRIBUTORS 
NOTE: This is another first 
only YOU can offer 
the Electrica Trade 


With the exception of (he note, this ad appears in national trade publications 


(form A-198) “A-H Quiette 


Switches Meet Every Lighting Requirement.” 


Wiring Device Division 


THE ARROW-HART & HEGEMAN ELECTRIC CO 


103 Hawthorn Street, Hartford 6, Connecticut 
Offices and Sales Engineers in Principal Cities 


Quality WIRING DEVICES « MOTOR CONTR 


Only One Home In 22 
is Air Conditioned 
ATLANTIC CITY, NJ 


home in 22 is equipped with mechan- 


Only one 


ical air conditioning reports E. |. du 
Pont de Nemours & Co., Inc 

The finding is contained in the com 
pany’s first annual survey of the home 
cooling market and was made public 
at the recent exposition of the Arr 
Conditioning and Refrigeration Insti 
tute 

The small penetration of the esti- 
about 45 million dwell- 
ing units according to 
duPont, in view of the industry’s out 
put of some 4 million air conditioners 
in the past three years. 

The opinion is that many of the 
room air conditioners are being in- 
stalled in commercial buildings (not 
covered in the survey), rather than in 
homes. 
© Owned Conditioners— Only 4.3 per 
cent of 13,441 householders said they 
owned a room air conditioner. The 
sampling was taken among metropol 
itan and urban residents 

Another two-tenths of one per cent 
mechanically 
cooled by central air conditioning sys 
tems. An additional 6.2 per cent indi 
cated they used fans, evaporative 
non-refrigeration 


mated market 
was surprising, 


said their homes were 


coolers and other 
systems. 

“This leaves 89.3 per cent of the 
nation’s homes without some form of 
man-made cooling at the present time 
and represents a virtually untapped 
market for the air conditioning indus- 
try,” said Robert J. Thompson, direc 
tor of sales for duPont’s chemicals 
division 

The duPont survey, completed by 
W. R. Simmons and Associates Re- 
search, Inc., gave additional evidence 
to the industry's past experience that, 
try as they might with such things as 


special sales promotion campaigns, 


CHRISTMAS CARD IN LIGHT: Here's 


ne of the displays that con prised the 


22nd editior wnnual Outdoor 
ighted Yule display at the lamp div 

ion'’s Nela Park headquarter The 
spectacie drew ver 3 } Jay 
visitors The entire quarter-mile long 
iridescent Christma greeting-card 


in-lights was designed to appeal par 
ticularly to the children 
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— 
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omy a concentrated spell of really hot 
weather moves conditioners ot! 
distributor and dealer shelves 
e Health Reasons—About half the 
owners of room air conditioners in the 
survey said they bought their cooling 
units during the hottest part of the 
summer, while 28 per cent attributed 
their purchase to health reasons 

A little less than half of those an 
swering the survey said their units 
were installed in bedrooms, while 34 
per cent chose the living room as the 
cooler’s site 
Ownership Heaviest. Ownership of 
room air conditioners was heaviest 
among families owning their homes 
Rent-payers accounted for only 23.7 
per cent of the total 

Most popular size unit was the 
three quarte! ton model 

As for being completely satisfied, 
83.5 pel cent, of those who partici 
pated in the survey, reported they were 
completely sutisfied 

Reasons for partial dissatisfaction 
among the other owners were such 
things as noise of the unit, inability of 
the unit to maintain desired tempera 
ture, high operating or high mainte 
nance cost, and an adverse effect on 
the decor of the room and the exterior 


of the house 


Housing Project Uses 
Various Installations 


NEW ORLEANS, LA A round 
up of installation methods was used 
on the pole and underground work for 
a high tension electrical distribution 
system which serves the large-scale 
Calliope Street housing project. 

Ihe distribution system serves 4a 
total of 860 living unit: 314, 4 
and 542 room apartments—in 48 four 
story buildings. The project is divided 
electrically into three groups of 16 
buildings, each group supplied from 
a separate pole in the utility's over 
head primary supply line which runs 
along a street 

Power for the typical group of 
buildings is delivered at 13,200/7620 
volts, 3-phase j-wire from a utility 
pole From thi pole the 3 phase con 
ductors and the neutral are carried 
underground to pull box No. | from 
which point one phase conductor 1s 
carried to the left and another to the 
right—each underground then up to a 
pole mounted transformer Ihe runs 
ot ph ise conductors in these Cases are 
continuous from the utility pole to 
each of the transformers; the neutral 
conductor carried to each transformer 
is spliced in the pull box 
e Continuously — The third phase con- 
ductor and the neutral are carried 
continuously through pull box No. | 
into pull box No. 2 and out of it to the 


CATALOG 
26210 


CATALOG 
No. 1396 


STOCK THE ONLY 


Clomplety 


MANUAL 
STARTERS 


INDUSTRY 


[odustry torrid pace require specify 
t 
——, 


ARROW-HART DISTRIBUTORS 
NOTE: Only YOU can offer 
the Electrical trade 
Complete Line of Manual Starters! 


WIth the exception o 


note 


sad ‘ 
appears natione al on 


line of A-lf Manua farler 


Motor Control Dwision 
THE ARROW-HART & HEGEMAN ELECTRIC CO 


103 Hawthorn Street, Hartford 6, Connecticut 
>. Offices and Sales Engineers in Principal Cittes 


3 

No. 6808 BABORATORIES 

REMENT 

| 


right, then up to the pole mounted 
transformer. From the pothead, at 
which the cable terminates on the 
crossarm, connection is made to a 
7620/120-240 volt transformer. The 
neutral, which comes up the pole in 


BRASS SOCKETS CARTRIDGE FUSES the conduit with the phase conductor, 
also connects to the transformer 


THE EAGLE SPRING PRONG same single-conductor 


pothead, the third phase conductor is 


COMBINATION 
Oevices CHANGES FORM continued down the pole in the same 


RECEPTACLES 
C= 


/ea of spr come conduit in which it and the neutral 

nges came up the pole. The cable is carried 

experimentat é more spring back to pull box No. 2 in the same 

; that IT conduit, then out the left side of the 

- pull box and in conduit up to another 
A COCAT | pole-mounted transformer 

Ihe neutral run with the phase con 


- | ductor to this last pole is spliced to 


mer | the neutral cable in pull box No. 2 


iH i / With the arrangement used, none of 
0 the phases are spliced—all connec 


ei, NEW EAGLE SPRING PRONG | tions to the primary phase cables are 


made on poles 


WALL PLATES & BAKELITE CAPS | Each of the four transformers is a 

RUBBER | single-phase, 3-wire output, 5O kva 

| unit From the secondary side of each 

| of these transformers, service drops 

| are made to the two nearest apartment 

buildings. In addition, a street lighting 

| fixture 1s mounted on each transformer 

CURRENT TAPS pole and is tied into the secondary. 


Isewa “Industry Day” 


February 2-3 


Rubber Handle Cap Bakelite Handle Cap | 
No, 17% No ATLANTA, GA Ihe Southeast 
Stee! Prong: He. Steel Prongs ern Electrical Wholesalers Assn’s. Sixth 
Cap & lvory ‘ 
No, 170-—Largs Both Caps in Brown | “Industry Day” meeting will be held 


Brass Prong 
on February 2-3 at the Biltmore Hotel, 


this city. Here is an outline of the 
meeting: 

Thursday, february 2— 

| 


A. C. Barr, manager, commercial 


CONNECTORS 


f 


and industrial sales, General Electric 
|Co., Large Lamp Dept., Cleveland. 
| Mr Barr will speak on “The Elec- 
trical Wholesaler’s Stake in the Lamp 


M 
Rubber Attachment Cap arkel 
Attachment Cap No. 794—Brass Prongs 
No, 115—Brass Prongs No. 796—Brass Plated | Frank H Roby, vice president, 


Steal Prongs | Square D Co,, Detroit; Carl § 


Menger, vice president, Triangle 
Conduit & Cable Co.. New Bruns 
wick, N. J.; Edward C. Hewitt, vice 
president, The Thomas & Betts Co., 


ré Friday, February 3— 
alpcciins Speakers and Panel Discussions on 
: Electric Heat include: William Raoul, 
vice president, Cavalier Corp., Chat 


tanooga, Tenn.; Robert Pequignot, 
vice president, Electromode Corp., 
Rochester, N. Y.; Robert McKenzie, 
McKenzie Electric Co., ¢ hattanooga, 


WHOLESALERS 
ONLY Tenn.; J. B. Browder, salesmanager, 
Georgia Power Co., Atlanta, Ga.: I 


EAGLE ELECTRIC MANUFACTURING CO., INC. H. Edenfield, SEWA member, Stokes 
ISLAND city NEW YORK Electric Co., Knoxville, Tenn 


che “De Also on the list of speakers is A. H 


| Gudie, Trade Service Publications 


SOLD THROUGH 
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New plant 
for a growing 
newspaper. .. 


This outstanding newspaper plant —recently com- 
pleted for Camden Newspapers, Inc 
the Camden, N. J 


, Courier-Post 
newest 


copies per hour and automatic machine 
is New Jersey's 
and most modern 


four-color, high speed press printing up to 55,000 
, publishers of 
bundle and convey the paper 


to count 
s to delivery 


trucks, 
* 4 


large or small 


Dependable Phelps Dodge wire and cable in- 
stalled throughout the plant helps assure uninter- 


On every job 
materials, 
rupted electrical service for the latest in newspaper 


where 
expert 
equipment 


top quality 
know-how” 


workmanship 
are called for, it pa fo re on Phelps 
Dodge and your Phelps Dodge distributor 


and 
his equipment includes an eight-unit 


exper ed 


PHELPS DODGE COPPER PRODUCTS 


CORPORATION 

OFFICES: Aron mor a, Boston, buffok 

Port 4 Ore. Pict 


ty, Mo, Los Angeles, Milwoubtee, Minnecpols, New Orie 
on Francisco, Lowis, Seottle 


Washington, 
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STORE FRONT LIGHTING INSTALLATIONS 
WALL ond ROOF 


EASIEST TO WIRE 


AND INSTALL 

ARM AND LUMINAIRE 
WIRED IN 

NOTE HOW WIRES 
ADVANCE. FROM ASSEMBLED ARM 

AND LUMINAIRE RUN 

FITTER SLIPS STRAIGHT THROUGH 
OVER POST i “K" TYPE SPLICE BOX 


PERMITS CONNECTIONS 
AND YOUR an FROM TOP, BOTTOM 


HANDS ARE FREE. AND SIDES 


AMPLE ROOM BELOW 
TRANSFORMER. BIG 

SPLICE BOX HAS 4 
TAPPED HOLES. 


Cat. No, 861 
Wall Type Bracket Only 


NOTE LARGE, CURVED RACEWAY 
WHICH PERMITS EASY FISHING. 


Cat. No. 860 
Wall Type Bracket Only. 


Roof type mounted 
with Revere Mercury 
Luminaire Bracket 
shown with trans 
former, Also avail 
able without trans 
former 


Wall type mounted with Revere 

“Eadoval’ Mercury Luminaire. 

Bracket also available with pro- 
vision for transformer 


Revere scores again with this outstanding series of Wall and Roof Brackets. They 
are Superior in Design Quality and Performance . of Heavy-Duty Case 
Aluminum Construction and save hours in Installation time through simplified 
provision for wiring. Available with 144 inch aluminum arms or with hot-dip 
galvanized steel arms for mounting Revere Mercury or Incandescent Luminaires. 
Arms are locked in position with heavy cup-point screws. Roof type arm swings 
over parapet. Wall type swings back to wall for safe, easy servicing. 


Write for Catalog Data and Prices 


REVERE ELECTRIC MFG. CO. © 6009-17 BROADWAY © CHICAGO 40, ILL. 
Available in Canada thru Curtis Lighting, Lid., Leaside, Toronto, Ontario 


THE COMPLETE LIME OF LUMIMAIAES POLES FOM . SPOTS 
aimpoat. stevice STATION. OUTOOOR THEATRE. MARINE AHO LIGHTING 


Scott, Yonkers Named 
To Graybar Board 


NEW YORK, N. Y.—Willard E 
Henges, president of the Graybar Elec- 
tric Co., Inc., has announced that S. 
W. Scott and E. R. Yonkers have been 
elected to the board of directors of 
the company at the December meeting. 

Mr. Scott is the Pacific District Man 
ager. He has been with the company 
since 1928 when he started as a supply 
salesman. He has also held the posi- 
tions of manager, small appliance de- 
partment; manager, merchandise de- 
partment; hearing aid specialist; dis- 
trict commercial manager; and director 
sales manager. He has been district 
manager since February, 1951. 

E. R. Yonkers has just been trans- 
ferred to the eastern district as assistant 
district manager. Prior to this move, 
he had held the positions of district 
manager of the Ohio Valley district 
and district manager of the Wolverine 
district. Mr. Yonkers started with the 
company in 1933 as a salesman at 
Wichita. 


EEl Names Vennard 
As Managing Director 


NEW YORK, N. Y.—The Board 
of Directors of the Edison Electric 
Institute last month selected Edwin 
Vennard for the office of vice president 
and managing director of the institute 
to become effective upon the retire- 
ment of Col. Howard S. Bennion on 
June 1, it has been announced by 
President Harllee Branch, Jr 

Mr. Vennard will join the EEI on 
or about March |, as a vice president. 
He had been president of the Middle 
West Service Co., Chicago, since 1953. 
He had been with that company for 
nearly 20 years 


NAED Publishes 
Warehousing Manual 


NEW YORK, N. Y.—A 48-page 
“Warehousing Manual”, covering the 
electrical distributor's warehousing 
Operations, has just been published by 
the National Association of Electrical 
Distributors 

Edward Annixter, chairman of the 
NAED warehousing committee, said 
that the manual, which took a year and 
a half to produce, “is one of the most 
extensive publications on the subject 
of warehousing ever produced for the 
electrical distributing industry.” 

Here are a few of the subjects cov 
ered in detail: scientific warehousing 
emphasis on the movement of goods 
rather than storage; your warchouse 
how large should the new building be 
—should you rent or build—will it be 
one-floor or multi-floor 
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insulined 


THE NEW CONCEPT IN FITTINGS THAT 
REDUCES WIRE PULLING EFFORT UP TO 50% 


Insulating Bushing 


Insulated Metallic Bushing* 


Insuloted Chose Nipple 


Look for the bright blue ‘“‘insulined''! 


ANOTHER NEW T&B ENGINEERED EXCLUSIVE — 
STANDARD The First Line of Self-Insulated Raceway 
RIGID Fittings! Just look at the many benefits you get 


with these new “insulined” fittings. 
CONDUIT 


They are the EASIEST to Install 


Factory-assembled, the Insuliner is a permanent 
part of the fitting —it can never come loose 

or pull out. The slippery insulined throat 

cuts pulling effort by as much as 50%. 


They make the SAFEST Installation 


Because of the nationwide accent on safety, 
the trend is toward insulated fittings in all 


ELECTRICAL locations. Insulated bushings are standard 
fittings today. Extremely tough they are 


METALLIC unaffected by common acids, solvents, 
TUBING moisture or fumes 


They make the MOST ECONOMICAL 
Installation 


Insuloted EMT Connector 


A one-piece fitting makes installation fast and 
easy for maximum on-the-job savings. There 
is no need to add a separate insulating bushing. 


“a. 


They give the Installation a QUALITY LOOK 


Strong, longer bodies and heavy lock nuts... 


FLEXIBLE 100%, visibility ... accurate threading all of 
CONDUIT OR the features you've come to expect in a T&B 


ARMORED engineered fitting. 


CABLE Write for free samples and technical data or 
contact your nearby T&B Distributor 


Insuloted Tite-Bite 
) Connector — straight 


*available soon 


Insuloted Tite-Bite Connector — 90° 


LOOK FOR THIS SIGN — IT’S THE MARK OF AN AUTHORIZED T&B visTRisuTOR 


The complete line of 1 & B fittings for conductors and raceways y y by 


EMCIMNEERED recognized electrical wholesalers. it's our way of assuring you the service and 


savings of @ friendly local source. Call him for ai! your 144 
All TAB insuline 


tings beor Underwri 

THE THOMAS & BETTS O. 
INCORPORATED 

20 Butler Street * Elizabeth |, New Jersey 

Themes & Betts Lid., Montreal, Conede 

MANUFACTURERS OF QUALITY ELECTRICAL FITTINGS SINCE 1808 


January, 1956—ELECTRICAL WHOLESALING 


SS 
49 
date 
= 
ror 
— 
v 
"9 


NEW PRODUCTS 


Floor Boxes 
Russell & Stoll Co., Inc., New York 
Fo 


Shallow-type floor boxes are said to 
meet the below-floor wiring of modern 
shallow floor constructions used in in- 
dustrial, commercial and institutional 
buildings. The new boxes are: rectan 
gular (2%-in. minimum height); and 
round, (3-in. minimum height). Other 
features: recessed cover flanges; inter 


changeable round or rectangular! 
covers; adjustable leveling screws 
(which also give positive ground); 
heavy watertight gaskets and plenty of 
wiring room 


Power Plants 
Katolight Corp., Mankato, Minn. 


Series of lightweight portable A¢ 
power plants includes four models in 
sizes of 1,000, 1,500, 2,500 and 3,500- 
watts. Weights range from approx- 

90-lbs. on the 1,000-watt 


anot a er 
model, to less than 280-lbs. on the 


3,500-watt model. The generator in 


hot spot for corporates a design which is said to 
practically eliminate commutator and 
brush problems. Briggs & Stratton 


four-cycle engines are also used. All 
units are equipped with protective 


carrying handles, convenient outlet 


receptacles and are also available with 
two-wheel dollies Ihe 2,500 and 
4,500-watt units are dual 110/220 
Continental's insulated, heat-resistant wire serves long and faith- volts as standard making them adapt 
able to all standard single-phase uses 
This series is available in manual start 
top quality product performance year after year where the only 


Toast—but not toasted wire. It's in “hot spots’ like these that 


fully. Manufacturers, dealers and customers alike can be sure of 


wiring is Continental heat-resistant, moisture-resistant insulated wire. 


For standard applications or speciai tough wiring problems, your 


Continental wire and cable specialist can help you. Write today. 


ADDRESS: Continental Sales, Box 363, Dept. CWS 
Wallingford, Conn. Phone COlony 9-7718. 


AA 


HIGH TEMPERATURE POWER CABLE 


High Temperature Power Cable avail- tien, glass braid. Silicone impregna- 
able in sizes 18-~4/0 AWG inclusive tion and finish. 

200° C.Meximum Operating Tem- Floodlight 

perature. A solid or stranded con- ideal for wiring metors, infra-red 
ductor of copper, nickel, monel or ovens, furnaces, etc.,... the right Stonco Electric Products Co., Kenil- 
nickel clad copper, asbestos insula- wire for extremely high temperatures. worth, N. J. 


Long throw, outdoor floodlight pro 


_ duces 115,000 candlepower with only 
ontinental a 500-watt rating according to the 
manufacturer. This unit concentrates 

its entire light output in an oval 


W R p oO A T | N shaped, high intensity beam that is 


especially effective in long range flood 
WALLINGFORD, CONNECTICUT © YORK, PENNSYLVANIA lighting of railway and freight yards 
piers, docks, golf ranges. Lamp life 
is rated at 2,000 hours. All wiring is 
fully enclosed and U.L. approved 
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swivelier 


SPRING -TENSION 


Socket and Swivels | 


Ody Swivelier products are made 


with the unique, patented Swive lier 
Sp ne-Tension Socket that’s what 
makes “Swiveliers” different, that’s 


what makes “Swiveliers”’ superior, 


Swivelier Universally Adjustable Light 
ing Products can be adjusted to any 
position at the touch of a finger——no 

wing nuts, no set screws to tighten 


“Swiveliers” won't work loose or drop 
down—they “Stay Put... At Any Angle!” 
(U.S. Air Force tests show “no decrease 
in tension after 10,000 adjustments”). 


Shown here are but a few of the 400 
plus adjustable lighting products in the 
Swivelier line —— from simple box-plate 
units to glamorous residential “Vogue 
Lites,” fluorescent “Dextra-Lites” and the 
sensational new “Hospital-Lites” with the 
remarkable “Coolite Shade.” Truly there's 
a fine Swivelier adjustable lighting unit 
for every adjustable lighting need. 


Stock Swivelier —a most active, profit- 
able lighting line. Write today 
for complete free catalog. 


swivelier|« 
COMPANY, INC. 


in Canada. Verd-A-Ray tlectric Prod. Lid., 1285 Hadar St, Ville Laurent 
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It’s easier: 


---designed for the job 


SAFELET has receptacle for 
power tools or appliances. 
Built-in circuit breaker 
interrupts short circuits 

and dangerous overloads, 
Prevents damage to 
equipment that's 
plugged-in. For use in 
the home workshop, 
on the test bench or 
production line. 

Write for Bulletin 1010 


RECEPTACLE 
TYPE OUTDOOR 
SERVICE UNIT is 

a portable, protected 
power outlet 

for temporary plug-in 
service. Easily moved 
from job to job. Write 
for Bulletin 2016. 


INDOOR SERVICE 
CENTER replaces 
old-fashioned fuse 

boxes, combines either 
two, four or eight 
circuit breakers in 

a handsomely styled 

unit for mounting 
anywhere in the home 
or commercial property. 
In office building 
Installation shown, each 
office has its own 
Service Center so that 
power interruptions 

are isolated. Heinemann 
circuit breakers 

assure immediate, 
simple restoration of 
service. Write for 


Bulletin 1002. HEINEMANN ELECTRIC COMPANY 
152 Plum Street 
Trenton 2, New Jersey 


| 


with Heinemann Service Equipment — 


Connector Tool 


The Thomas & Betts Co., Inc., Eli- 
zabeth, N. J. 


Specially designed to stake one-piece 
nylon-insulater pigtail connectors, the 
new WT-181 tool embodies increased 
installation accessibility and precision 
accuracy. This is made possible by 
dies set into machined jaws which are 
in the tool’s nose so that previousty 
inaccessible places can be reached. A 
counter bore locates each fitting’s 
shoulder exactly positioning the stak 
ing dies. The new tool was develop- 
ed for installing RB4, RB44,RC6 and 
RCS5S5 one-piece wire joints. It is U. L. 
appoved for installing “Sta-kon” one 
piece insulated wire joints on both 
solid and stranded wire, 


Safety Devices 
General Electric Co., Wiring Device 
Dept., Providence 7, R.1. 


Spring-action protective cover on elec- 
trical outlets is said to make for added 
safety in the use of portable wiring. A 
“Snap-Cap” has been incorporated in- 
to the construction of an extension 
cord with a two-outlet table top con 
nector, a duplex flush outlet, and an 
outlet adapter. The adapter plugs in 
to conventional flush outlets so that 
the safety feature may be added with- 
out rewiring. The purpose of the cap 
is to prevent the accidental insertion 
of objects into the live contacts of the 
outlet, 


Cube Tap 


Cable Electric Products Co., Prov- 
idence, R.1. 


“Snapit” cube tap is styled to blend 
with modern flat construction and is 
said not to break, chip or crack even 
if stepped upon. The double wipe con- 
tacts are enclosed in solid, yet re- 
silient insulating vinyl. The vinyl ma 
terial resists abrasion, grease, oils and 
acids. Available in blue, pink, grey, 
green, brown and ivory 


Fluorescent Light 


Atlas Electric Products, Co., Brook- 
lyn 6, N.Y. 


Flushed recessed fluorescent light with 
dropped plexiglas diffuser is for rapid 
and ¢asy maintenance. All wiring is 
connected to a removable pan, which 
is independent of the housing. Pre 
wired assembly makes possible fast in- 
stallation. Available with instant start 
14,15,20,40-watt units. 
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Boxes, Cabinets | 
Keystone Manufacturing Co., Cen- Smooth “Pulley Action a by. Solid River 

ter Line, Mich. 

A complete engineering and custom 

manufacturing service on special boxes 

and cabinets of any design, size or 

specification is now available. Boxes 

and cabinets can be supplied in every 

type, size or gauge of steel required, 

with various styles of hardware, 

catches, and locking equipment avail- 

able upon request, Knockouts are not 

furnished, but special knockouts to in 

dividual specifications can be fur 

nished. Standard finish is a corrosion 

resistant, baked gray enamel. Other 

special finishes are available 


Heovy Steel 
Cup-Bose ond Yore— d Two Moles In Bose 
A Single Steel Auure Elective 


Mo. 22 « 2-1/4" Srew 
Auembled Solidly ond 
Rigidly to Meta! Base 


Sherp Threods and 
Starting Pomt Moke 
Driving Bory 


Sun Lamps | 
Sperti Faraday, Inc., Hoboken, N.J. G D 


The entire line of sun lamps has been 


restyled and repriced according to the 
manufacturer. Included is the “Rivi- <3 he A i 
era”, a stand model combination ultra- 


violet sun lamp and infra-red heat 


lamp; the “Miami,” a table model; 

and the “Palm Springs,” a professional Now pocked 5 Re D A 
model. The “Riviera” stand model | in handy 

features a detachable base, feet and | 

stem for convenient storage, and the | S 
option of assembling the lamp as PORCELAIN PRODUCT 
either a stand or a table model. Both 

stand models are equipped with an 

automatic timing device which will 

turn-off the lamp. A free pair of 

therapeutic sun goggles comes with 


each lamp. AND SECONDARY SERVICE MATERIALS ba Ze 


Instrument Enclosure 


é : : Where quality and performance are necessary for con 
Pyle-National Co., Chicago, I. tinuous line service—Porcelain Products wireholders 


( 
and secondary service materials assure reliability \ 
or convenient reading <¢ enciosec They re engineered with strong, sturdy construction 
meters, gauges or similiar devices in metal in tension, porcelain in compression. Steel parts 
} \ 


hazardous locations, a new series of are hot-dip galvanized ... screw threads are extra sharp, 
lubricated for ease of installation. Larger, pulley-action 
wire hole, for large wire sizes—prevents chafing, wire 
wear. 


instrument enclosures have been de 
veloped which make it unnecessary to 
open the enclosure when taking read- 


ings. Equipped with a threaded cover These EXTRA features—plas—Porcelain Products 


and a heavy round glass window, the | Quality Line” ODUCTS 
“Pylets” are furnished in four body wireholders and secondary service materials. 

sizes with %4-in. hubs for rigid con 

duit in both dead end and through 

feed types. Other hub arrangements 

are available. Drilled mounting feet 


are provided 


FINOLAY, 
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NEW 


FOSTORIA 


LOCALITES 


Direct Light 
Exactly 
as you 


want 


Also 
Available 
with 

one 


Catalog of Localice 
models for every 


WRITE for Complete @ 


industrial use 


THE FOSTORIA PRESSED STEEL 
CORPORATION © Fostoria, Ohie 


localites ave avaiable through 


ubolesalers ecoryubere 


TRINE’S 


new electric 
push button 


DEAL 


COLORAMA" 


featuring 4 new 
push buttons 
including the most 
beautiful push 
button in the world, 
“THE SCROLL” 
with “Welcome” tor 
visitors engraved on 
its face! 


$O UNUSUAL IT SELLS IT- 
SELF WHEREVER DISPLAYED Only 


Place one with every dealer——he'll 


NEVER BEFORE 
A LIGHT 
LIKE THIS! 


for Machine Tools, 
Assembly, Inspection 


MODEL 66-8P-701 


Pig of 4 
List $10.15 eo 


SENSATIONAL NEW FLEXIBILITY 


NEW Universal Arm Joints Bend 145 Large 
frictivonal triple disc bearing surface. Smooth, easy 
movement. Instantly adjustable by hand to direct 
light exactly as needed 

NEW Collar Dise Joints Rotate 180°. Combina 
tron of 5° bend joints and 180” rotating joints 


provides amazing articulation for positioning re 


NEW Reflector 
fice, Accommodates 100 watt A-2!l lamp. Available 
with lens 

NEW Base Universal for horizontal of vertical 
mounatiog. Outlet box base optional 

NEW Wiring Heavy duty Levolier Socket in 
terior in bigh impact plastic shell with Velumod 
lamp seal. # fe. SPT.2 18/2 heavy duty plastic rip 
cond with molded plug 

NEW Finish Semi gloss Vista Green baked enamel! 
Keflector interior, high temperature Whit 


Parobolic design with ori 


$31.39 hist, 


for 32 push buttons. 
Display and Stand FREE 


profit with continuous repeat sales 


12 “most wanted” bell buttons dramotically presented on an artist's palette 


display over 12 rich spectrum colors 
PACKAGED DEAL.-inctudes polette 


iron ease! and introductory ‘“bock-up 


in colorful Trine boxes, for ao total of 32 push buttons 
DISPLAY——cuthentically simulotes artist's palette, 17 wide-—'4” thick panel 


TRINE MFG. CORP. , 1430 ferris Place, New York 61, WY. 


display of 12 comptes with wrought 
stock of 20 push buttons packed individually 


Combination 
Retall Price 
Cerd, Dealer 
Jobber Cost 
Card attached 
to dinplay 


NEW PRODUCTS 


Twin Fan Units 
Signal Electric div., King-Seeley 
Corp., Menominee, Mich. 


Two automatic “Twin Fan Units” 
are additions to the 1956 line. Model 
TRP-12 has two 12-in. blades, in a 
casement size unit, and is electrically 
reversible with two speeds in either 
direction. It has automatic thermo- 
static control and is packed complete 
with window expander panel and 
casement adapter. The second auto- 
matic twin unit, model TNP-12 1s 
manually-reversible 


Exhaust Fan 

The O. A. Sutton Corp., Wichita, 
Kan. 
Iwenty-inch window exhaust fan has 
all the features of many of the more 
expensive window fans, claims the 
manufacturer. Fan blades are protect- 
ed with a grill that flows around the 
unit. A three-position switch controls 
the fan action. The motor is mounted 
in rubber and blades are designed so 
as to eliminate noise and vibration 
The unit installs in any window that 
has an opening 26 -in. high and from 
27-in. to 36'%-in. wide. It is mounted 
in the window by placing the unit on 
the sill in front of the bottom sash and 
extending the spacer panels. 


Box Covers 
Keystone Mfg. Co., Center Line, 
Mich. 


The addition of 13 new types of cov- 
ers for 4-in. octagon boxes has been 
announced by the manufacturer. De 
signed for easy mounting and uni- 
versal application to all types of 4-in 
octagon boxes, the covers are avail- 
able in standard styles for every 
wiring requirement, it is said. They 
are manufactured from heavy gauge 
steel with holes and openings to ac- 
comodate all standard receptacles, 
switches and devices and may be 
utilized for industrial, commercial or 
residential installations 


Ventilator 
Fasco Industries, Inc., Rochester, 

Cabinet ventilator 


stalled-cost, more consumer appeal 
says the 


lower in- 


features 


and increased efficiency 
manufacturer. A_ radical departure 
from the conventional blower wheel 
construction is a turbo radial impeller 
and scroll construction. This new 
principle is claimed to make possible 
the double advantage of high volume 
plus high pressure characteristics. This 
construction gives high air volume 
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while still retaining the ability to force 
air through long ducts against high 
static pressure. The vent and cover 
are rubber mounted and felt-sealed 
across the back. Unit takes only 14-in 
by 8-in. to allow for ample cabinet 


space for storage 


Strain Clamp 
Anderson Brass Works, Inc., Bir- 
mingham, Ala. 


Straight dead-end strain clamp has a 
unique snubbing design of the seat 
and keeper assembly Ihe Snub 
Seat desien, according to the manu 
facturer, gives this clamp the highest 


holding power of any comparable 


clamp on the market today. The slip 
strength of the clamp is a minimum of 
9O per cent of rated breaking strength 
of all-aluminum cables within clamp 


range. Five sizes of the clamp are 


available 


Light Dimmer 
The Superior Electric Co., Bristol, 
Conn. 


Miniature light dimmer’s features in 


cludes presetting to any number of 


presets proportional mastering, pro E 


taneous switching trom preset to pre 


The cable that is Certifutd to 
contain not less than 

The cable that is Synchro-Cured 
for greate, flexibility 


set, proportional fading at any desired 
speed from preset to preset pile-on 


of preset on preset either instantane 


ously or proportionally, and control 
The table that 1s hancy-packed 


énd clearly labeled 

This cable Bronco 66 

Certified ... is even BRANDED, 
Every two feet throughout its 

length appear its name, . 
Neoprene content, type, oumber 
aft conductors, size, \ oltage, and 
vulcanized 

permanently into the jacket. 


from one or more stations. The new 
system is adaptable to large or small | 


installations from a single selector 


station controlling a single magnetic 
amplifier dimmer to a complete 


switchboard in miniature 


Ballast 
General Electric Co., Schenectady 


Fluorescent lamp hallast is believed to 


have the lowest case height ever pro HERE WHAT BRANDING MIAN 


duced in its rating. Desiened for oper 


ition of two it. of luorescent Always identifiable even 


lamps, the new instant-start ballast : after labeled carton and 
tags — have been lost 


allows a reduction in over-all fluores The symbe! 168M bronded 


cent fixture height of more than “4 -in late the Bronce 66 Certified : Inventory taking is 
The ballast has been reduced in height every two fect denotes 
ou know at glance wha 
by 27/32-in. to 1%4-in. According to ficial approval by the is in stock 
the manufacturer, the 1°4-in. dimen sylvenia Department of Mines 
sion is the optimum case height for “ and acceptonce for fisting by 4 job. Size of 66 Certified 
hallasts, since it will not add height to the Federc! Burewy of Mine: Cables put heck into 
. tovage can be ree a 
Canta Bronco 66 Certified with complete contidence 
ers is another firet Self Brending 
is fepee ee every wo tee 


Westinghouse Electric Corp., Mans- 
field, Ohio 


Want twenty-foot length? 
Count ten BRONOOs 


and cut 


from Bronco 


Iiuminated control panel single dial 


control, new decorator styling and an Bs 

electronic air Cleaner are among the z 

features of the line of room WESTERN INSULATED ca, 
ur conditioners. Eight new models 

include three line Custom, De wo 
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\\W/ADSWORTH NEW PRODUCTS 


| styled in alpine grey to blend with 
NEW INDUSTRIAL TYPE SWITCH | any decorating theme in the home. A 

30 to 600 AMP. a feature of the “Custom” line is an il- 
| luminated control panel which is espe- 
cially convenient in darkened rooms. 
A new patented single dial control pro- 
vides 7 comfort zones on the “Deluxe” 
models and 11 comfort zones on “Cus- 
tom” models. Every model in the 
line has true flush mount so that drapes 
can be closed over the unit if desired 


Burglar Alarm 
Worner Electronic Devices, Box 
207, Rankin, Il. 


Electronic burglar-alarm combines the 
electronically operated relay and the 
photocell in one unit and the exciter 
lamp in the other unit. Both units 
measure 5-in. by S-in. by 5%4-in. The 


exciter lamp is equipped with a re- 
movable infra-red filter. The system is 
designed for an invisible light beam 
with a range up to 35-ft. May be 
regulated for continuous alarm or for 
alarm to sound only while light beam 


COVER CONTROL 
ARC SHUFFERS 
KMIFE BLADES 
CAST HANDLES 


INCREASED HORSE POWER 
; is broken 


SEE YOUR ELECTRICAL WHOLESALER FOR: 
WADSWORTH'S NEW ACC LINE, CATALOG No. 0275 Coffeemaker 


SERVICE EQUIPMENT, SAFETY SWITCHES, PANEL BOARDS, (NO HUB OR > Westinghouse Electric Corp., ap- 
“E-Z RED" CIRCUIT BREAKERS, AND TROUGHS yy) HUB pliance div., Mansfield, Ohio 

Ten-cup capacity automatic coffee 

maker is an addition to the current 

line. A percolator type, the unit will 

and bos ae as also make as few as three cups. Model 


What every good counterman hould know PE-552 is equipped with two heating 


elements which enable it to begin per 


the facts about Intermatic cae colating within 45 seconds after the 


unit has been plugged in. During the 
percolating process, both elements 
are in operation; when the percolating 
has finished, the 500-watt element 
automatically cuts off, while a 40- 
watt element continues to heat the 
coffee. A thermostat keeps coffee from 
boiling or repercolating 


iron 


Harris Industries, Inc., Milford, 
Conn, 
Automatic “Litthe Smoothie” ruffle 
iron is a rounded, heated ironing sur- 
face over which materials can be 
pressed and smoothed by hand action 
It is U.L. approved and is claimed to 
have been successfully tried and tested 
by homemakers 


Calendar Clock 
Lux Clock Mfg. Co., Waterbury, 
Conn, 
Electric calendar clock tells the time, 
write for free ‘‘Fact-File’ 16-Qt day and date automatically. Originally 
Lage designed as a kitchen clock, new 
INTERNATIONAL RE | models have been restyled to blend 


Wet Washingion time Found the house decoration, as 


well as for office and store use 


case with 
spring hasp 
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Trivet 


Paragon Electric Co., Two Rivers, 
Wis. 

“Elec-Trivet” is called the “Florentine” 
and is of contemporary design. Fea- 
tured is a 55-watt, 120-volt heating 
element that provides up to 200°F 
of heat, some 200°F higher than 
previous models. Unit has an over 
sized aluminum center cap and ex 
truded aluminum satin-finish handles 
Wooden legs are said to prevent mar 
ring of 


scarring 


Cooker-Fryer 
The Nelson Machine & Mfg. Co., 
Ashtabula, Ohio 


The new cooker-fryer is designed for 
all-round use as an automatic deep 
fryer, sauce pan, deep well cooker 
roaster, casserole and steamer. It is 


also recommended for use as a buffet 
serving dish. The inside of the 5'2-qt 
cooker-fryer is heavy gauge aluminum 


PEOPLE IN THE NEWS 


Richard C. Schey is manager of 
General Electric’s construction mate 
rials Northwestern District. He suc 
ceeds William W. Bryan, who has been 
transferred to the division's Pacific 
district in Los Angeles as manager 


7 cutters for 4" to 6" pipe. 


Harry A. Ehle has been elected to 
executive vice president and Jesse 
Marsten to senior vice president of the 
International Resistance Co., Phila 


delphia. efficiency-balanced 


C. B. Swann has been appointed as ww — 
the direct factory representative for 
the New England territory of the Pitts 
burgh Reflector Co. From headquar 
ters in Marshfield, Mass., he will co 


ordinate fluorescent and incandescent 


lighting equipment engineering, sales Heavy=- Duty Pipe Cutter 


and service. With the company since 


1937, Mr. Swann has served as a Powerfully built — guaranteed not to warp or break, always tracks 
lighting engineer ,in both New York perfectly . Famous Ritfmip thin-blade or heavy-duty cutter 
and Pittsburgh offices wheels of tool steel roll easily, cleanly through any conduit.* Every 
cutter factory-tested! It pays you to stock and sell @itfmtD cut 
Herbert P. Boyle manages the new ters —order today 
Syracuse office and sales district for *Special wheels available for stainless steel and cast iron 


National Electric Products Corp., 
Pittsburgh, Pa. Mr. Boyle formerly 
covered a New England sales territory 
from headquarters in Cambridge, RIGAID 4-wheel cutters. 
Mass. At the same time as he an 
nounced Mr. Boyle's appointment, R. 
C. Bennett, vice president in charge of 


sales, announced that the firm's 


For fast easy pipe cutting in tight places, 


Rochester office had been closed 


Frank Brady, Atlanta district sales 
manager of National Electrical Prod 
ucts Corp., Pittsburgh, Pa., has been 
named New York City district man- 


ager. With the company since 1946, | The Ridge Tool Company, Elyria, Ohio, U.S.A. 
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to make dreams come true 


isnenland 


te 


ANAHEIM, CALIFORNIA 


From Fantasyland to Tomorrow- 
land, Marcus Transformers 
provide trouble-free, uninter- 
rupted service in Disneyland 
fun capital of the world 

Your business, too, can profit 
by using the transformers 


that are setting new standards for 


the industry. For transformers 
that exceed specifications, 
order ~ MARCUS. 


A complete line of dry type 
and liquid filled transformers 
through 5000 KV A, 


MARCUS 


TRANSFORMER CO., Inc. 


RAHWAY, NEW JERSEY 


“Mark of Quality” 


Representatives in Principal Cities 


GOOD LOOKS HELP SELL ’EM 
—QUALITY KEEPS SOLD! 


XCELITE 


CHROME-PLATED 


SUPEREAMERS 


WRITE FOR 
LITERATURE 
AND PRICES 


XCELITE, INCORPORATED 
Dept. A, Orchard Park, N.Y. 


XCELITE CHROME PLATED SUPEREAMERS 
have gleaming “showcase” beauty for your 
displays—plus chrome-hard cutting edges 
that stay sharp—plus big 3/16" to 3/8” 
reaming capacity for wood, plastics, 
sheet metal. No customer will want 
to be without one of these husky 
SUPEREAMERS. Stock ‘em—display 

‘em—and see! 


No. 38 chrome piloted 
fixed in big 1" x 4° Xcelite plastic 
handle 


No. 99-38 detachable chrome 
plated reamer fits handle in the 
popular Xcelite 99 and 99 Junior 


reamer 


Mr. Brady will direct sales activities 
in metropolitan, New York. Arthur 
C. York has been named salesman for 
the Charlotte, N.C., sales district. J. 
D. Williams has been appo nted to the 
Houston, Tex., district. He will work 
for James Flood, district sales man 
James K. Crowder, formerly a 
lerk at the Seattle 
made a sales 
work 
firms 


ager 
stock 
district 


ind order 
office, has been 
this district. He will 
under Norman L. Bost, the 


Northwest district manager 


man in 


Ralph bk. Fritzsche and George J. 
Lawson have been appointed district 
engincer by the Clark 
Controller Co., Cleveland, Ohio. Mr 
will serve in the firm's 
Ohio, office. Mr. Law 
son serves in the New York office 


ipplication 


Fritzsche 
Youngstown, 


J. H. Fall, U1, is in charge of 
sales for the Benjamin Flectric Manu 
facturing Co., Des Plaines, IIL His 


elevation to the post of Vice President 


now 


in charge of sal was announced by 


President Hoyt Post Steele 


Amick ha 


new position 


Charles L. 


pointed to the 


been ap 
of central 
Day-Brite 
Mo. Prior 
Amick was 
it Gs s Nela 


regional sales manager tor 
Lighting, Inc., St 


position, Mr 


Lou 
to his new 
an illuminating engineer 
Park lamp division 


OBITUARIES 


Leon Richman 


Richman, 63 
in charge of sales 
New York, N. ¥ 
6, after an 
Mr. Richman started with Lightolier 
45 years ago as an errand boy. He 
was a territorial sak 1916 
to 1946 vice 


president of the company 


vice president 
ightolier, Inc 


Leon 
, died on December 


illness of several months 


man from 


when he was made a 


H. P. Liversidge 


Horace P. Liversida 
the board of the Philadelphia Electric 
December 8 


chairman of 
Co., died suddenly on 
He was 77 years of age 

His work in the utility 
international 
1898. Mr. Liversidye 
electrical in 


industry 
which brought recogni 
tion—started in 
was also active in many 
dustry groups. He was on the advisory 
committee of the Edison Electric In 
stitute, the board of governors of the 
Electrical Association of Philadelphia 
(of which he was a past president) and 
including the 
awards committee of the James H 
McGraw Award for Electrical Men 
Mr. Liversidge was especially active 
in promoting cooperation among the 
the electrical in- 


other noted 


groups 


various branches of 
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dustry. His work in this direction re- 
ceived national recognition when in 
1932, he was recipient of the James 
H. McGraw Award “in recognition of 
his distinguished contribution to the 
advancement of cooperation in the 
electrical industry.” 


ASSOCIATION NEWS 


LOS ANGELES—New president of 
the Electric League of Los Angeles 
Inc., is Ray W. King, Ray King’s Ap 
pliance Center, Van Nuys, Calif. He 
succeeds Elwood Reeves, regional 
manager, Magnavox Co 

New directors include: Jack I 
Bissett, Hollywood Wholesale Electric 
Co., and Edward G. Marten, West 
inghouse Electric Supply Co. 


OMAHA—-R. H. “Bob” Longmore is 
president of the Nebraska-lowa Elec 
trical Council for the coming year 
Mr. Longmore is vice president and 
general manager of the Omaha Elec 
trical Works and has been in the elec 
trical business for 20 years. He suc 
ceeds George Tice, Cutler-Hammer 
Co. manufacturing representative 

Elected as first vice president for 
1956 was Lloyd Sleezer, Lloyd Dis 
tributing Co. Dewey Baker, Omaha 
Public Power District, was elected 
second vice president. 

Distributors on the board of direc 
tors, beside Mr. Lloyd, include: Rob 
ert Harrison, Onthank-Harrison Co 
and D. A. Kelly, General Electric 
Supply Co. 


PHILADELPHIA—J. P. Ludlow, dis- 
trict sales representative for the John 
Oster Manufacturing Co., has been 
elected chairman of the electric house 
wares group, the Electrical Association 
of Philadelphia He succeeded Max 
well G. Kennedy, district manager of 
Landers, Frary & Clark 

Marvin Stout, regional sales agent 
for the Silex Co., was elected vice 
chairman 


SALES REPRESENTATIVES 


The Slater Electric & Mfg. Co., 
Inc., Woodside, N.Y., has appointed 
Charles K. Ramond & Co., 1021 
Carondelet Bldg., New Orleans 12, La 
lelephone numbers of the new repre 
sentative are RAmond 8197 or AUdu 
bon 1115 to cover the southern half 
of Mississippi, Loutsiana, and the 
cities of Mobile, Ala., and Pensacola, 


Fla 


Fasco Industries, Inc., Rochester, 
N.Y., has announced the appointment 
of the following as sales representa- 


January, 1956—ELECTRICAL WHOLESALING 


NEW MARKET 
FOR YOU! 


Here’s an Electric Paging System 
every office, every plant can afford 


Here's how you can open many 
new doors... at a real profit. 
We have made this Line Electric Pag 
ing System complete in one package, 
so that its price is low enough for any 
office or plant to have one 
EASY TO INSTALL 

The complete ‘package’ contains a 
Relay Box, a Push-button Control Box, 
ond 6 buzzers (additional buzzers are 
available as needed). To install the 
system, simply place the buzzers at 
the desired locations, plug the Relay 
Box into the neorest AC outlet, set 
the Push-button Control Box by the 


phone switchboard. You Ii find its ease 


of installation a real selling point 


IT'S SIMPLE AND EFFECTIVE 
IN OPERATION 

The operator presses two keys at most 

ke the simplest adding machine 
The standard unit gives signals for 20 
people. Buzzers are clearly heard 
anywhere in plant or office. It's engi 
neered for safety, too-——its a 24 
volt system 
Many of your customers have needed 
paging system, but have ‘held 
because of the price. With the “Line” 
you have something that will wake 
them to action 
Send the coupon—today—for prices 


and information 


The only One-package”’ Electric Paging System on the market. 


—— — — 
MAIL COUPON NOW ® | LINE ELECTRIC CO 

| 1407 MeCorter Highwoy, Nework 4," J 
Please rush me jobbers price list ond full detoils 
| the tine Electric ‘One Package Paging System 
| 
| wame 

LINE ELECTRIC CO. nana 

1407 McCarter Highway | 
Newark 4, NM. J. city 10mt state 


2 
buy! 
or 
a 
| 
age 
Bes 
: 
_ 
|| 
Pils 
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tives for the company: the Marvin 


| Weiss Co., Chicago, Ill, for Fasco 
fans and ventilators in northern 
Illinois, Indiana and southern Wis- 


consin. Lee Parker, who previously 
AVAILABLE FOR YOUR BUSINESS! | -epresented Fasco as district manager 
. in this territory, has now become as- 
sociated with the Marvin Weiss Co. 
[The manufacturer has also appointed 
the Frank W. Collins Co., Atlanta, 
Do you want a proven door- Ga., as sales representatives for the 
opener? Profits depend on states of Alabama, Georgia and Ten 
nessee. 
turn-over, The Tomic line has 

proven to be just that .. . for Berns Mfg. Corp., Chicago, Ill., have 
those aggressive wholesalers appointed Al Berger of the Agencies 
; Company for Los Angeles and the sur- 
now on the Tomic band-wagon! | rounding area. The Agencies Com- 
pany’s headquarters are at 836 Trac- 
tion Ave., Los Angeles, Calif. For 
Outstanding architects and | the states of Louisiana, Oklahoma 
engineers today specify and Texas, excepting El Paso, the 
Tomic. A list of Tomic company has appointed Brenner Elec 
equipped projects available | trical Sales, P.O. Box 51, Houston, 

upon request. Tex. 


| Pittsburgh Standard Conduit Co., 
| Pittsburgh, Pa. has named Saba & 

| Weinstein for the sale of rigid steel 

metallic tubing, 


| conduit, electrical 
TOMIC SALES & ENGINEERING C0 elbows, couplings and fittings for the 
7 Chicago area. Saba & Weinstein’s 


Manufacturer of Today's Finest Fittings main office is located at 622 West 
20000 SHERWOOD AVE.  ¢« #£«DETROIT 34, MICH. Monroe St., Chicago 6, Ill 


The Arrolet Corp., Montgomery, Pa., 
and the Arrow Conduit & Fittings 
Corp., Brooklyn, N.Y., have appointed 
as their local representatives, Murray 
Rosenblum & Co., of 1818 West 
North Ave., Chicago 22, Ill. The ter- 
ritory to be covered and serviced by 
this sales organization includes Illinois, 
Wisconsin and parts of the state of 
Cat. Noe. 1275 Indiana. The Murray Rosenblum com- 

pany consists of Murray Rosenblum, 


STRINGER LINEMEN BELTS John Johnson and Earl Grems 


BROOKS CLIMBERS 
with Stringer Straps & Pads Cat. No. 1520 Feedrail Corp., New York 7, N.Y., 


Sold Thru Wholesalers—Write for Catalog has realigned its Southern territory. 
The new territorial arrangement and 


UTILITIES SAFETY SUP. CO., INC. one 
© representatives are: 

3112 Indiana Ave., Kansas City, Mo. North Carolina, South Carolina— 
Glenn & Larson, 123 Brevard Court, 
Charlotte 2, 

Georgia, Eastern Tennessee— -Glenn 
& Larson, 172 Simpson St., S.W., 


McGraw-Hill Mailing Lists Will Help You 3 Atlanta 13, Ga. 


supplement te «@ well rounded Alabama, ( entral Tennessee, North- 


Paper advertising west Florida Robert S. Morrison, 

edvertising Mot progressive companies 1028 7th Ave So., Birmingham, Ala. 

Conduct surveys eliecate @ portion of their od 

Got inawitien bedeste to this second Florida —- Glenn & Larson, 918 

ond leads tor ot the seme time os they Langford Building, Miami 32, Fk 
our salesmen concentrate on the best busi ang Ging, 
in-point nese publications Louisiana, Mississippi—E. J. Hagen, 
egraphical 600,000 ef the tep buying in 

groupe ta the. 3820 Louisiana Ave., New Orleans 

Sell Direct by the McGrew Hill publica | 25. La 

Build up tions vp ovr 150 mailing 

weok territeries lists. Pick Your prospe.ts evt | Texas, Oklahoma, Arkansas—James 


Aid Deal evr tadwetri Ow i 
| M. Tuite, 1802 Corona St., Dallas 14, 
| Tex. 


Kentucky—Reitze & Co., 2209 §S, 
Floyd St., Louisville 17, Ky. 


Mc GRAW-HILL 


OIAECT MAIL LIST SERVICE 


Write fer your tree copy of evr industriel 
Direct Mei! leg te infermeti 
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NEW LITERATURE 


Tapes—Electrical tapes are described hanging and 
in a four-page brochure, “From Push stoc . . 
Buttons to Panel Boards.” Illustrated fastening devices 
are the uses of plastic tapes as a new 
insulation material for electrical con 
trol equipment. The four-color bro- the line with PLUS VALUES 
chure describes how to save time and oh he 
labor by using plastic electrical tapes 
as an insulating agent instead of fiber One Source for all of your require 
board. Additional data is supplied on PLUS ments in hanging and fastening 
Permacel 29, Permacel 30 and Per VALUE devices. Saves you paper work — 
macel 302. This data includes thick can save you on freight. 
ness, clongation, adhesion, tensile PLUS Top-Flight Quality. The newest and best in manu- 
strength and dielectric strength. Copies 
of the brochure may be had from Per 
macel Tape Corp., advertising services 
dept., New Brunswick, NJ PLUS Strong, Colorful Cartons with complete easy 
VALUE reading content identification 


\ Customer Demand stimulated 


PLUS 
rent prices are incorporated in two ~ VALUE with abundant promotion that 


timely price catalogs entitled, “Fluo 
rescent Lighting Equipment,” and 
“Architectural Troffers.”. The price 
catalog on commercial and industrial 
fluorescent lighting fixtures is a 32 
page handbook with details, photo 
graphs and prices for the full line of 
commercial fixtures, commercial stem 
sets and hangers, industrial fixtures, 


VALUE facturing methods and quality control give you flaw- 


less products your customers like to use 


Lighting——Vital data on the manu 
facturer’s fluorescent fixtures and cur 


includes advertisements like 
this 


parts and = accessories Ihe other 
catalog consists of 12-pages featuring 
a troffer designed to aid in ceiling 
planning. Copies of each of these 
catalogs may be obtained by writing 
Smitheraft Lighting Division, Chelsea 
50, Mass. 


Fuse Links—Standard fuse links are 

the subject of a 12-page booklet, no 

GEA-6264. The publication covers 

the use of both fast and slow-melting 

cable-type links in distribution cutouts 

with ratings up to 15,000 volts. The 

fuse links are mechanically and elec- . 
trically interchangeable with other 
makes of EEI-NEMA standard links Al 

Ihe booklet gives time-current curves family of 

and co-ordination tables to help utili- products, 

ties make the changeover to the stand 

ard links. Available from General 

Electric Co., Schenectady 5, N.Y 


Standards “The 400 American 
Standards in the Electrical Field” is a 
60-page booklet which indexes and 
describes each American Standard in 


the electrical engineering area. It 1s 

designed to help the user and pros iy 2 Me 
pective purchaser to find the ap- write 
plicable standard on the product in for catalog. 
which he in interested. The booklets 

may be had from the American 

Standards Assn., 70 East 45th St., 

New York 17, N.Y 


High Voltage Cable—The results of 
laboratory tests and service records 
over the past several years on an im- 
proved butyl rubber compound for 
high-voltage cables are contained in a 


new engineering bulletin. The tests THE PAINE COMPANY, 3 Westgate Road, Addison, Illinois 


and dealers 
Name 
Company 


Address 
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reveal that the compound, known as 
TYPE AB, is superior in all character- 
istics to previous butyl and oil-base 
rubber compounds. The bulletin 1s 
published by the Anaconda Wire & 
Cable Co., New York, N.Y 


Flectrical Equipment—-Three new bul- 
| letins, now available, cover such items 
| as: (1) set screw fittings; (2) switch 

boxes; and (3) multi-purpose supports 
The bulletins are published by the J 
R. Richards Co., Carnegie, Pa 


Emergency Lighting —- An eight-page 
1956 catalog contains descriptions, 
photographs and prices on equipment 
designed to provide instant automatic 
A FOR STEP emergency lighting protection when- 
BDALET ever the regular source of power fails: 
The catalog may be had by writing 
the Electric Cord Co., 195 William St., 
New York 38, N.Y 


Hospital-Lights——Exclusive features of 
the universally adjustable ‘“Hospital- 
Lites” are described in bulletin no. 
135. The lights accommodate up to a 
100-watt “A” lamp, and have patented 
spring-tension sockets and swivels. 
The bulletin is available from Swivelier 
Co., Inc., Brooklyn 32, N. Y. 


Write for your 
FREE Pegd sample 


tagged as shown 


| #Adalet MANUFACTURING COMPANY 


14300 LORAIN AVENUE © CLEVELAND 11, OHIO 


Time Controls— Air conditioning time 
controls bulletin no. S11, is divided 
into two sections. The bulletin deals 
with commercial installations (installed 


type time switches) and window mod- 
els (portable plug-in time switches) 
The various dials available are listed 
including: plain dial for night shut 
down; “Skip-A-Day” for weekend 
omission; and “Seven Day” for vary- 
ing dial schedule on the one dial. The 
bulletin is available from the Tork 
Clock Co., Inc., Mount Vernon, N. Y. 


Shelving—New catalog features steel 


LIQUATITE The New Flexible Conduit that shelving, lockers, as well as other 


storage and maintenance equipment 


Protects Wiring Against Liquids and Vapors for industrial and institution uses. The 


catalog also contains a joke column 


LIQUATITE, the Machine Tool Gray Liquid-Tite Flexible entitled, “Heard in the Locker Room.” 

conduit, not only gives the protection of rigid conduit but Write Precision Equipment Co., 3700 
also is coated with a vinyl! plastic extruded cover that resists No. Milwaukee Ave., Chicago 41, lil 


chemical action and abrasion 
Then, too, the flexibility of LIQUATITE compensates for 


equipment motion and vibration as well as making it easy 


Fans—-The NEMA electric fan sec- 
tion——representing 17 


companies man- 
ufacturing household electric fans 
has announced a revised edition of 


to use in hard-to-get-at places 


All of these factors coupled with positive seal that locks ‘hy , 
LIQUATITE’S special pay NEMA Standards for Electric Fans.’ 
euwt carten has been deve ov! oil, chemicals, water, grease, dust, and injurious vapors This publi ‘ation vers the recom 
cat cove 4 - 

oped to elin ite Anots and combine to insure tight, dry electrical raceways that elimi 
tangles and prevent injury mended ways of testing and rating 
fe the different types of fans in order 
Although Machine Tool Gray is the standard LIQUATITE to avoid error and confusion in the 
color it is also available in all other colors as well as black information published. The manual 


Standards for Electric Fans”, FM2- 
1955, also describes each of the vari- 
ous types of fans to be found in homes 
and offices, including desk fans, 
pedestal and circulator types, hassock 
fans, ventilating and exhaust fans. The 


or white on special order 


ELECTRI-FLEX COMPANY 


ROSELLE ILLINOIS 
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standards should help the prospective 
purchaser of an electric fan, the asso- 
measure and distin- 
guish between the performance of fans 


ciation says, to 
for general use and those for ventila 
tion Copies of the 
manual are available, for a $3.00 fee 
from the Electric Fan Section, Na 
tional Electrical Manufacturers Assn., 
155 East 44th St... Ne York 17, N.Y 


purposes only 


Recently released booklet tells 
Southern 
illustrated 


Screws 
the “inside” story of the 
Screw Co. It is 
and shows the company’s new plant 
and its pac k 


generously 
its interior, its products 
ing containers and labels. The manu 
facturers nationwide distribution is 
emphasized through the use of maps 
showing the exact location of the 
plant in Statesville, N. ¢ and its 
warehouses in New York 
Dallas and Los Angeles. Address your 
request for a copy to Southern Screw 
Co., P. O. Box 1360-SB. Statesville 
N. 


Chicago 


Cable— Available only 
Okonite’s new 16-page general catalog 
1096, lists all trade 
products and their applications 


chart one by 


upon request 


bulletin names, 
Iwo 
selection application 
and environment and one by cable 
type——are a practical guide in select- 
insulated electrical cable 
Minimum 


specification require 


ing the best 
for each condition of use 
Standard industry 
ments are also listed for each insula 
tion and covering where applicable 
For a copy, write to The Okonite Co 
Passaic N J 

Catalog S-55 
information on 


Sound contains the 
latest 


audio wire 


items of 
Included are descriptions, 
pecific itions and illustrations of the 
manufacturer's in-stock line. Copies 
Alpha Wire 


York 13 


may be had from. the 
Corp 130 Broadway, New 


N. ¥ 
Fans Ihe 1956 line of fans includes 


a new line of window fans with and 


without pushbuttons, and the addition 
of pushbuttons’ to a number of other 
Some of the 
fans, all-purpose fans, floor 
Requests for 
the catalog can be made to Berns 
Manufacturing Corp., 3050 N. Rock 


well St Chicago 18, Ill 


models items included 
are mobile 


circulators, exhaust fans 


Personnel Equipment—l ines of steel 
lox kers 
inter-communication systems are the 
italog. Offered in 


sizes and capacities are 


shelving storage cabinets and 
subjects of a new « 
a variety of 
inets for small tools 
Copies may be had by 
Industrial Co 

Chicago 30, Il 


plastic drawer cal 
writing 
5746 N 


nails 
the General 
Ave 
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ror 


2107 South Kedzie Avenue, Chicage 23 


a DEPENDABLE 


HEAT AND 
IMPACT 
RESISTING 
LENS 


LENS 
RING 


~ 


FLOODLIGHTS 


ALUPAINUM 


HOLDING 


CAT wO 53968 


U-20 
BLACK-GREY 
Synthetic 
Covered Conduit 


U-10E 
Extra Flexible 
Conduit 


U-100FC 
TWIST-LOC 
Conduit 


ELECTRICAL 


F 


= UNIVERSAL 
y METAL HOSE CO. 


Iinots 


DEPEND ON 


ALUMINUM REFLECTOR 
ALZAW Finis 


CAST ALUMINUM 


SsITION 
LOCEING 
Lever 


WATERTIONT 
PAC FING 
ANO NUT 


4 


HEAVY OUTY 


MALLEABLE PIPE 


CLAMP FITTINGS 
THOROUGHLY PLATED 


750.1000 WATT 


4223 WESTLAKE STREET 


| xt 
wr 
tt 
' 
a 
> 
> 
3 
\ 
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JACKSON 


INDUSTRIAL UNITS 


PANTS... 
mM Reflectors Yardlights Vapor- 


TION” 


preet Unive Weatherproof Sockets 


‘QUALITY 
BROODER 


No. 7111-6 


LIST PRICE $2.90 

© For Poultry — Pigs — Lambs — Calves 
Complete with porcelain heat lamp socket — 
6-ft. heavy duty cords and plug — factory 
wired and assembled—individually packed— 


D |2 to a standard package. 4A 


Dozens of practical uses. 


* SEND FOR CATALOG 


* SOLD ONLY THRU ? 
WHOLESALERS 


JACKSON ELECTRICAL COMPANY | 


100 910 W VAN STREET 


MODERN 
QUALITY 
FITTINGS 


Specify 


L 
A 


CHICAGO 7, ILLINOIS 


Pat. No. 
2632356 


NO BEND « NO SQUASH 
A MUST for Electrical Men 


@ Engineered to withstand punishment—Contractors 
Refrigerator Men, and Plumbers save time, labor and 
rugged THIEL Staples 
taples in 30 years 
Another MUST for electrical men—Thiel’s Easy-Drive 


| material with these strong, 
| The greatest improvement in BX 


Nail and Easy-On Straps 
@ Sold by Leading Electrical Wholesalers— 
write for information on open territories. 


| THIEL TOOL & ENGINEERING INC. 


@ St. Lowis 6, Mo. 


1417 WN. Market St. 


BOOK REVIEWS 


Zest For Work 

F. G. Coqueron 

The Chase Manhattan Bank, 
Petroleum Dept., 

New York, N.Y. 


Studies of the factors that influence 
workers’ reaction to their work, and 
how these factors operate to determine 
productivity safety, loyalty, and other 
elements of importance to a job well 
done. Provides a program for worker- 
supervisor relations. Employs inter- 
viewing, observing and testing as re- 
search techniques 


270 pages 


Savings and Loan Fact Book 


United States Savings and Loan League 
Chicago, Ill. 


Contains a wide range of essential in- 
formation relating to savings and home 
financing. Brings together the various 
statistics compiled by government 
agencies and private organizations on 
the subject of savings, home financing, 
savings and loan associations and co- 
operative banks. Points up the impor- 
tant role they play in American com- 
munities. 


80 pages 


You'll be happy 
selling 


KNOPP 


Voltage Testers 
J 


Patented Prod-N 


More user-value ot Less C 
means more turnover | ag you at good 
Five margins 
Knopp Voltege Testers sell themselves 
ed, Reliable— 
goodwill and repect sales for you 
Tell if circuit is open of closed; magnitude 
of voltage between 110 and 606 a-c of 4a-<, 
pure or rectified; 25 or 60 cycles 
Two models. Free Soles Aids 
Write today for full detalis 


KNOPP INC. 


Founded in 1928 by Otto A. Knopp under the 
name of Electrical Facilities Inc. 


4283 Holden $t., Ockiand 8, Collf. 
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AU UU 


on every VICTOR 
VENTILATOR ano FAN 


helps you sell, 
protects your profits 


| 8” and 10” 
wall models 


White or 
Chrome Grilles 


and 10” 
combination 
wall and 
ceiling models 


White or 
Chrome Grilles 


(wall switch operated) 


@ New “snap-in” assembly of propeller 
and moter—fast and easy to 
install 


8” and 10” 
automatic 
wall models 


White or 
Chrome Grilles 


(woll switch operated) 


@ One-piece grille 
@ 5 Year Guarantee on all motors 
@ Smart Styling 


WO”, 12" 6” 
blade sizes, 
with or without 
avtomatic 
shutters 


Write for free new 

catalog and distributor 
price sheet. Address 


Dept. EW-7. Or, call your 
Victor representative today. 


VICTOR VENTILATOR DIVISION 


The Philip Carey Mfig., Company 
320 $. Wayne Ave. Lockland, Cincinnati 15, Ohie 
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Distribution 
int'l Chamber of C 
Washington, D.C. 


The full title of this book is “How 
Distribution Through Wholesalers and 
Retailers Helps You.” It tries to ex- 
press in simple terms the common 
basis and the different aspects of the 
useful functions that commercial en- 
terprises, from the largest to the small 
est, in all the branches of distribution 
fulfill for the community and more 
especially, for consumers. Cites many 
examples of how business men over 
seas are adopting American distribu- 
tion methods. 


23 pages 


Marketing and Distribution 
Research 
Lyndon O. Brown 


Ronald Press 
New York, N.Y. 


Discussed are the fundamentals of 
marketing and distribution research 
its methods, uses, scientific founda 
tions and relation to business opera 
tions. Describes the practices of out 
standing marketing and distribution 
researchers and brings together find- 
ings and experiences of the research 
departments of leading American cor- 
porations, 


651 pages 


4 


POWERCRAFT 


STOCKS FOR IMMEDIATE 
SHIPMENT 
PRIMARY BUS SUPPORTS 


@ Contractors, industrials, and Utilities rely on 
the accuracy of these Bus Supports to meet exact 
img service conditions. Available for indoor and 
Outdoor Service—fiat or pipe mounting. Contorm 
to NEMA standards, POWERCRAFT invites your 
inquiries on any special Bus Support requirement 
Other POWERCRAFT Products indoor and 
Outdoor Disconnecting Switches, Bus Clamps, Power 
Connectors, Pipe Frame Fittings for 1'4” |. PS 
Pipe, and Clamp insulator Supports Send fer new 
catalog 


PowERCRAFI 
CORPORATION 


2215 De Kalb St. Phone 
St. Lowis 4, Me. Prospect 6-4532 


Since 1932 


dynamically new. . . obsoletes 
all old wall brackets! 


A modern building with yester- 
day's fixtures is like a lovely 
woman wearing last year's hat. 
McPhilben'’s new multi-use wall 
bracket the ‘45-40 series is 
beautifully honest in design... 
of rugged, no maintenance. 
needed, die cast aluminum 
vaportight, versatile and com- 
petitively priced. 

APPLICATIONS 


” 


SPECIFICATIONS 


WATTAGE 


hee 


BIE CAST PROTECTIVE 
GUARD AVAILABLE (43-44VT) 
for locations where protec 
tion againat theft and van i 
daliem is essential Also avail 
abie as a ceiling fixture 


1555 Willoughby Avenue, Brooklyn 37, Y, 


H 
4 
Be 
Warranty 
ty 
Philben* 
VENTILATORS | | 
a 
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the handiest 
plier tor your 
cu 


THE 
FASTEST 
SELLER 
FOR YOU 


Por « longer protit per sale SELL QUALIT 


4 


SELL THE COMPLETE CHANNELLOCKE LINE 


Lf 


No other plier does so many 
jobs so well as a Channellock 420, 
That's why every year more and 
. a8 well as 
buy Channellocks, 


more householders . . 
mechanics 
Cash in on this growing popular 
ity. Put pliers out 
front for 

. reach for 


these handy 
customers to 


and try. You'll 


your nee 
be pleasantly surprised how many 
times they'll tell you to wrap it 
up. Channellock’s increasing sales 
record proves that. So make the 
Channellock plier line 
.., and let the Channellock 420 lead 
the profit parade in your store, 


line your 


CHAMPION DEARMENT TOOL COMPANY 


Successful Leadership In Business 


Charles A. Cerami 
Prentice-Hall 
New York, N_Y. 


This book contains specific, practical 
detailed, what-to-do-and-how-to-do-it 
rules for managing leadership qualities 
Altempts to show “the executive how 

to getting things done. Also how to put 
ideas across forcefully; how to direct 
others and still keep their respect; how 
precision-like 
plus new techniques for stimulating a 


branch or an 


to develop efficiency 


department, a entire 
company 


224 pages 


SALES AIDS 


Providence 7, 
Ihe wiring device department 


General Electric Co., 
KU 
offers a new counter demonstrator to 
help dramatize the smooth, silent op- 
eration of the Gl Silent Mercury 
Switch” by displaying it with a regu 
lar “click” type switch. The mounting 
of both switches simulates an 
installation and makes them 


operate and compare 


actual 


easy to 


Designed for performance and hard 
the demonstrator is constructed of 
metal and is fin 
is furnished 
Gil 


use 
heavy-gauge sheet 
ished in three colors. It 
completely assembled with a 


1458 SPRING GARDEN 
PITTESURGH 12, PA. 


L. B. ALLEN 


co., INC. 
6701 Bryn Mawr Ave. 
CHICAGO 31, ILL. 


MINERALLAC 
“PULL-IN” 


COMPOUND 


No. 100 


LISTED 
and 
APPROVED 
by 
UNDERWRITERS 
LABORATORIES 


For Rubber, Synthetic, Plastic 
or Lead-Covered Wires or Cables 


Approved by Underwriters Laboratories 
for lubricating wires and cables to facil- 
itate pulling them into conduits. Not in- 
jurious to wire or wire covers. Free of 
objectionable odors. White in color. Will 
not drip or run. Convenient pint, quart, 
“” gal., gal. and 5 gal. cans Available 
through your electrical jobber. 


MINERALLAC ELECTRIC COMPANY 


25 North Peoria Street, Chicago 7, Illinois 


MINERALLAC 
RING UP SALES LIKE THIG! 


. 
atolight 


EMERGENCY POWER PLANTS 


NO POWER BLACKOUTS HERE! 


Down in the land of Sun 
shine and Tropical Storms 
Standby Power is a must to 
keep electrically op 
erated mac very and equip 
functioning continu- 
ously if pite of power 
breakdowr This Katolight 
120/208 voit, 3 Phase, GO cycle 
ield type generator 

ngine was chosen to 

of Miami's plush 


vital 


ment 


driven 
best fulfill the requirements 
Balmoral Hotel 

Whether it 
icy blizzard 
meet every req 


be a tropical storm or northerr 
there is a Katolight unit to 
yirement up to SOO KVA 
Available with gasoline, gas or diesel engines 


WRITE FOR OUR CATALOG 


atolight corporation 


Box 89!-92 Mankato, Minn 
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“Silent Mercury Switch,” a standard 
snap switch, and two switch plates 

The comparison display unit is 
provided at no extra cost in a package 
deal including five brown and five 
ivory standard single pole mercury 
switches, plus the two additional 
switches and plates on the demon- 
strator 


Vernco Corp., Columbus, Ind.—Fan 
merchandising kit for Vernco’s 20- 
inch two-speed electrically reversible 
window fans is claimed to enable the 
retailer to develop effective point of 
displays throughout the 1956 
season, Attractive consumer folders 
for the “take home” box on the left 
and a display card for use, at the top 
of the stand, are printed in five colors 


NEW PRODUCTS YOU CAN USE 


sale 


Conveyors 
The Rapids-Standard 
Grand Rapids, Mich. 


New and complete line of galvanized 
steel channel gravity conveyors is now 
available. The manufacturer reports 
he believes this is the first line of 
gravity conveyors to be offered com- 
pletely galvanized. The conveyors in 
the “Rapid-Wheel” line come in all 
widths from 12-in. to 24-in., and in 
the “Rapid-Roller” line in 1.75 
two-inch diameter rollers. An 
vantage cited of the rust-resistant 
galvanized conveyors are that they 
maintain their new appearance in spite 
of wet conditions 


Co., Ine., 


and 
ad- 


Bender 
The Steelduct 
Ohio 


One-piece hand tool is for 

both rigid steel conduit and 
and comes in three No 
or shoes required. A_ patented 
groove hook” design of the 
roll-type bender prevents a bump or 
sharpness at the start of the bend. A 
“back-pusher” groove permits remov 
ing a few degrees of a bend without 
inverting or shifting the tool off the 
pipe. An extended foot treadle 
more bending leverage 


Co., Youngstown, 


bending 
E.M.1 

inserts 
are 


and 


gives 


Crate-Clamp 
Automatic Transportation Co., Chi- 
cago, Til. 


An _hydraulically-controlled extend- 
able crate-clamp allows for speedier 
and more efficient handling of crated 
appliances in warehouses and loadings 
docks. Designed to eliminate pailets, 
the new device is claimed to permit 
the unit to reach in and grab crated 
appliances from the second tier in box- 
cars or warehouses, The lift is 107-in 
high. The range of the clamping at- 
tachment is from 46-in. to 74-in. high 
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UNDISPLAYED 


$1.20 per tine, minimum tines. Te feure ad 
vance payment count 5 average words as « line 


Bex Numbers counts 

Discount of 10% if full payment ts made in od 
vame for consecutive insertions 

Send NEW ADS to ELECTRICAL WHOLESALING 


issue 


1 line 


—— RATES—— 


330 W. 4ind St 
closing Jonuory 


DISPLAYED 

The edvertising rete ie $11.50 per 
advertising sppearing om other ( 
Contre sed 

An advertising inch le me 


N.Y. 36,N.Y 


sured ror on 


peer 
for Februery 
18th 


MAUFACTURER'S REPRESENTATIVE 
WANTED 

A quality manufacturer of Dry Type Distribution 
Transformers is expanding its sales organization and 
has territories epen in the mid-east and entire cen 
tral zone. Following in Electrical Wholesalers de 
sirable, complete coverage of Architects, Engineers 
Contractors and Industrials necessary 

RW 8722 Electrical Whotesalin 

530 W. 42 Gt. New York 16. N 


SELLING OPPORTUNITIES OFFERED 


Professional salesman wanted for New England 

and California territ« 
wholesalers tool t 
Rapidly ex 


ries te 
machine jildery 
control panel builders 
electrica sheet meta 
stand thorough 
Fleetrical Whole 
Wanted manufacturers representative te sell mo 

tor and panel 


investi: 


ailing 

machine and proces ntire 

Fieetrical Wh 
POSITION WANTED 

Experienced sales representative, 


A labarma-M ins 


with 


rical ‘Who 
SELLING OPPORTUNITY WANTED 
electrical and 
chitect ad 
litional lines tere boxes, fitting de 
mn and Waehingtor 
rical Wholesaling 


Manufacturers covering 


hardware wt 


agency 
and 


vices 


KA- 


FOR RATES 

OR INFORMATION 
About 

Classified Advertising 


Contact The McGraw-Hill 
Office Nearest You. 


DETROIT, 26 
856 Penobscot Bid 
WOodweord 2-179 
SEEGAR 


wire 


ATLANTA, 3 
132) Rho 
Hoverty Bid 
WaAlinut 577 t 
WwW. LANIER 

LOS ANGELES, 17 
Wilshire Blvd, 
MAdison 6.4323 

K BOURNE 


BOSTON, 16 
350 Park Squore 
HUbberd 2.7160 
McPHERSON 
NEW YORK. 36 
330 West 42 St 
LOngocre 4.3000 
Ave R LAWLESS 
MOhawk 4.5800 W SULLIVAN 
H BOZARTH D. COSTER 
W. HIGGINS 


CHICAGO, 1! 
520 No. Michigen 


PHILADELPHIA, 3 
17th Sensom St 
Rittenhouse 6-0670 
MINGLE 


CLEVELAND, 
1510 Hanne Bidg 
SUperior | .7000 
Cc. J. LOUGHLIN 


DALLAS, 2 
Adoiphus Tower 
Moin G Akord Sts 
J. CASH J 


SAN FRANCISCO, 4 
68 Post 
DOuglas 2.4600 
OTTERSON 


LIGHTING 
SALES 
REPRESENTATIVE 


Seek two experienced commission salesmen with 
ombition. drive. ond yen to moke more money 
Should be well-versed in all phases of the light 
ing tretd engineering or technical beck 
ground helptul. Must be colling on 
engineers, distributors ond ontroctors 

the MINNESOTA. NORTH G SOUTH DAKOTA. 
or the UPPER NEW YORK STATE territories 


We ore 
facturer of complete 
lighting for all applic 
envy the 


large ond growing manu 
mes of competitively priced 
Our quality ond ser 
ndustry These terri 
protitable We 
displayed Our men 
backing These open 
mgs are due to o long-ronge expansion of our 
facilities, lines ond promotional progroms Send 
tull details to 


ations 
vice are the 
now active ond 


citied and 


promotions 


tories are 
are being spe 
get powertul 


SW 68502 Electrical Wholesaling 
330 W. 42 St. Mew York 36, NY 


REPRESENTATIVES WANTED 
NEW OUTLET BOX SUPPORT 


Representation wanted for the Sale 
of a new, rigid switch or outlet box 
support to be sold exclusively 
through wholesalers. Commission 
basis. Many territories open. See 
New Products Section this maga 

zine. 

Thomas Tool & Die Company 


Hanson, Mass 


MFR'S REPRESENTATIVES 
WANTED 


For a popular line of 
CONDUIT FITTINGS 
Western Pennsylvania, Florida, Tennessee, 


West Virginia, Virginia, Illinois, Texas, 
Mississippi and Louisiana. 


RW-8768 Electrical Wholesaling 
330 W. 42 St., New York 36, N.Y. 


CLASSIFIED ADVERTISING as 
BUSINESS OPPORTUNITIES : 
tor 
d 
REPLIES (Box Ne Address nearest 
fg NEW YORK $3 W. 42nd 
SAN FRANCISCO: 68 Post St. (4) 
3 
| 
| 
iad 
4 | ROBOT OPERATORS 
ar _OPEN~ CLOSE +LOCK: DOORS, GATES 

il 
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SPECIFY THIS NAME 
for SUPERIOR 
BOXES & COVERS... 


Manufacturers of a complete line 
of outlet boxes, covers and box 
supports. Designed by our engi- 
neers, on the job with installation 
crews, ARROW products answer 
every modern wiring demand 
more efficiently. 


4” SQUARE BOXES 

1%," DEEP. Wiring cap. 21.1 
in. Any arrangement of 
wp te ¥,” 

DEEP, Wiring cap. 29.9 
cu. in, Any arrangement of 
wp te 1," 

CAT. WO. 44-4, * 45-71 


4-11/16" SQUARE BOXES 
1," DEEP. Wiring cap. 30.5 
in, Any arrangement of 
£.0.'s up te ¥,” 

74," DEEP, Wiring cop. 43 
cu. in, Any arrangement of 
up te 1Y,". 

CAT, WO. 


4” OCTAGON BOXES 
1," DEEP, Wiring cop. 16.5 
in. Any arrangement of 
£.0.'s wp te ¥,” 

DEEP, Wiring cop. 24.5 
<u. in, With side in 
any arrangement up te 1” 
(AT. WO, * 400-4 


CONCRETE RINGS 

to 3” DEEP, Any 
rangement of 1.0.'s up te 1” 
(One row of £.0.'s) 

3%," to 6” DEEP, Any 
rangement of 1.0.'s up te 1”. 
(Two rows of 1.0.'S each). 
CAT, WO. 54521-91 


GANG BOXES 

DEEP, Any arrangement 
of £.0.'s wp te ¥,”. Aveail- 
able from 2 te 10 gongs. 
Special depths end on 
request 

CAT. 682-10 


ALL ARROW PRODUCTS HAVE HOT. 
DIPPED GALVANIZED FINISH, MANY 
TUAES HEAVIER THAN U.L. & FEDERAL 
SPECIFICATIONS, 


WRITE FOR OUR NEW CATALOG, TODAY! 


ARROW CONDUIT & FITTINGS CORP. 
1279 STREET BROOKLYN 32 NOY 


Sales Representatives & *Warehouse Stocks 
GALTIMORE, MD. * CHARLOTTE, WC * *CHICAGO, 
* OHIO * KANSAS CITY, MO. * 
“LOS ANGELES, CALIF. "MIAMI, FLA. 
ORLEANS, LA. YORE, W.Y. MEWTON CENTRE, 
MASS. * “PHILADELPHIA, PA. * ROCHESTER, 


ADVERTISERS’ INDEX 


Abolite Lighting Div., Jones 

Metal Products Co. 
Aeme Electric Corp. 
Adalet Mfg. Co., The 
Adam Electric Co., Frank 
All-Steel Ee Ine. 
Allen Co., ina L. 
Anaconda Wire & ( able Co. 
Appleton Electric Co. Seeond Cover 
Arro Expansion Bolt Co. 112 
Arrow Conduit & Fittings Corp. 138 
Arrow-Hart & Hegeman Electric 

Cea, 114, 115 
Atlantic Conduit Fittings Co. 134 
Atlas Electric Products Co. 108 


Kerns Mfg. Corp. 
Blackburn Corp., Jasper 
Blackhawk Industries 
Briegel Method Tool Co. 
BullDog Electric Prod. Co. 
Burndy Engineering Co. 25 
Bussmann Mfg. Co. Fourth Cover 


Carol Cable Co., Div. of the 
Crescent Co., Ine. 
Champion DeArment Tool Co. 
Champion Lamp Works 
Chelsea Fan & Blower Co., Ine. 
Clark Controller Co. 
Clifton Conduit Co., Ine. 
Conduit Nipple Mfg. Co., Div. of 
Pittsburgh Nipple Works, Ine. 
Conduit Pipe Products Co. 
Continental Wire Corp. 
Crescent Ins. Wire & Cable Co. 
Cutler-Hammer Ine. 


Dutch Brand Div., Johns- 
Manville Corp. 


Fagle Elec. Mfg. Co., Ine. 
Economy Fuse & Mfg. Co. 
Edwards Co. 

Electric Tube Products 
Electrical Fittings Corp. 
Electri-Flex Co. 

Emerson Electric Mfg. Co.., 
Essex Wire Corp., Paranite 


Wire & Cable Div. 


The 


Fasco Industries, Ine. 

Fostoria Pressed Steel Corp., The 
Fullman Mfg. Co. 

Furnas Electric Company 


Gedney Electric Co. 

General Electric Co, 
Apparatus Sales Div. 
Specialty Lamp Div. 

Gath Co., The Edwin F. 


Hazard Insulated Wire Works 
Heinemann Electric Co. 


Hubbell, Ine., Harvey 


Ico Corp. 
International Register Co. 


Jackson Electrical Co. 
Jenkins Bros. 
Jones Metal Products Co., 


The 


Katolight Corp. 136 
Kennecott Copper Corporation 20, zs 
Keystone Mfg. Co. 
Killark Electric Mfg. Co. 
Knopp Ine. 


134 


129 


Line Electric Co. 


Marcus Transformer Co., Ine. 128 
MePhilben Mfg. Co. 135 
Midwest Electric Mfg. Co. 6 
Minerallac Electric Co. 136 
Malti Electric Mfg., Ine. 133 
Murray Mfg. Co. 109 


National Electric Products 3, 87 


Okonite Co., The 


Paine Co., The 

Paranite Wire & Cable Co., Div. 
of Essex Wire Corp. 

Pass & Seymour, Ine. 

Phelps Dodge Copper 
Products Corp. 

Pierce Renewable Fuses, 

Plymouth Rubber Co., 
Ine. Third Cover 

Porcelain Products, Ine. : 

Powercraft Corp. 

Pyle-National Co., The 

Pyramid Instrument Corp. 


117 
104 


Ine. 


Quadrangle Mfg. Co. 


Rawlplug Co., Ine., The 
Revere Electric Mfg. Co. 
Rhodes, Inc., M. H. 

Ridge Tool Co., The 

RLM Standards Institute Ine. 
Rome Cable Corp. 

Royal Electric Co., Ine. 


Sangamo Electric Co. 

Spang-Chalfant (Div. of the 
National Supply Co.) 

Square D Company 

Stonco Electric Products Co. 

Swivelier Co., Ine. 

Sylvania Electric Products Ine. 


Thiel Tool & Engineering 

Co., Ine. 
Thomas & Betts Co., The 
Tomice Sales & Engineering Co. 
Trade-Wind Motorfans, Ine. 
Triangle Conduit & 

Cable Co... Ine. 
Trine Mfg. Corp. 


United States Rubber Co. 
Universal Clay Prod. Co., 
Universal Metal Hose Co. 
Utilities Safety Supply Co., Ine. 


Victor Ventilator Division (The 
Philip Carey Mfg. Co.) 


Wadsworth Electric Mfg. Co.., 
Inc., The 
Weaver Co., J. A. 
Western Insulated Wire Co. 


Wiremold Co., The 
Xeelite, Ine. 


Youngstown Sheet & Tube 


Co., The 
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Best means SLIPKNOT! The world’s 
Iriction tape. Guaranteed not to dry 
Sut. Will not ravel at edges. Exceeds all electrical 
specifications of Federal Government or American 
Society for Testing Materials (A.S.T.M.) 


PLASTIC TAPE 


Preferred by electricians for neater and 
faster taping jobs. Provider greater resist. 
ance te water, oils, acids, corrosion and 
abrasion. Has superior adhesive quelity. 
highest dielectric streagth and proper 
elongation. 


"PLYMOUTH RUBBER COMPANY, INC. 


Fiteblihed in 1896 
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Advertising and Selling pr 
We are passing these 
hope that they may pr 


29 tips on how the salesman can get 
more out of advertising—i» we parts—parr 


C. 6. LARRABEE, choirmen of the board 
Printers’ ink Publishing Co 


dog 


Next to his wife and hi 
mg can he a 
But, like a friend, it 
tion 


A study of the work of 


men in many different lines show 


nd 


cultiva 


salesmans best 
demand 
and understanding 

iles 
that 
the big producers who get the most out 
of advertising understand how it works 
and how they can 4 it to work for 
them 


from the 


Following are 29 
of these sale 


pr ked up 


experiences teh 


How advertising 
works for the salesman 


are the things that the nurt 


‘| hese 


salesmen know about how advertising 
operates 

1, Good 
men who influence the buying decisions. 


It works on the men the 


advertising contacts the 
salesman 
and it works on those he can’t see but 


who also may be in on the final sas 

2. It arouses the prospect's interest 
in the product. It tells the prospect what 
the product is and how it operates It 
prepares the way for the salesman 
story 

%. It starts the work of getting the 
prospect to want the salesman’s product 
It does card-stack 


ing for the salesman before the call 


instead of another 


4. It helps the salesman guard against 


competition in fighting against com 


petitive products It is a powe rlul voice 
added to the salesman’'s 


5. It works between calls. For every 


his company's advertising may make a 


salesman make on a prospect 


dozen or a hundred 
6. It helps introduce new products 
faster. It tells the prospect 


It builds his interest 
call 


ibout them 


before the 


sales 


ANOTHER 
OUTSTANDING 
DEVELOPMENT 

BY THE MAKERS OF 


7. It fights destructive price compe- 
tition. It is 


Wars 


a big help when ruinou 
start. The well advertised 
quality product keeps its hold on a 
roarket in spite of price competition 


price 


5. It smokes out new prospects. Thi 
ot ad 


ertising that i 


not onl ot 
il] id 
efficient 


is true mquiry type 
ertising bust 


tended to do an elling iob 


9. It covers the marginal fringes of a 
vhere the sale Titi 


cannot call often either because 


territory. It goe: 


tance or because too frequent calls are 
unprofitable It keeps the 


interest alive in the 


frinwe pro 


pects long period 


between calls 


10. It builds a favorable background 
for the company and the product Ad 
a powerful public relation 


promote ad 


vertismg 1 
tool The 


extra standing 


11. If the 
products, advertising helps him by pre- 
focusing the interest of the prospect on 


product ha 
vith the public 


salesman has a line of 


those products in which he I most 


interested. 


12. It paves the way for the sales- 
and to the 


bury 


past buffers 
make the 


man to get 


he real 


ople 


13. It builds interest in a new prod 


uct with the customer who is already 


14. It can help the salesman prove 

pomt w) aon 
t 
win 


to the 


explain 


ilse 


15. It helps the salesman 


compli ited! It 


use of the | 


elps the sal 


larg t} if he 
nethod ot ope iti 
16. It emphasizes major sales points 
It keep thre pro ( ind on the 
luring the 
17. Iti 
that the 
their product enough | it recone 


a cuarantee to the customer 


salesman’s bosses believe in 
mito 


its promotion 


1S. It is the salesman’s biggest help 
in summing up the sales story, keepin, 
t hefore the _ prospect, convincing the 
rightre 
other 
factor 


oder ty ling 
ilabilit anid 


that may be 


promipet 


A tip on how to make 
fuse selling more profitable 


BUSS advertising 
h 


salesman’s efforts 


bor over 41 year 


brane king up the 


This plus the uniques tions d high qu il 


itv of ever fiise bearing the Bl SS or 


FUSETRON 


an acceptance 


trademark has created 


for these fuse rarel 


equaled by any other electrical produ t 


Thu to make fuse selling more 


FOR INSTALLATION THROUGHOUT THE ENTIRE 


profitable than just take order 
for I} BUSS PUSETRON 
fiise 


the 


buyer 


‘ 


bt ‘inabh 
BUSSMANN MFG. CO. 


ST. LOUIS 7, MO 


Division McGraw Electric Company 


ELECTRICAL SYSTEM 


U 


Through the courtesy of Printer Ink, we are re 
pre t an article that appeared ir 
| this leading magazine of the 
whts along to y with the | 
helpfu 
| 
1 
Ih 
an important point by referring 
Bes 
idvertising when he vould lose if 
trent 
To he continued 
o he ce 
> 
Ai 
vest 
4 
j 


